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A New England Mutual General Agent ANSWERS SOME QUESTIONS about 


the broad liberality 


of our policy contract 





William L. Wadsworth of Buffalo, New York, heads How does the New England Mutual’s change of 
up one of the company’s large and fast growing agen- 
cies. A public-spirited citizen, Bill saw service in World 
War I, and was cited by the Treasury Department in “Today, as for the past 40 years, it’s tops for liberality 
World War II for his work promoting the sale of war : : ‘ 
bonds. He has been associated with the New England 
Mutual for 36 years in both home office and field, and of converting to a policy with a higher premium rate is 
has seen for himself how the company’s policy contract based simply on the difference in reserves, and not on 
works to benefit policyholders and beneficiaries alike. : 


plan clause stack up? 


and all-round flexibility. The cost to the policyholder 


difference in premiums with interest.” 





How about settlement options? 


“The policy contains six liberal options of payment. 


RITE ERRRERRETeR ERE 


The company will also tailor special agreements to fit 
an insured’s personal situation. For a man retiring at 
age 65, the policy provides a life income, 10 years 
certain, of $6.21 per $1000 of proceeds.” 


When does the insured start getting dividends? 
“Dividends are credited at the end of the first policy 
year and are not contingent upon payment of the 
second annual premium. After that, if the policy be- 
comes a claim by death,-a post-mortem dividend is 
paid — in full. The policy also affords unusually 
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liberal cash values, even in the early years.” 


What does it cost to pay premiums semi-annually 
or quarterly? 
“The New England Mutual has the lowest charge of any 
major company. If the annual premium is $100, the 
semi-annual is $50.88, and the quarterly is $25.69. 


“But that’s not the whole story. The insured has the 
right to reinstate, without medical evidence, for an 
extra 31 days beyond the grace period. Also, paid-up 
insurance and extended term both participate in divi- 
dends. The net of it is that in total guaranteed privi- 
leges and general liberality, the New England Mutual 
contract is unsurpassed by any other policy.” 


m NEW ENGLAND €% MUTUAL 


Life Insurance Company of Boston 
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THE COMPANY THAT FOUNDED MUTUAL LIFE INSURANCE IN AMERICA—1835 


FRIDAY. OCTOBER 8, 1954 





ACACIA MU 


Home Office 






Within the pages of Acacia’s 85th Annual Report lies a story 
unique and heretofore unpublished in complete form. This is the 
story of one man and one company but it spans 60 years of outstanding 
life insurance history. The events that reveal William Montgomery 
as he really is, and reveal his devotion to duty and staunch inspired 
leadership have never before been told because until this year Mr. 


Montgomery has personally written every Annual Report since 1893. 


Acacia’s 85th Annual Report is a document in the annals of 
American life insurance history that everyone associated with the in- 


dustry will be interested in reading. 


It is doubly significant that at the time Acacia’s Board of Di- 
rectors presented this Annual Report to President Montgomery Acacians 
from all over the land gathered together to participate in the dedication 
of Acacia’s new Home Office addition. In re-dedicating themselves 
to service more than 1500 Acacia field men and employees dedicated 
this ultra-modern structure to even better service to policyholders. 


Copies of this Annual Report may be obtained by writing to 


Acacia’s Home Office. 







The 85th Annual Report of the Acacia 
Mutual Life Insurance Company 
was written by Acacia’s Board of 
Directors as a tribute to President 
William Montgomery’s 60 years of 
outstanding leadership asthe Com- 
pany’s Directing Head. 


RANCE CO. 


Washington, D. C. 
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Insurance Economic 


Society President 


Succeeds Powell at 
Chicago Meet; Craig, 
Wallace Named V-Ps 


Orville F. Grahame, vice-president 
and general counsel of Paul Revere 
Life, was elected president of Insur- 
ance Economics Society at its annual 
meeting this week in Chicago. He suc- 
ceeds James E. Powell, vice-president 
of Provident Life & Accident. 

Travis T. Wallace, president of Great 
American Reserve, was named lst 
vice-president, and E. W. Craig, chair- 





a 0. F. Grahame 


J. E. Powell 


man of National Life & Accident, 2nd 
vice-president. H. O. Fishback, Jr., 
vice-president of Northern Life of Se- 
attle, continues as secretary. 

New executive committeemen are 
Frank S. Vanderbrouk, president, 
Monareh Life of Massachusetts; John 
T. Acree, Jr., president, Lincoln In- 
come Life; William J. Hamrick, vice- 
president, Gulf Life; G. A. L’Estrange, 
vice-president Universe Life, and Mr. 
Powell. 

Mr. Powell in his report reviewed 
society activities, paying tribute to its 
successful operations under Managing 
Director E. H. O’Connor. Since its re- 
activation in 1942, the society has been 
particularly active in studying social 
security—its costs, aims and purposes 
—as well as various expansion propos- 
als having to do with compulsory 
health insurance at both federal and 
State levels. 

Mr. O’Connor reviewed 1954 legis- 
lative developments in the field of 
social security, particularly describing 
the new amendments. He reported. the 
defeat of 11 bills in five states calling 


‘for various plans of compulsory sick- 


hess insurance, noting “no state has 
adopted a compulsory sickness plan 
a the New York enactment in 

Considerable discussion was given 
to a broadening of the society’s ac- 
tivities to meet new and complex prob- 
lems arising in the field of social in- 
Surance, along with their probable ef- 
fects on the economy of the country. 





Texas Hits Membership High 
Membership of Texas Assn. of Life 
nderwriters has reached an all-time 

peak of 3,232. There are 30 local asso- 

Clations in the group. 





NALU, Names Hill 
to Location Committee 


The board of trustees of Life Under- 
writer Training Council has decided 
by unanimous vote to establish joint 
headquarters with National Assn. of 
Life Underwriters at Washington, D.C. 
LUTC President Edmund L. G. Zalin- 
ski, who is vice-president of New York 
Life, said LUTC would be NALU’s 
tenant subject to the following condi- 
tions: 

1. That an LUTC representative be 
added as an ex-officio member of NA- 
LU’s location committee. 

2. That the choice of site and all 
other particulars with respect to the 
proposed building as they affect LU- 
TC’s interests be subject to the ap- 
proval of LUTC’s board of trustees. 

3. That LUTC’s agreement to move 
to Washington as the tenant of NALU 
is further subject to the stipulation 
outlined by LUTC’s board in a reso- 
lution adopted “ast year, which reads 
in part: 

“Resolved that LUTC is presently 
disposed to move with NALU to the 
latter’s proposed new headquarters (in 
Washington) as being in the best in- 
terests of both organizations, provided 
further (a) that the terms of tenancy 
proposed by NALU be found accept- 
able to LUTC, this being taken to in- 
clude the choice of a suitable site, 
satisfactory arrangements as to facili- 
ties, space, working conditions and 
rental rates under a lease of five or 
10 years’ duration with privilege to 
renew; (b) that LUTC will reserve its 
final decision until NALU has selected 
its location and structure; and (c) that 
it shall be mutually understood that 
the proposed relationship of tenant and 
landlord between LUTC and NALU 
shall not be expected or presumed to 
alter the present relations between the 
two or to diminish LUTC autonomy 
in any way.” 

Herbert R. Hill, manager at Rich- 

(CONTINUED ON PAGE 16) 


for National Study 
of A&H Complaints 


The A & H committee of National 


Assn. of Insurance Commissioners, 
meeting at the Edgewater Beach hotel 
in Chicago Monday, passed several 
resolutions to aid in the implementa- 
tion of its nation-wide survey on the 
nature and extent of public complaints 
regarding A&H insurance. 

One resolution requested the fed- 
eral trade commission and Congres- 
sional committees to assist in the study 
by furnishing information of such 
complaints as may have been received 
by them. 

The committee also adopted a reso- 
lution designed to produce additional 
information from the insurance com- 
panies by including in the annual state- 
ments filed with state insurance de- 
partments the number of claims re- 
jected as well as those paid. The im- 
plementation of this resolution will be 
presented for consideration to the 
blanks committee of the NAIC at its 
meeting to be held in New York City 
in December. 

e e 2 

The committees further discussed 
proposed uniform laws approved in 
principle by the NAIC last June. A 
resolution was also adopted providing 
for the drafting of proposed uniform 
statutes in keeping with the principles 
approved by the association for sub- 
mission to state insurance departments 
and the industry committee. 

After concluding its executive ses- 
sion, the A&H committee met in joint 
session with the industry insurance 
subcommittee on regulation and self- 
regulation. 

The commissioners group described 
as extremely meritorious the efforts 
being made on the part of the insur- 
ance industry to develop a program of 
public education and self-policing in 
the A&H field. 

The chairman of the A&H commit- 

(CONTINUED ON PAGE 16) 








Late News Bulletins... 








CIO Names Own Welfare Fund Control Unit 


CIO President Walter Reuther has appointed a special committee headed by 
Jacob Potofsky, president of Amalgamated Clothing Workers Union, to study, 
police and recommend standards for welfare funds. A CIO executive board 
resolution promised the organization would cooperate with legitimate welfare 
fund investigations and help draft safeguard legislation if it is found necessary. 


N. Y. Life Launches Pension Trust Program 


New York Life has introduced a new pension trust program available 
throughout the U. S. but for the time being not available in Canada. The com- 
pany anticipates pension trusts will be a profitable sideline for agents with the 
necessary contacts, knowledge and experience. 

Sale and administration of pension trusts is under the direction of Michael M. 
McKenney, manager of the agency department in the home office. He has been 
appointed manager of pension trust sales. 

No applications are to be secured or commitments made on any pension trust 
‘or profit sharing plan without prior home office approval. The company will 
prepare proposals for approved plans at the request of the manager for a nomi- 
nal charge to the agent of $10 each, upon the submission of complete census 

(CONTINUED ON PAGE 16) 


on Mace Charge 
Over GOP Primary 


Former Commissioner Malone 
Pushing Case Against 
Pa. Depafttment Head 


Pennsylvania Commissioner Leslie 
was indicted by an Allegheny coun- 
ty (Pittsburgh) grand jury on charg- 
es of conspiring to force state work- 
ers to contribute funds to a Republi- 
can political campaign in the May 
primary elections this year. 

Commissioner Leslie and 14 others 
in the GOP campaign are charged 
with conspiring to mace, unlawfully 
demand money from public employes 
for political purposes. 

Leslie was recommended for in- 
dictment by a special grand jury 
which investigated charges last sum- 
mer. The case is being pushed by 
District Attorney Malone, former in- 
surance commissioner and member of 
a wing of the Republican party, 
which is at loggerheads with the Les- 
lie group. 

Commissioner Leslie declined to 
comment on the indictment. 

The district attorney’s office said 
the penalty for conspiracy is pun- 
ishable by a fine of $500 and/or im- 
prisonment of up to two years. Mac- 
ing is punishable by a $1,000 fine 
and/or one year imprisonment. Les- 
lie and the others indicted will next 
face trial on the charges. 

Also indicted on the same counts 
were Russell Keiser, assistant mana- 
ger of the state workmen’s insurance 
fund, and Michael J. Wargovich, 
Pittsburgh district supervisor of the 
state fund. Keiser was also indicted 
on a charge of perjury. 

Though it has been vigorously de- 
nied that there is any political angle 
involved in Mr. Malone’s prosecution 
of Mr. Leslie, it is nevertheless a fact 
that both men inherited from their 
fathers a political feud that has been 
compared to the famous Hatfield-Mc- 
Coy unpleasantness in length and in- 
tensity. 

Both fathers were prominent lead- 
ers in western Pennsylvania politics, 
heading rival factions of ‘the Republi- 
can party. 

James Malone, Sr., was county com- 
missioner. Max Leslie, father of the 
present insurance commissioner, was 
for years a state senator. 

Another unusual angle is that Com- 
missioner Leslie was formerly district 
attorney, while District Attorney Ma- 
lone was formerly insurance commis- 
sioner. 


Jefferson Standard 
Sets New Sales Record 


New life insurance sales of Jeffer- 
son Standard totaled $123,440,347 for 
the first nine months, making the high- 
est amount of any similar period in 
the company’s history. In force now to- 
tals $1,301,856,969, a 7.4% gain in the 
last 12 months. 
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Institute Launches Nationwide Campaign 
In Behalf of Life Insurance Ownership 


The broadest advertising campaign 
ever undertaken by Institute of Life 
Insurance, using 506 daily newspapers 
in 310 cities and six farm and small- 
town magazines of national circulation, 
opened this week throughout the coun- 
try. More than 53 million families are 
expected to be reached through these 
media. 

The 1954-55 theme of the institute is 
“In Change There Is Opportunity,” a 
sequel to last year’s campaign entitled 


“How America Is Changing”. The pro- 
gram will use 121,000-line messages 
appearing until May to call attention 
to developments in American life and 
to show how people use life insurance 
to help take advantage of new oppor- 
tunities. 

Symbolic illustrations will be used 
in the new series. For example, in the 
first advertisement, a pay envelope 
denotes increased income, and hands 
are used to personalize this and subse- 


We’re Mary and Bill... 


MY COMPANY STRESSES 


THE HUMAN ELEMENT... We're on a first-name 
basis with the folks at Berkshire Life. It’s a friendly, 
personal relationship, because my Company is 
big enough to serve me, and small enough to know me. 
At The Berkshire I'm not just a pin on a map. 
To everybody I'm “Bill” — a valued 
Agent with “most important” cases. 








Complete personal coverage in Life, Annuities, 
Accident & Health and Hospitalization. 








KEEP YOUR EYE ON 


BERKSHIRE 


LIFE INSURANCE COMPANY 
PITTSFIELD, MASS, e A MUTUAL COMPANY ¢ CHARTERED 1851 


W. RANKIN FUREY, C.L.U., President 
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quent messages on education, recrea- 
tion, suburban life, retirement and 
other subjects. 

It will relate the business still more 
closely with the changes taking place 
in America, Holgar J. Johnson, insti- 
tute president, said. While last year’s 
campaign dealt with the news of 
change this year’s will move into the 
second phase of the story, which is 
the consequence of change. 

It is hoped the campaign will create 
a better understanding of life insur- 
ance and bring the public, 9 million of 
whom already own protection, closer 
to life insurance in their everyday 
living, Mr. Johnson said. 

The institute and its planning com- 
mittee selected the “opportunity” 
theme as a result of the response which 
last year’s campaign drew from the 
public. Favorable comment poured in 
from business, industrial, university, 
church, editorial and _ advertising 
groups throughout the country. It won 
comment and many resultant articles 
in magazines and newspapers as a So- 
ciological contribution to the times. 

This year’s campaign points out the 
significance of principal social and 
economic changes. By showing how 
millions of Americans are using it to 
meet the needs arising from these 
changes, the messages put life insur- 
ance in the proper perspective to fam- 
ily financial planning, Mr. Johnson 
added. 


Trainers Conference at 


LIAMA Annual to Work 
Out Actual Program 


Harold W. Gardiner, director of ed- 
ucation and training of Northwestern 
Mutual, will moderate the trainers con- 
ference at the annual meeting of LI- 
AMA at Chicago, Nov. 8-12. Horace R. 
Smith, superintendent of agencies of 
Connecticut Mutual, and J. Carlton 
Smith, educational director of South- 
western Life, will be co-moderators of 
the conference, scheduled for Nov. 11- 
12. The theme will be “Organizing a 
Training Program for Sales.” 

During the sessions an actual work 
program will be built step by step. The 
moderators will pose questions to a 
panel of nine, whose answers must 
satisfy a jury of 13 before the next 
phase is permitted to start. 

Mr. Gardiner is chairman of the 
education and training committee of 
LIAMA, sponsor of the conference. 





Statler Financing Plan 


Aetna Life and Travelers combined 
to finance the new Statler Hotel in 
Hartford by extending a $5 million 
mortgage along with a building loan 
agreement executed in favor of the 
two companies. The third signer of the 
agreement was Statler Hartford Co., a 
new, wholly owned subsidiary of Hotels 
Statler Co., owners of hotels through- 
out the country. 

The agreement stipulates that the 
parent company, Hotels Statler, guar- 
antees fullv the payment of the con- 
struction mortgage which became due 
when the hotel opened its doors for 
occupancy. When the hotel was com- 
pleted, the Statler firm kept title by 
paying Aetna Life and Travelers one- 
third of the cost of the building and 
land and giving them a long term fully 
amortized mortage for the balance. 


Offers New Family Income Policy 

Northwestern Mutual has introduced 
a “65 Life Family Income Policy”. 
This policy combines into one con- 
tract a level amount of whole life in- 
surance paid-up at age 65, and a 
monthly income benefit of 1% of the 
face amount of insurance limited to a 
period of 10, 15 or 20 years from the 
issue of the policy. 


Debit Insurance 
Centennial Reviewed 
in ‘Life Insurer’ 


Tribute is paid to the man on the 
debit for his pioneer work as an edu- 
cator and organizer for thrift in build- 
ing today’s widespread public accept- 
ance of life insurance in the October 
issue of The Life Insurer, a National 
Underwriter Co. publication. Had it 
not been for this educational work, the 
institute of life insurance could not 
have attained its present great stature, 
it is pointed out. 

The issue commemorates the 100th 
anniversary of industrial insurance as 
a great social institution with a num- 
ber of features prepared especially for 
the centennial. Prudential of London 
originated industrial when it wrote its 
weekly premium sold and serviced by 
the agent in the home on Nov. 13, 1845, 

Prudential had begun as an ordinary 
company in 1848. In 1852, a deputation 
of workingmen called on the company 
to ask if it would issue small life in- 
surance policies of £20 and upwards 
with premiums payable weekly, after 
the manner of the friendly societies. 
In the same year, a committee of the 
House of Commons was set up to look 
into the affairs of insurance societies 
and its report advocated the extension 
of life insurance benefits among the 
“humbler classes”. After careful study, 
and setting up sound actuarial tables, 
the company subsequently entered the 
industrial insurance field in the Staf- 
fordshire pottery and Cheshire and 
Lancashire . weaving districts. 

The London Prudential was the 
model for John F. Dryden, who found- 
ed Prudential of America, and who 
took a trip to London to study its busi- 
ness and operating methods, which he 
successfully adapted to the needs of 
the people in this country. 

Contributing articles to the issue are 
R. W. Barnard, publicity manager of 
Prudential of London; Harold F. Boss, 
vice-president of Universal Life & Ac- 
cident; James M. Drake, president of 
Empire Life & Accident; Holgar J. 
Johnson, president of the Institute of 
Life Insurance; Carrol M. Shanks, 
president of Prudential of America; 
Eldon Stevenson, Jr., president of Na- 
tional Life & Accident and president 
of Life Insurers Conference, and Lewis 
F. Youngblood, 2nd vice-president and 
director of agencies of Western & 
Southern Life. 

Extra copies are 20 cents each and 
may be obtained either from the Chi- 
cago office of the National Underwriter 
Company, 175 West Jackson Boule- 
vard, or the Cincinnati office, 420 East 
Fourth Street, about Oct. 18. 


Scally to Mass. Mutual 


Massachusetts Mutual has appointed 
Robert L. Scally district group repre- 
sentative at the eastern regional ‘fice 
at New York City, headed by George 
E. Hopkins, group regional manager. 
Before going with Massachusetts Mu- 
tual Mr. Scally was in group work for 
more than 10 years wiih Travelers at 
New York. 








Seven Attend Republic Nat'l School 

Seven representatives of Republic 
National Life attended an intermediate 
school at the home office. Taught by 
Lyman E. King, Charles Walters, and 
Bill Wiland the course covered pro- 
gramming and emphasized new social 
security provisions. Guest speaker was 
Z. E. Avery, district manager of the 
social security administration in Dallas. 
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More Non-Medical Being Issued, Higher 
Amounts Being Bought, Equitable Notes 


Of interest to life insurers in general 
may be the analysis of Equitable So- 
ciety’s actuary’s department of the 
company’s new policies issued in 1953. 
The annual analysis was based on a 
10% sample of last year’s new business 
and covered 24,764 policies with a vol- 
ume of $132,474,846. Group and term 
conversions, divisions from earlier is- 
sues and replaced policies were elim- 
inated in the survey in order to con- 
fine it to genuinely new issues. 

The study found continuation of the 
trend toward larger average size sales 
and a further increase in the use by 
agents of the general non-medical 
privilege. 

The average size of newly-issued 
1953 policies, $4,904, compared with 
$4,810 in 1952 and $4,636 in 1951. Key 
to the rise in policy size is the fact 
that last year 40.7% of all policies 
paid for were amounts of $5,000 or 
more as against 39.1% in 1952. 

The increase for all policies as a 
group is somewhat off the pace of the 
increases of the last few years, due 
mainly to the smaller increase in reg- 
ular medical policies. A leveling off in 
the average of regular medical poli- 
cies seems to be indicated, the $7,877 
average recorded in 1952 increasing to 
only $7,925 in 1953, while substantial 
increases were reflected in salary sav- 
ings and general non-medical 1953 
business. Figures for the former were 
$42,555 in 1953, $2,269 in 1952 and 
$2,161 in 1951. For the latter, figures 
were $2,783 in 1953, $2,307 in 1952 
and $2,151 in 1951. 


e e @ 
These increases are due most likely 


to the new non-medical limit of $10,- 
000 available at one time to applicants 


' aged 15 to 35, ‘which became effective 


| 





| in October, 1952. 


The report showed that 58% of all 
paid-for policies in 1953 were issued 
non-medically as against 55% in 1952 
and 58% in 1951. Further, 33% of the 
total volume paid for last year was 
non-medical insurance, compared to 
only 27% in 1952 and 24% in 1951. 

The upward revision of the non- 
medical limit is a major cause of the 
changing distribution of new business: 
Volume of regular medical policies 
dipped from 47% in 1951 to 45% in 
1952 to 42% in 1953, while general 
non-medical, on the other hand, in- 
creased from 45% to 48% to 50%. By 
amounts, regular medical declined 
from 76%to 73% to 67%, and general 
ea, rose from 21% to 23% to 
9%. 

While only 41.6% of all paid-for 


| policies were issued for amounts less 


than $2,500, only 10.6% of the total 
volume paid-for was involved on these 
policies. Policies for exactly $1,000 ac- 
counted for 26% by policies but only 
5% by amounts of insurance of the 
paid-for issues in each of the last two 
years. Insurance on the lives of fe- 
males for a flat $1,000 continues to be 
quite popular, representing 52% of the 
— paid policies issued on female 
ves, 

New policyholders pay an average 
of 5.2 premiums a year on each policy, 
which is a slight increase in average 
premium frequency per year. Policies 
sold on a monthly basis increased 
from 30.2% in 1952 to 32.4% in 1953. 
Annual premiums were the method of 
Payment on 38.5% of last year’s new 
business, while 13.2% were paid semi- 
annually, 15.8% quarterly and .1% on 
the single premium basis. 

The average size of “assured home 


XUM 


ownership” policies increased over 
$500 each year from 1950 to 1953, go- 
ing from $5,907 to $7,535. Paid-for 
salary savings policies increased in 
average size from $2,559 in 1951 to 
$2,598 in 1952 to $2,813 in 1953. More 
policies (31.7%) were sold to males 
between ages 30 and 39 than any other 
group, while among females 29.7% of 
paid-for policies were on the under- 
10 age group and 25.5% on those be- 
tween 20 and 29. 


Over-all, one out of six new policies 
issued last year was on a child under 
10 and over half of all policies issued 
were between the ages 20 and 40. 

The average age of issue for new 
policies in 1953 was 29.6 for males and 
20.6 for females. By amounts of insur- 
ance the figures were 34.3 for males 
and 27.2 for females. These averages 
have been changing only slightly from 
one year to the next. 

Larger amounts were generally sold 
to older applicants, as usual, last year. 
For example, while 51.4% of the pol- 
icies issued in 1953 were granted to 
applicants under age 30, these policies 


represented only 32.6% of the total 
amount of insurance issued. 





Kuntz to Houston Insurer 


Duane E. Kuntz, formerly general 
manager of Country Life of Illinois, 
has joined Oil Industries Life of Hous- 
ton as executive vice-president and 
agency director. The Houston com- 
pany concentrates on the oil industry. 





Jefferson Standard Moves in Fla. 


Jefferson Standard Life has moved 
in Jacksonville, Fla., to new quarters 
at 1704 South Dale Mabry. 


MANUFACTURERS LIFE announces a 


REFERRED WHOLE LIFE 
PAR POLICY 


with a low net payment schedule 


CHECK THESE FEATURES 


Ages 0 - 80 


pw 


Minimum amount $7,500 


Available to substandard lives 


High first year dividend 


premium. 


Low rates for total disability waiver of 


The new plan PLUS Family Income 
Benefit makes an extremely low cost 


maximum protection type of “package”. 
p yp Pp g 


20 YEAR SUMMARY—$10,000 FACE AMOUNT—ILLUSTRATING LOW NET PAYMENTS 


Assuming dividends taken in cash 














7 . ’ . Average Annual Average Annual 
Mt Premium dividend 2a, fens Sa 
25 $169.10 $21.30 $142.00 $134.90 
35 231.00 32.30 190.90 181.80 
45 329.30 43.10 276.00 264.60 

















t This is not a guarantee, estimate or promise of dividends or results. It is an illustration 
based on dividends approved for distribution in 1955. 


LOWER RATES FOR NON-PAR 


Rates for our famous low cost Whole Life Non-par plan, 
have been reduced. The minimum policy is now $7,500. 


FOR MORE INFORMATION CONTACT ONE OF OUR BRANCHES IN THE FOLLOWING CITIES 


BALTIMORE ° 
HONOLULU « 


CHICAGO « 
LANSING « 


CLEVELAND « 
NEWARK 


CINCINNATI e 
LOS ANGELES « 


DETROIT « 
PHILADELPHIA « 


HARTFORD 
PITTSBURGH 


PORTLAND « SAGINAW « SAN FRANCISCO «¢ SEATTLE *« SPOKANE 


Also licensed in Dist. of Columbia, Arizona, Delaware, Idaho, Minnesota and Virginia, 


THE 


MANUFACTURERS 


INSURANCE 





LIFE COMPANY 


61-54M 
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Testifies Occidental 
Lost Money on Metal 
Workers Group 


Occidental Life of California lost 
money underwriting a negotiated wel- 
fare program of the AFL Sheet Metal 
Workers Union, Occidental Vice-pres- 
ident J. P. Dandy testified before the 
House education and labor subcom- 
mittee in Los Angeles September 23. 

Over a period of 34 years, Mr. Dan- 
dy said, premiums paid the company 
on the case were $1,562,685. Claim 
benefits were $1,487,647 and a cash 
experience rating refund was $22,537. 
This left the company a net of 3.36%, 
he said, which was not enough to cover 
the expenses including commissions, 
taxes and general overhead. 

Mr. Dandy’s detailed review of the 
record corrected an impression given 
earlier in the hearing to the effect 
the insurer had made a substantial 
profit on the case. Prior testimony had 
implied the company’s retention was 
high but had ignored the claims re- 
serve. Tracing claims incurred and not 
reported before the accounting date 

















HCME OFFICE: Los Angeles 


“WHEN YOU 
LEND MONEY...” 


“When You Lend Money... 

presentation book that tells the story of 

Occidental Creditors Group Life Insurance 
and 

New, lowered rates for this popular plan 


“When You Lend Money...” 
Creditors Group Life Insurance easier to sell. 
The new, competitively low rates make it easier 
to buy. Powerful ammunition to aim at a lucra- 
tive target. The facts about these high caliber 
sales aids are available at all Occidental offices. 


“A Star in the West... 


but since paid, Mr. Dandy showed the 
company’s net was little more than 
enough to cover taxes which run 
2.35%. 

In the metal workers’ case, Mr. Dan- 
dy said the guarantee retention figure 
was academic because so little money 
was left the company after payment 
of claims and other expenses. 

Differing with a trustee of the fund 
who suggested there should be fed- 
eral supervision of union welfare pro- 
grams, Mr. Dandy expressed his per- 
sonal viewpoint that if the hearings 
uncovered abuses needing correction, 
regulation should be by the states 
which have insurance departments that 
are qualified to do the job. 





Ohio Department Eyes 


Union Welfare Funds 


COLUMBUS, O.—The New York de- 
partment has supplied the Ohio de- 
partment, at the latter’s request, a 
copy of the report of its investigation 
of the handling of labor union welfare 
funds in New York state. It is under- 
stood the Ohio department is consider- 
ing asking the next session of the gen- 
eral assembly for legislation giving it 
control over such funds. 
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CREDIT MERCHANDISERS and lending insti- 
tutions not yet using creditors group life insur- 
ance—and there are a lot of them—provide a 
broad market for Occidental agents and brokers 
armed with this double-barrelled approach: 


,” our new visual 


makes Occidental 
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Complete Program 
Ready for AMA 
Insurance Session 


New laws and new forms of cover- 
age will be spotlighted at the American 
Management Assn. fall insurance, Nov. 
10-12 in Chicago. More than 900 cor- 
porate insurance administrators from 
all parts of the U. S. and Canada are 
expected to attend the 3-day meeting. 

The implications for insurance man- 
agement of the atomic energy act will 
be outlined at the conference luncheon 
by Stuart MacMackin, counsel of the 
atomic products division of General 
Electric. Paul A. Reck, assistant treas- 
urer of Sperry Gyroscope Co., will re- 
view the importance of tax considera- 
tions to buyers of insurance, including 
group and pension planning. 

How social security influences re- 
tirement programs will be the topic of 
John K. Dyer, Jr., vice-president and 
actuary of Towers, Perrin, Forster & 
Crosby, Inc., Philadelphia. 

Experience with major medical ex- 
pense will be discussed in a half-day 
panel session by Edmund B. Whittaker, 
vice-president of Prudential, speaking 
on recent trends in coverage; William 
H. Stubbs, manager of personnel pol- 
icy and benefits of Sears,.Roebuck & 
Co., on the operation of Sears’ all-em- 
ploye catastrophe plan; and Lee Laird, 
manager of the benefits division of the 
personnel department of Standard Oil 
of California, on a case study of his 
company’s plan for executives. Roy L. 
Jacobus, manager of the insurance de- 
partment of Ford Motor Co., will pre- 
side. 

A special display dealing with major 
medical expense, prepared by General 
Electric, will form part of the confer- 
ence exhibit. 

The trend toward mass marketing in 
personal and business life will be dis- 
cussed by Robert E. Dineen, vice-pres- 
ident of Northwestern Mutual Life. He 
will tell how price competition is ex- 
tending to social insurance the prac- 
tices long failiar to corporate insurance 
buyers in fire and casualty lines. 

Chairman of the opening session will 
be Harry Anderson, manager of the 
insurance department of American 
Broadcasting-Paramount Theatres. He 
is vice-president in charge of the in- 


surance division of AMA. 
—— ts 


McKeon Now Aetna Life 


Supervisor of Publications 


Harry J. McKeon, editor of Aetna 
Life’s “Life Aetna-izer’, has been 
promoted to supervisor of publications 
in the advertising and publicity de- 
partment. He will continue as editor 
of the monthly field magazine, and 
in addition will be in charge of de- 
— of sales promotional mate- 
rial. 

Mr. McKeon joined Aetna Life in 
1946 as an estate control plan repre- 
sentative at New Haven. 


Health Plan ‘Hot Potato’ 


The administration’s health reinsur- 
ance program “would have insured 
insurance companies rather than peo- 
ple, who now in so many cases cannot 
afford the high rates charged by pri- 
vate plans for medical services and 
hospitalization” and so “was dropped 
like a hot potato by Congress,” the 
CIO says in a report on Congress. 

“Even the congressmen who sup- 
ported the bill in committee realized 
its inadequacy so that the plan was re- 
jected by the House by overwhelming 
vote and the Senate never even de- 
bated it,” the report says. It calls the 
program “the pathetic offspring of 
reliance on private plans and unwill- 








ingness to spend money for people’s 
welfare.” 





Houston ‘Fraternal’ Dissolved 

W. A. Gholson, president of the 
Good Shepherd, Houston organization, 
has sent his company’s charter to 
Austin for dissolution at the request 
of Atty. Gen. John Ben Shepperd 
Shepperd charged that the organization 
had been selling insurance in violation 
of the state insurance code. He added 
that the charter prohibited the sale 
of insurance. Gholson, denying this, 
described his company as a “benevo- 
lent and fraternal organization” for 
auto owners, similar to auto clubs 
operating on a national scale. The com- 
pany had been operating since Janu- 
ary. 





LEADER IN 
WORLD-WIDE LIFE 
INSURANCE and 
pioneer in employer- 
employee Group 
protection plans, the 
Sun Life of Canada 
gives unequalled 
service to the holders 
of nearly two million 
policies and Group 
certificates, from 
offices situated in 
strategic key centers 
around the globe. 








SUN LIFE 


ASSURANCE COMPANY 


OF CANADA 


* Head Office: Montreal 
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O’TOOLE ASSOCIATES 
Management Consultants 


To Insurance Companies 
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P. O. Box 101 Queens Village, N. Y. 
Phone — Hollis 4-0942 
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437 Entries Exhibited at Cincinnati 





LAA Sales Promotion Award Winners Listed 


One of the stand-out features of the 
Cincinnati meeting of Life Advertisers 
Assn. was the exhibit of company 
sales promotional material. The ex- 
hibit, on display during convention 
sessions, was comprised of 437 entries, 
according to Albert N. Beardshear, 
Ohio National Life, committee chair- 
man. 

The winners listed below were se- 
lected by judges that included among 
them general agents, agents, members 
of the public and sales promotion and 
advertising executives. 

Winners of Exhibit Awards 


The following are the companies in Group 
I which won awards for their entries, the list- 
ings being under various headings: 

1. Material to Motivate Agents—Equitable 
Society, Massachusetts Mutual, Metropolitan, 
Northwestern Mutual, Penn Mutual and United 
Benefit Life. 

2. Sales Aids—Bankers of Iowa, Equitable 
Society, Equitable of Iowa, Lincoln National, 
National Life & Accident, Metropolitan, New 
York Life, Northwestern Mutual, Prudential 
and Union Central. 

3. Prestige and Good Will Builders—Connec- 
ticut Mutual, Provident Mutual, and Pruden- 
tial. 

4. Recruiting Material—Equitable 
and Northwestern Mutual. 

5. Direct Mail—Provident Mutual. 

6. Calendars—Connecticut Mutual, National 
of Vermont, Northwestern Mutual, Travelers, 
Mutual Benefit Life and Mutual of Canada. 

7. Greeting Cards—Connecticut Mutual, 
Travelers, and Union Central. 

8. Annual Reports—London Life, Massachu- 
setts Mutual, Metropolitan, Mutual of Canada, 
and Sun Life of Canada. 

9. Policyholder Material—Mutual 
York, and Union Central. 

10. Brokerage Material—Bankers Life, Pru- 
dential, and Union Central. 

11. Company Field Magazines—Crown Life, 
Aetna, John Hancock, Mutual of New York, 
Phoenix Mutual, Fidelity Mutual, Manufac- 
turers Life, Occidental Life, Provident Mutual, 
and Prudential. 

12. Employe Relations—Home Life of New 
York, Massachusetts Mutual, and Metropoli- 
tan. 

13. National Magazine Advertising—Travel- 
ers, Northwestern Mutual, New York Life, 
New England Mutual, John Hancock, Manu- 
facturers Life, Massachusetts Mutual, Mutual 
of New York, Prudential, Mutual Benefit Life, 
and Phoenix Mutual. 

14. Newspaper Advertising—Equitable So- 
ciety, Lincoln National, and Manufacturers 
Life. 

15. Insurance Journal Advertising—Jefferson 
Standard, New England Mutual, State Mutual 
Life, and Union Central. 

16. Public Relations—Lincoln National, Mu- 
tual of New York, Occidental Life, and State 
Mutual. 

17. Group Coverage—Great-West Life, Bank- 
ers of Iowa, London Life, Metropolitan, New 
York Life, and Occidental Life. 

18. Personal Accident & Health—State Mu- 
tual. 


Society 


of New 


Group II Winners 


The following companies in Group II re- 
ceived exhibit awards: 

1. Material to Motivate Agents—Atlantic 
Life, Central Standard, and Excelsior Life. 

2. Sales Aids—Bankers National, General 
American, Security Mutual Life, and Union 
Mutual. 

3. Prestige and Good Will Builders—South- 
land Life, and Imperial Life. 

4. Recruiting Material—State Farm Life. 

5. Direct Mail—Lutheran Mutual Life, and 
North American L. & C. 
= Calendars—North American Life of Can- 
ada. 

7. Greeting Cards—Paul Revere Life, and 


‘State Farm Life. 








Provident Life, N. D., Names 


Wendt Underwriting Officer 


Provident Life of North Dakota has 
appointed Donald C. Wendt under- 
writing officer to succeed the late 
George B. Baird. 

An army veteran, Mr. Wendt joined 


Provident in 1944 in the underwrit- 


ing department. He was advanced to 
and claim supervisor ‘of 
the A&H department in 1950. 


8. Annual Reports—Business Men’s Assur- 
ance, Life of Virginia, and Southland Life. 

10. Brokerage Material—Paul Revere Life. 

11. Company Field Magazines—Atlantic Life, 
Excelsior Life, Great Southern Life, Life of 
Georgia, North American Life of Canada, Pilot 
Life, Southland Life, and State Farm Life. 

12. Employe Relations—General American, 
and Great Southern Life. 


13. National Magazine Advertising—Busi- 
ness Men’s Assurance, and Security Mutual 
Life. 


14, Newspaper Advertising—Great Southern 


Life, Gulf Life, Liberty Life of South Caro- 
lina, and Southland Life. 

15. Insurance Journal Advertising—Security 
Mutual Life, and Southland Life. 

16. Public Relations—General American 
Life, Life of Virginia, and Paul Revere Life. 

17. Group Coverage—Southland Life, and 
United States Life. 

18. Personal Accident & Health—United 
States Life. 

Group III Winners 

The following companies in Group III re- 
ceived exhibit awards: 

1. Material to Motivate Agents—Home Se- 
curity Life, Inter-Ocean, Union Casualty, and 
Woodmen Central Life. 

2. Sales Aids—Guaranty Union Life, 
Shenandoah Life. 

4. Recruiting Material—American Mutual 


and 


Life, and Home Security. 

5. Direct Mail—Guaranty Savings Life, and 
Lamar Life. 

6. Calendars—Cuna Mutual, and Home Ben- 
eficial Life. 

8. Annual Reports—Cuna Mutual, 
Life, and Mutual Service Life. 

9. Brokerage Material—Union Casualty & 
Life. 

10. Company Field Magazines—Home Bene- 
ficial Life, and Home State Life. 

11. Employe Relations—Great American Re- 
serve. 

12. Newspaper Advertising—Woodmen Cen- 
tral Life. 

13. Insurance 
Casualty & Life. 

14. Public Relations—Home State Life, ana 
Mutual Service Life. 


Fidelity 


Journal Advertising—Union 








Love and protection 
go hand in hand! 


° 


This Great-West Life poster appearing in 60 cities and towns in the United States and 


Canada during 1954 is a reminder of the first responsibility of life insurance— 


to provide security and protection for that most important of institutions—the family. 


Designed for the support of Great-West Life representatives, the message “Love and protection 


go hand in hand” will be seen and understood by millions of people. 


Thus, the sales efforts of Great-West Life representatives throughout the United States and 


Canada are assisted and stimulated by outdoor advertising. 
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Love and protection 
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Colonial Life’s Annual 


Convention to be Oct. 13-15 


On the program for the Oct. 13-15 
annual convention of Colonial Life at 
New York City will be Alfred J. Boh- 
linger, New York superintendent of 
insurance; Charles J. Zimmerman, 
managing director of LIAMA; Loren 
E. Powell, managing director of Life 
Underwriter Training Council, and 
James G. Bruce, vice-president and 
secretary of Colonial, who will talk 
on “Is There an Ideal Life Insurance 
Salesman?” 


Holgar J. Johnson, president of In- 
stitute of Life Insurance, will address 
the delegates at the closing luncheon 
in honor of the company’s 1954 na- 
tional quality award winners. His sub- 
ject will be “In Change There is Op- 
portunity.” This is the theme of the 
institute’s current advertising cam- 
paign. 

A panel of agents’ wives will discuss 
“How I Helped My Husband Become a 
Successful Life Underwriter.” There 
also will be a luncheon for members 
of the company’s honor clubs, a boat 
trip around Manhattan island, and a 
dinner. 





$8996 


Face value of the average of all poli- 
cies placed in force by UNITED LIFE in 
1953 was $8996—in 1952, $8618... 
earning fourth position in this respect 
for UNITED LIFE among the nation's 


more than 500 life insurance companies. 


The scope and added benefits of 
every UNITED LIFE policy provide un- 


derwriter and policyholder alike with an 


unusual opportunity. 





For particulars write to WM. D. HALLER, 





Vice President and Agency Manage 
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UNITED; 


LIFE AND ACCIDENT 
INSURANCE COMPANY 


Concord, New Hampshire 








postpa id. 



























SOCIAL SECURITY SALES AIDS 

DON’T LOSE YOUR SOCIAL SECURITY BENEFITS. This is 

a new booklet for the prospect, The first section deals briefly 

with the present Social Security program and what it covers. 

The second part spotlights the necessity of safeguarding SS bene- 

fits through life insurance. 

SOCIAL SECURITY AT A GLANCE. A new, abbreviated guide 

to all benefits. Easy to use and saves time in the interview. 
Send for special packet which includes 6 copies of the booklet 

for prospects and 2 of the abbreviated guides. Only $1.25 
















and 
which Peter M. Fraser, president of 
Connecticut Mutual Life, is chairman, 
is spearing the appeal of National 
Fund for Medical Education for $10 
million from businesses to keep the 
nation’s medical schools in business. 


A&H Has $29 Billion 
Field for Expansion, 
P. H. McIntyre Says 


A & H Underwriters Assn. of Los 
Angeles, at its September meeting was 
addressed by P. H. McIntyre, western 
manager of Continental Casualty, on 
“Your Friend—Professional Associa- 
tion Group Insurance.” 

He reviewed the history of A & H 
insurance from the days of ancient 
Babylon to date and pointed out the 
tremendous gain it has made since 
1900 when there were some 457,000 
policy holders and about 40 companies 
engaged in the business. As late as 
1935 the entire A & H industry was 
writing only $161 million in annual 
premiums. By 1950 that figure had in- 
creased to $2 billion and claims pay- 
ments totaled just short of $1 billion. 

Pointing out that $15 billion is lost 
annually through accident or illness 
and another $15 billion is used to pay 
hospital and medical expenses, he said 
it appears that the entire industry has 
done only one-thirtieth of the business 
necessary. 

Professional group insurance began 
in 1923 when the Continental Casualty 
wrote a group plan for Cleveland 
teachers, Mr. McIntyre said. Around 
the same time the Nashville Academy 
of Medicine requested its local repre- 
sentatives to get some kind of group 
insurance to protect their members and 
avoid the ‘“‘passing the hat” method. 

“We feel that the association group 
business has not pushed the individual 
producer out of the field, but is mere- 
ly pushing him into the hundreds of 
occupations and professions that he 
has been neglecting, because we still 
have $29 billion annually which is not 
covered by A & H insurance,” Mr. Mc- 
Intyre said. “Association group insur- 
ance has many advantages not offered 
by individual policies. It also has its 
limitations. We feel that the individu- 
al producer has done us a tremendous 
favor in pioneering the field, but we 
feel there are so many people without 
A & H insurance that it is useless to 
tight over individual cases. Instead of 
fighting each other we should pull to- 
gether.” 





Fla., N. C. Companies Merging 

Bankers Loan Ins. Co. of Tallahas- 
see is merging with Security Life & 
Trust Co. of Winston-Salem, N. C. The 
merger will not be complete until ap- 
proved by stockholders of Security 
Life. They meet Oct. 12. It has been 
approved by insurance commissioners 
of North Carolina and Florida. The 
deal will involve a stock exchange 
rather than a financial transaction. The 
Florida company was formed in 1953 
by former Governor Caldwell and 11 
Florida businessmen. 





Has New Institutional Film 

Mutual of Omaha and United Ben- 
efit Life have prepared an institutional 
film, entitled ““Two Cheers for Charlie”, 
which the two companies are making 
available to service clubs, PTA groups 
and civic organizations. 

“Two Cheers for Charlie” typifies 
a Mutual of Omaha-United Benefit 
representative. It is a fast-moving, 
emotional film with pathos and humor, 
which should have great audience ap- 
peal. The film may be obtained by 
writing Movies, U. S. A., 727 Seventh 


avenue, New York 19, N. Y. 
Fund Drive tor Med Schools 





Committee of American Industry 
its life insurance division, of 


‘Selling Isn't Enough’, 
Security Mutual Agents 
Told at White Sulphur 


Approximately 250 agents attended 
a meeting of Security Mutual of Bing. 
hamton at White Sulphur Springs, W. 
Va., geared to the theme, “Selling Isn't 
Enough.” Speakers included Frederick 
D. Russell, president; Norman T. Car. 
son, agency vice-president; H. Albert 
Manwaring, counsel; William H. Har. 
rison, underwriting executive; Eugene 
J. Vanderbilt, A&H executive; William 
Gennert, agency secretary; Albert 
Schock, pension trust manager; T. 
Robert Wilcox, group executive; Robert 
E. Richard, superintendent of agencies, 
and Leonard J. Watson, sales promo- 
tion manager. 

Mr. Carson elaborated on the theme 
by saying, “Innovations have a way of 
creating new products, new sales situa- 
tions. We must be constantly aware of 
our prospects, changing needs. This 
can be accomplished only by keeping 
abreast of the times, being constantly 
aware of the forces from outside our 
business that affect our sales.” 

The field for increased life insurance 
sales is ripe, Mr. Russell said in his 
closing address. 

The company’s million dollar agency 
club elected Harold D. Farber, Buffalo, 
president; Burton J. Bookstaver, New 
York, vice-president; Norbert J. Christ- 
man, Green Bay, Wis., secretary, and 
Irwin M. Flaster, Newark, treasurer 
All are general agents. 

Others who participated in the meet- 
ing were Carl Payne, Norwich, N.Y.; 
Stanley Cronig, Boston; Martin Becker, 
New York City; James H. Pollard, 
Baltimore; John D. Babb, Pittsburgh; 
Charles 3lackman, Providence, and 
Milton R. Polland, Milwaukee. 

A company-wide production contest 
is currently being held in Mr. Carson’s 
honor. The contest, under the direction 
of the million dollar agency club, be- 
gan Sept. 20 and runs through Oct. 28. 
This is Mr. Carson’s 25th year in the 
business and his 15th with Security 
Mutual. 


Cal. U. Gives CLU Classes 


University of California is offering, 
under its extension division, classes 
in preparation for CLU examinations 
to be given in June. The classes are 
being held in Oakland and San Fran- 
cisco and are being offered in coopera- 
tion with the San Francisco and Oak- 
land-East Bay CLU chapters. 

The course in life fundamentals, with 
Martin Cherry of New York Life at 
Oakland began Oct. 6; law, trusts 
and taxes classes, with Joseph P. 
Bort, of Equitable Society at Oakland, 
began Oct. 4; and in San Francisco a 
course in finances, taught by Willard 
J. Saunders, associate professor of 
business at San Jose state college, be- 
gan Oct. 5. 


Hancock 25’ers Elect 


President Paul F. Clark was _ host 
and principal speaker at a banquet at 
Boston attended by the more than 600 
members of John Hancock’s Quarter 
Century Club, comprised of home of- 
fice personnel with 25 or more years 
of sevice. Kenneth F. MaclIver was 
elected club president; James A. Peirce 
vice-president and Eleanor M. Purcell 
secretary. 

Mr. Clark presented a silver bowl to 
each of the 55 employes who qualified 
for membership in the club this year. 





Revere Honors to Albuquerque 
Albuquerque has won Paul Revere'’s 
three month summer group sales cam- 
paign with New York City second and 
Los Angeles third. Harold E. Jones and 
Frank L. Harrington, Jr. superv' 
group sales in the winning city. 
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Recruit Sources 
Reviewed at Mich. 
Management Meet 


Teachers, coaches, politicians, cham- 
ber of commerce secretaries, men with 
parents to support, widows of policy- 
holders, law graduates who didn’t pass 
the bar, athletes, and older men are 
prime sources of recruits often over- 
looked, Frank P. Crum, manager of 
New York Life at Detroit, told the 75 
registrants at the annual Michigan Life 
Agency Management Assn. conference 
in East Lansing. 

Cc. B. Metzger, vice-president of 
Equitable Society, addressed the open- 
ing session. Ben F. Hadley, vice- 
president of Columbia Mutual, repeat- 
ing his talk before the General Agents 
& Managers Conference in Boston at 
the NALU convention, declared the 
biggest single cause of new-man fail- 
ure is the failure of management to tell 
an agent exactly what he wants him to 
do and to supply him with the tools 
for doing it. 

An open forum session was moder- 
ated by William M. Milligan, manager, 
Manufacturers Life, Detroit. R. W. Os- 
ler, vice-president, Rough Notes Co., 
declared that mass selling far from be- 
ing a defense against social insurance, 
fosters it. “The only real advantage the 
private insurance system has over gov- 
ernment coverage is the services of the 
agent. Drive the agent out of the busi- 
ness—at least out of the business of in- 
suring the masses as contrasted to the 
classes—and pretty soon people will 
say, ‘The government can do it cheap- 
er’ — as, indeed, government always 
can by hiding costs with subsidies. 
Anything that weakens the agency sys- 
tem fosters the growth of social insur- 
ance.” 

Raymond Patterson, general agent, 
Penn Mutual, Indianapolis, declared 
that it takes more than money alone to 
keep a man in the life insurance busi- 
ness. “Financing or lack of financing 
is not the sole reason any man stays in 
or fails out of his business,” he de- 
clared. “He has to see the thrill in it, 
and we aS managers have to see that 
the thrill lasts, if he sticks and ma- 
tures in the business.” 





Koster Analyzes Tax Laws 


The 1954 tax laws give new tools to 
life insurance salesmen, according to 
Henry S. Koster, of Koster & Co., 
financial analysts. Every agent should 
go through his files and review each 
policyholder’s position to see whether 
changes or additional coverage could 
be wise in the light of the 1954 tax 
revisions. 

In a speech sponsored by the Allen- 
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Pratt agency of John Hancock, New 
York City, Mr. Koster analyzed the 
new opportunities in trust and estate 
planning. He emphasized that insur- 
ance, not taxation, is the agent’s job, 
but said that an understanding of tax- 
ation is a requisite for successful es- 
tate planning and life sales. 

One such opportunity, Mr. Koster 
pointed out, is made possible by new 
gift tax provisions. For technical rea- 
sons, under the old law it was difficult 
to get the generally-allowed gift tax 
provisions when a gift was made to a 
minor child. Now, however, you can 
get the gift tax exclusion for life in- 
surance put in trust for a child or 
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MUTUAL BENEFIT LIFE 
TODAY demonstrates its lib- 


eral treatment to policyholders in 
many ways. 


a 
zi 


# In most cases Mutual Benefit 
Life policies provide Cash Values 
during the first year! 

e All Mutual Benefit Life policies 
give you the guaranteed privilege 
of changing from one type of insur- 
ance to another—enabling you to 
keep pace with changes in your 
own career. 
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* And under the principles of 
Non-Forfeiture, Mutual Benefit Life 
gives you four generous choices in 
the event you are unable to con- 
tinue premium payments: (1) Lib- 
eral borrowing provisions without 
affecting face value of policy, (2) 
Extended Insurance, keeping the 
full amount of your insurance in 
effect for a definite period of time, 
(3) Paid-Up Insurance — perma- 
nent protection for a smaller 
amount, or (4) Guaranteed cash 
surrender value. 
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JIM RICHARDSON, Pittsburgh, has 
been a volume producer with Mu- 
tual Benefit Life since he started 
here. And each year, Jim tops his 
previous year’s sales mark. Reason: 
Hedoesn’tbelieve in guessing about 
anything—he’s constantly making 
use of Mutual Benefit Life’s up-to- 
the-minute training. 





otherwise set aside if you give it in a 
way which insures that the amount 
given and the income will (1) be 
spent on the child while he is under 
21, or (2) be payable to him when he 
reaches 21, or (3) be payable to his 
estate if he dies before 21. 





Stern Speaks to Supervisors 

Milton H. Stern, a tax specialist in 
the Newark law firm of Hannock 
Myers, Weinstein & Stern, spoke at the 
Oct. 5 meeting of Life Supervisors’ 
Assn. of New York City, on aspects of 
the new tax law as they apply to the 
agent. 
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Since the time of the Civil War 


Pacific Mutual Life Names 


Three Ass’t. Secretaries 


Pacific Mutual Life has appointed 
three new assistant secretaries—E. Eu- 
gene Brown, who has been with the 
company 30 years, primarily in pre- 
mium billing and accounting and re- 
cently as manager of the renewal de- 
partment; George B. Malone, another 
30 year veteran, in the treasury de- 
partment, now assistant treasurer, 
which office he continues to hold, 
and Richard R. Krenz who began in 
the mortgage loan department in 1950, 
a year ago being named mortgage loan 
staff assistant. 


SARE 







Mutual Benefit Life has given Servicemen 


Liberal Treatment 


Before the Civil War all life insurance policies provided that, 

if the insured were to “enter into any military or naval service 
whatsoever, the policy would be void, null and of no effect.” 
Yet within six days after war began, Mutual Benefit Life offered 
policyholders entering the service three liberal new options: 
policies could be continued by paying a higher premium; 
policies could be renewed after the war upon evidence of good 
health; policies becoming claims during the war would be settled 
for the cash value. And less than a year later, Mutual Benefit Life 
made protection still more liberal by making life insurance 
available to new policyholders entering the service. 


Thus Mutual Benefit Life established its reputation for liberal 


treatment of men serving their 
country—a reputation that has 
grown greater with the passing 


of the years. Through World 
War I and II, and the fighting 
in Korea, Mutual Benefit Life 
has paid war claims totaling 
more than $6,300,000. 
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N. Y. Life Opens at 
Dallas First of Series 
of Divisional Offices 


New York Life has opened at Dallas 
the first of a series of coordinated 
service divisional offices, the result, 
according to Vice-president Paul A. 
Norton, of a need for big business to 
decentralize. 

In charge of the new unit, to be 
known as the southwestern region di- 
visional office, are Vernon V. Van- 
Leuven, field vice-president of the 
southwestern division, Donald M. 
Meads and Aylett J. Buckner, assist- 
ant vice-presidents in charge of in- 
vestments and real estate and mort- 
gage loans respectively, Forrest Huff- 
man, group manager of the south- 
central region and David A. Coving- 
ton, manager of the Dallas branch 
office. 

Mr. Norton was host at an open 
house marking the opening of the 
new office, which has all facilities 
for policyholders except policy issue. 


The territory will comprise six states 
in the southwest area. The cashier has 
authority to write a check to a benefi- 
ciary up to $20,000 upon presentation 
of the policy and proof of claim. 

The new office will house consoli- 
dated facilities for individual life and 
A&H sales throughout the southwest 
as well as the company’s regional of- 
fices for its group insurance, real es- 
tate, and mortgage loan and invest- 
ment business. 

e e e 

The investment department, headed 
by Mr. Meads, is another innovation 
in the decentralization plan, since pre- 
viously investments were handled out 
of St. Louis and New York. 

New York Life reentered Texas in 
1948 after an absence of some 41 years 
and now has eight branch offices in 
the state and four sales offices. 





Names Skeels in Los Angeles 


L. B. Skeels has been appointed as- 
sistant manager for Continental Assur- 
ance at Los Angeles. He has been in 
insurance for 4% years, with Penn 
Mutual Life as a producer, with Guar- 
anty Union Life as manager and West 
Coast Life as a district manager. 
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PLACE THE CASE 
WITH US 
AND UP SALES 


LIFE? Of course! 


A. & H.? Absolutely! 
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We have it! 


For any or all lines, look to US first and chances are 
you'll place the case and UP SALES. 


One of the FIRST to offer a complete portfolio in 
ALL lines, U. S. Life’s experience taught us how best 
to serve you through liberal underwriting, competi- 
tive rates and top commissions. 


NOW... 


Call your U. S. Life agency or write home office 


and UP SALES with US. 
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American National 
Promotes Five 
at Home Office 


American National has named four 
vice-presidents and an assistant vice- 
president. The vice-presidents, all of 
whom will have dual titles, are K. I. 
Fosdick, treasurer; Leonard Mosele, 
secretary; V. W. Pfeiffer, actuary, and 
W. O. Watson, assistant treasurer; 
Joe. O. Hood, the new assistant vice- 
president, also will continue as assist- 
ant treasurer. 

Mr. Fosdick has been treasurer for 
nearly 25 years. Before that he was 
with Northern Trust Co. of Chicago 
as vice-president in charge of the bond 
department, and also a partner in a 
New York Stock Exchange firm, 
heading the Chicago office. 

Mr. Mosele, after serving as audi- 
tor for W. L. Moody & Co., joined 
American National in 1932 as auditor. 
He was advanced to assistant secre- 
tary in 1938 and to secretary and 
comptroller the following year. 

Starting with the American Na- 
tional mortgage loan department in 
1929, Mr. Watson later was promoted 
to assistant treasurer in charge of 
mortgage loan investments. 

Mr. Pfeiffer joined the company in 
1939, became assistant actuary in 1943, 
associate actuary in 1945 and actuary 
in 1949. With the company since 1928, 
Mr. Hood was named manager of the 
real estate department when it was 
organized in 1938. 





Record Attendance 
at Leaders Rally of 
West Coast Life 


With the largest number of pro- 
ducers ever qualifying for a conven- 
tion, West Coast Life’s Leaders Club 
met at Lake Tahoe, Cal., to hear a 
program built around the theme 
“Agency Building and the Career 
Underwriter.” Several entertainment 
features were highlights of the con- 
vention attended also by many of the 
wives of qualifiers. 

Harry J. Stewart, president, out- 
lined four essentials the company looks 
for in seeking new manpower. He 
listed these as strong following or 
market, deep conviction about life in- 
surance, the will “to call on people 
who don’t want to be called on and 
talk about problems they don’t want 
to talk about,” and an aptitude for 
creative selling. 

New club president, Harold McKel- 
vey, Spokane, was _ introduced by 
William Hardy, agency vice-president. 

e e e 

A new persistency rating chart, 
based on company and_ individual 
agent’s experience, was presented by 
A. C. Olshen, vice-president and ac- 
tuary. He also outlined plans for a 
new rate book. William Lane, under- 
writing manager, discussed proposed 
new application forms, new substand- 
ard term premiums, revised rules for 
writing certain classifications of those 
in the armed forces without a war 
clause, and reduced extras for aviation 
risks. Robert Reed, agency field assist- 
ant, presented a new preferred salary 
savings plan providing reduced 
monthly premiums for those employes 
and groups meeting minimum require- 
ments. 

Much of the business sessions was 
given over to workshops, with organ- 
ized panels. presenting specifics 
in selling techniques, prospecting, 
sales promotion, servicing and pres- 





tige building. Club officers partici- 
pating included: Robert Woo of San 
Francisco, 1st vice-president; James 
Lee of Portland, 2nd _ vice-president, 
and S. Thomas Liu of Oakland, 4th 
vice-president. 

Others on the program were Francis 
V. Keesling, Jr., lst vice-president and 
general counsel, and Robert Cecil, 
superintendent of agencies. 





e St. Louis Life Insurance & Trust 
Council heard a discussion of the new 
revenue code by Peter H. Husch, a 
St. Louis attorney. 


TRAINED 


Michael J. Diglio, named Pacific 
Mutual’s “most outstanding new- 
comer of 1953” when he won Big 
Tree Top-Star honors in his first 
11 months in the field, says — 


“Training is the key word in my 
story: training that began on the 
day of my induction, has kept pace 
with my field effort, and gives me 
not just selling know-how alone, 
but faith, conviction and enthusi- 
asm as well. 


‘Most important, | know that no 
matter how high | may climb pro- 
duction-wise, there will always be 
more Pacific Mutual training avail- 
able to help me mount still higher.”’ 
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AT CHICAGO 


Actuaries Discuss 
Regulation, Equity 
Annuities, Education 


That insurers are ideally suited to 
move into the variable investment field 
in a prominent way, the probability 
of welfare fund regulations being 
adopted in all states, and a dire 
need for better educational standards 
for actuaries, were conclusions ar- 
rived at during the annual meeting in 
Chicago this week of Conference of 
Actuaries in Public Practice. 

Earl Nicholson, Joseph Frogatt & 
Co., consulting actuaries and account- 
ants, New York, said if insurers per- 
ceive a growing and substantial demand 
for equity annuities based on sound 
actuarial principles, they should offer 
vigorous leadership in this field ra- 
ther than belatedly follow trends es- 
tablished by others. Wherever there 
is a demand for service or a product, 
he said, eventually it will be satisfied 
through one source or another. Too 
much caution in entering this field 
could give competitors an insurmount- 
able lead. 

He added that since a bill was in- 
troduced in the New York legislature 
to permit incorporation of Variable 
Annuity Corp. of America under the 


New Officers 
President, Harley N. Bruce; vice- 
president, Donald F. Campbell, Jr.; 
secretary, Harry S. Tressel; treasurer, 
Edward D. Brown, Jr. All are from 
Chicago. 


insurance laws, many life insurance 
people, appraising the situation, feel 
there is a real market for a package 
combining a variable annuity. 

“If this is so,” he said, “the life com- 
panies could give such combined ben- 
efits most economically, as the ex- 
pense of acquisition and other admin- 
istrative costs would not be dupli- 
cated...If life insurance companies 
were issuing variable annuities in con- 
junction with guaranteed annuities of 
fixed dollar values, they would be in 
a better position to check on improper 
sales and correct other abuses, such 
as misrepresentation.” 

This could be done, according to Mr. 
Nicholson, by organizing a subsidiary 
company, or by obtaining legislation 
to enable insurers to set up a type of 
business with segregated equity assets 
which would not be subject to the 
limitations as to the amount of com- 
mon stock a company can own. “If 
there is a demand for investment that 
will ray back the same kind of dol- 
lars in purchasing power that the 
purchaser paid in, someone is going 
to furnish it, and who is better. quali- 
fied to be that party than the life 
insurance companies with their wealth 
of experience and tried techniques?” 
he queried. 

Mr. Nicholson said the New York bill 
he mentioned earlier, which was passed 
by the house and senate but vetoed by 
Gov. Dewey, will be reintroduced in 
the next legislature with certain 
changes and it is reported that it will 
not be opposed. 

Byron Cosby, assistant professor of 
actuarial science, University of Iowa, 
stated there is a need of firmly estab- 
lishing and continually developing for- 
mal professional education of actu- 
aries In the past, he said, the profes- 
Sion “has had no well defined stand- 

ards of formal education and it does 


LIFE INSURANCE EDITION 
a eee ——————————————————E—Eeeeeee 


not seem to have such standards to- 
day.” He added that the actuarial pro- 
fession still depends on the apprentice 
system to a greater extent than most 
other professions. The technical skills 
needed by the actuary are too com- 
plex to be left to such a system, or to 
the self-education system. 

Charles W. Anrod, professor of la- 
bor economics, Institute of Social & 
Industrial Relations, Loyola Univer- 
sity, Chicago, declared the investment 
of self-insured private pension funds 
should be subject to reasonable regu- 
lation and periodic inspections. Safety 


First so-called “giant brain” on the 
market—first in large-scale production 
—first electronic computing system to 
satisfy the diverse needs of business 
management-—it’s the Remington Rand 
Univac, acknowledged leader of the 
electronic computing field. 

Univac is the only system with ex- 
clusive self-checking features which 
ensure complete reliability and accu- 


of principal must of necessity be the 
primary criterion for investing the 
funds’ contributed. ‘Consideration 
should be given to the enactment of 
state or federal laws for the purpose 
of reasonably regulating the actuarial 
operation and investment of self-in- 
sured private pension funds,” he con- 
tended. 

R. A. Richardson, Chicago, dis- 
cussed disability benefits, saying this 
feature is troublesome and can require 
as much preparation and computation 
as all the other features of a program 
combined. Each consultant has had 








racy, handling alphabetic and numeric 
data with equal ease. 

Now that the amazing speed of elec- 
tronic computing has been made prac- 
tical for commercial use, Univac is 
being put to such down-to-earth, every- 
day tasks as turning out payrolls and 
controlling inventories. For these, and 
its many other uses, Univac is the logi- 


cal choice of such users as General . 


9 


to develop his own method of dealing 
with the problem because an open 
exchange of information on techniques 
and practices of handling the disabil- 
ity risk in retirement plans is lacking, 
he declared. 

Factors influencing disability were 
given by Mr. Richardson as: The fed- 
eral social security program, saying 
“whether we agree with them or not, 
the proponents of total and permanent 
disability are making slow but sure 
progress in having disability recog- 
nized as a threat to economic society”; 

(CONTINUED ON PAGE 16) 


Electric, Franklin Life, Metropolitan 
Life, the National Tube Division of 
U. S. Steel, and many governmental 
agencies. 

And your company too—large or 
small—may well profit from Univac—if 
not through purchase, then through 
lease of equipment or us¢ of our serv- 
ices. For furthet informatiéu’ write’ to 
Room NY-22 Remington Rand Inc. .. 


ELECTRONIC COMPUTER DEPARTMENT, M@@ussiseqfose. Mherssel, 315 FOURTH AVENUE, NEW YORK 10, N.Y. 
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Co Robert B. Taylor, Oregon insurance 
A & H Sa les ngress commissioner, returned early from a 
in Pacific Northwest meeting of Canadian commissioners to 


Draws Top Attendance 

The largest attendance—308—of any 
A & H sales meeting in the Pacific 
Northwest was enjoyed by the North- 
western International A & H_ sales 
congress in Portland last week under 
sponsorship of the A & H underwrit- 
ers associations of Portland, Seattle 
and Vancouver, with the Portland 
group as host. 

J. L. Gilbertson of H. K. Coffey & 
& Associates was general chairman of 
the activities of a busy day, which be- 
gan with registrations at 8:30 and in- 
cluded morning, luncheon and after- 
noon sessions, followed by a dinner, 
dance and floor show in the evening. 

E. J. Coffey of the Coffey agency 
and president of the Portland associa- 
tion, opened the meeting and paid spe- 
cial tribute to Dwight Mead, Pacific 
Mutual Life, Seattle, founder of the 
Seattle association and past-president 
(1935-36) of the International associa- 
tion, and W. J. Bryant, North Ameri- 
can Accident, Portland, founder of the 
Portland association. 


deliver the address of welcome. He 
urged a high selection of agency force 
personnel. He mentioned activity in 
Canada of “crown corporations,” es- 
pecially in hospital service programs, 
and said that the industry in the U.S. 
should be alert to forestall any en- 
croachment by states or the federal 
government upon _ private-enterprise 
insurance. He said that the conduct of 
agents and contacts with the public 
can lessen such developments. 

The potential growth of the North- 
west, particularly in resources, was 
reviewed by Edwin A. Phillips, vice- 
president and superintendent of agen- 
cies, Standard Insurance, Portland. He 
suggested a re-examination of all 
phases of business activity to uncover 
sources of business which might have 
been overlooked. He cited the popula- 
tion increase in relation to basic wants 
—food, shelter, clothing—as a favor- 
able market influence. 

Highlight of the meeting was a pan- 
el discussion on developing business 
moderated by E. F. Peithman, vice- 
president, Olympic National, Seattle. 








VMoung “Man 





on a Bicycle 


Fifteen years ago, a guest, checking into a Topeka, Kansas, hotel, 
‘was impressed by the pleasant, alert manner of the bell boy who 
showed him to his room. “Son,” he said, “you ought to sell life 
insurance for a living.” 


The two never saw each other again, but the guest's advice stuck 
in the boy’s mind. When he was discharged from the Army Air 
Force after World War II, he turned to life insurance as a source 





of part-time income. 


While he was still a student in the university, he applied to the 
Kansas City Life general agent in his town for a job. The 20 Pay 
30-year Endowment Policy was explained to him—and in the first 
seven days, he wrote seven applications for that policy. 


The boy rode the street car to make his first calls, but he soon 


found that he couldn’t get around fast enough. Because he needed 
the money he earned for his school expenses, he couldn’t afford 


The President's Club of 
Kansas City Life Insur- 
ance Company is com- 
posed of life under- 
writers whose yearly 
record is outstanding. 
With these stories of 
its officers we pay 
tribute to the entire 
organization for the 
fine effort it has made 
to make tife insurance 
the splendid vocation 
that it is. 


an automobile—so he solved his transportation problems with a 
bicycle. Within a few months the life insurance man who made 
calls on a bicycle was a familiar figure in the city. 


During his fast two years in college, the young man on the 
bicycle qualified for Kansas City Life’s President’s Club, and then, 
after another year-and-a-half stint with the Air Forces, he returned 
to work and led the Company in the number of sales. 


Today, at the age of 30, the young man on the bicycle is one of 
the youngest members of the Million Dollar Round Table and the 
outstanding life insurance man in his home city. 


Today Kansas City Life Insurance Com- 
pany offers the ambitious man more, 


opportunity than ever. Today 


the Com- 


pany has more than one billion dollars 
of life insurance in force—an achieve- 
ment made possible by the members 
of the President’s Club, to all of 
whom we pay tribute here. 


KANSAS CITY LIFEINSURANCE CO, 


SGreadway at Armour, Kansas 


City, Missouré 


John Nute, Swett & Crawford, Seattle, 
gave evidence that the market for 
business A & H is just as good a mar- 
ket as business life insurance. Paul 
Hendricks, Aetna Life group depart- 
ment; Portland, explained why group 
is big business, defined various plans, 
and urged agents to give attention to 
group accounts. I. E. Morrison, claim 
department manager, Olympic Nation- 
al, Seattle, suggested use in all avail- 
able tools and prospecting techniques 
in developing business among individ- 
uals. Craig Stewart, Paul Revere and 
Mass. Protective, Seattle, said that per- 
sonal recommendations are valuable 
in approaching professional men, and 
that consideration always must be giv- 
en to the fact that they are very busy 
people. 

L. A. McKinnon, president, Interna- 
tional Association of A & H Under- 
writers, discussed “Our Place in the 
Sun.” He was introduced by M. W. 
Bronson, Occidental Life, president of 
the Seattle association. 

Frank W. Bland, Pacific Coast man- 
ager, the National Underwriter Co., 
San Francisco, drew upon his 38 years 
in the insurance business to present 
his ideas and suggestions as to the in- 
fluence of the A & H salesman in his 
community. He was introduced by 
Lloyd Bunch, superintendent of agen- 
cies, Insurance Company of Oregon. 
Portland. 

H. J. Seed, president, British-Pa- 
cific, Vancouver, and president of the 
Vancouver association, introduced Wil- 
liam G. Coursey, executive director. 
International association, Chicago, who 
explained the value of membership in 
the association. 

Chester C. Elson, general agent, Mu- 
tual of Omaha, Waterloo, Iowa, cli- 
maxed the meeting with an inspira- 
tional dramatization of human interest 
factors as they apply to A & H selling. 





Farm Bureau Appeals 


‘Name’ Ruling in S. C. 


Farm Bureau has notified. the North 
Carolina insurance department it is ap- 
pealing to the courts a ruling by Com- 
missioner Gold admitting Southern 
Farm Bureau Life of Jackson, Miss., 
to do businss in the state. 

It asked for a review of the order 
and states that an appeal is to be filed 
soon in Wake county superior court. 
It contends that the names of the com- 
panies are so similar as to “confuse 
and mislead the public”. 

Gold’s ruling admitting the company 
to the state came after a hearing at 
which it was testified that the compa- 
ny already is operating in several 
states in which the Ohio Farm Bureau 
companes are operating. 

Southern Farm intends to operate 
through the same agents as the North 
Carolina Farm Bureau Mutual, which 
sells auto coverage. 





Manufacturers Adds Policy 


Manufacturers Life has a new pre- 
ferred whole life par policy. Minimum 
amount is $7,500. The low net premi- 
um contract is available substandard. 
Sold from ages 0 to 80, it has a high 
first year dividend and low rates for 
total disability waiver of premium. 
Added to family income benefit it 
makes a low cost maximum protection 
type package. 

A 20 year summary, $10,000 face 
amount, illustrating low net payments 
(assuming dividends taken in cash). 
shows at age of issue for a man 25, 
premium is $169.10. The first year di- 
vidend, based on the 1955 scale, is 
$21.30. Using this dividend result the 


average payment over 20 years is 
$134.90. 
Manufacturer’s has also reduced 


rates on the whole life non-par plan. 
The minimum policy also is $7.500. 


L. A. Assn. Plans 50th 
Anniversary Fete 


More than 30 life companies are 
contributing material for a_ historica] 
display in Los Angeles, dramatizing the 
part life insurance has played in the 
development of southern California, 
This will be one of the highlights of 
the Oct. 13-19 celebration of the 50th 
anniversary of Los Angeles Life Un- 
derwriters Assn., which will include a 
banquet address Oct. 19 by Lester 0. 
Schriver, managing director of the Na- 
tional association. 

The display will show the vast 
growth in water supply, transportation, 
schools and_ residential, commercial 
and industrial areas. Photographs will 
point to major civic developments 
wholly financed through life insurance 
funds. 

More than 1,000 life insurance peo- 
ple are expected to attend. John Yates, 
general agent for Massachusetts Mu- 
tual at Los Angeles. is anniversary 
committee chairman. 


e State Sen. John H. Cooke of Alden, 
N. Y., addressed the first meeting this 
week of the 1954-55 season of Buffalo 
Life Managers Assn. 





A Great Program 





GUARANTEED RENEWABLE* 
OR OPTIONAL RENEWABLE 


* with Premium Safety Clause 


A new plan of Accident and 
Sickness Insurance that can In- 
elude: Disability Income; Hos- 
pitalization; Surgical Benefits 
Doctor's Calls, Dread Diseases 
and Accidental Death. 


A Great Company 








World ranks 12th in individual 
eccident and sickness premium 
income in the UV. S. 


For General Agency Openings 
write to Chas. P. Gish, Agency 
Vice Pres. World Insurance 
Building, Omaha, Nebraska. 


In the insurance world 
It's World Insurance 
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Panelists at Provident Mutual Regional 
Cover Problems Near to Many Life Agents 


President Thomas A. Bradshaw 
wound up the fourth and last 1954 
regional sales meeting of Provident 
Mutual, held at Lake Placid, N. Y., 
with a talk on the company’s progress. 
James H. Cowles, vice-president and 
manager of agencies, also attended, 
and panels were led by John T. Wil- 
ver, assistant manager of agencies; 
Everett D. Armantrout, director of 
agency research, and E. Roy Hofmann 
and C. Sumner Davis, associate man- 
agers of agencies. 

More than 260 agents from 30 agen- 
cies in the northeast U. S. were pres- 
ent at the three-day meeting. Theme 
was “Here’s How”. 

John D. L. Beebe, Cleveland, said 
that too often a new mani in the busi- 
ness becomes side-tracked by a selling 
trick that has proved successful for a 
more experienced man, and use of 
this trick by the new agent results in 
confusion for the prospect and himself. 
Mr. Beebe suggested, instead, that the 
new man first learn basic procedures, 
and only after these have become part 
of the sales approach should he apply 
special techniques. Too often, he said, 
the agent neglects the simple educa- 
tional steps necessary to show a pros- 
pect what life insurance is and how it 
suits his particular need. 

Clarence W. Markham, Detroit, told 
how in checking his file of cases he 
realized that in many instances he had 
neglected to review his clients’ pro- 
grams with respect to A&H. Present 
policyholders are number one pros- 
pects for this coverage, he said. Too 
often the agent has protected his client 
with life insurance to the degree that 
the man is better prepared to die than 
to live. 

Edward T. Smith, New York City, 
said that many A&H prospects never 
raise the major objections which 
plague an agent selling life insurance. 
As a result many A&H sales are con- 
siderably less complicated and much 
more easy to put across to the pros- 
pect. Although a man may be amply 
protected with life insurance quite 
often little of these proceeds are used 
until death actually occurs; a disabled 
person, on the other hand, will be a 
burden to himself and his family and 
will be as unproductive economically 
as if he were dead. It is up to the agent 
to fill in the circle of protection, Mr. 
Smith said. 

* e oo 

Too often, Larry Weinberg, Detroit, 
said, A&H is not offered when the life 
insurance policy has been refused. He 
said he has been quite successful in 
prospecting those people involved in 
accidents from which they escaped un- 
injured. He likened A&H to term life 
in that it paves the way for eventual 
follow-up, either for conversion or for 
more protection. 

John W. Carnahan, northwestern 
Pennsylvania, pointed out that the 
business has done a better than aver- 
age job for the widow and family of 
the life insurance policyholder but 
that protection is still woefully lack- 
ing when the family head is disabled 
because of accident or illness. He can- 
not depend on what Mr. Carnahan 
called “RFC-relatives, friends and 
charity”. The agent should sit down 
with the family and help it budget for 
A&H protection. He said lists of pres- 
ent policyholders and clients yielded 
for him a rich source of leads when he 
advised them he was offering A&H. In 
Prospecting, he added, the agent 


should not overlook the secretary in 
the outer office. 

James N. Sarakatsannis, Cincinnati, 
recommended that the man new to the 
business study, listen, practice and 
demonstrate. It is absolutely neces- 
sary, he said, for the young man to 
use visual aids since he cannot draw 
on a vast experience and background. 
The young agent should ask questions 
—innumerable questions—but at the 
same time he should wait for the pros- 
pect to answer. 

W. J. Godfrey Gourley, Hartford, 
told how he relates self-analysis to the 
sales interview. He determines his min- 
imum total of sales, decides what par- 
ticular class of people he wants to con- 
tact, and then finds a sales tool or 
appeal which would put him ahead of 
his competitors. In explaining life in- 
surance, he said, the product sells itself. 

Thomas G. Kane, Albany, explained 
how objective analyses of prospects’ 
budgets, perserverance and careful ex- 
planations revealed room for programs 
of life insurance. In one case he got a 


prospect to change a five-year mort- 
gage to a 10-year mortgage and then 
persuaded him to use the difference in 
paying life insurance premiums. In 
another, he persuaded his prospect to 
buy adequate coverage by using money 
obtained by refereeing sports, and in 
another he built up a client’s self- 
confidence, saw him into a good posi- 
tion with a salary increase, and then 
wrote a fine life insurance program 
for him. 

General Counsel Leon A. Hamilton 
and Associate Counsel Edwin E. Wel- 
ler explained the new tax rulings in 
the 1954 internal revenue code and 
pointed out the various changes as 
applied to the sale of life insurance. 
Franklin M. Nice, general agent at 
Reading, Pa., Samuel L. Zeigen, gen- 
eral agent at New York City, and Ray 
W. Druckenmiller, northeastern Pen- 
nsylvania, discussed opportunities for 
sales and service in the new code. 

William P. Adams, northern New 
Jersey, discussed bank funding of life 
premiums. Eugene R. Hook, New York 
City, reviewed his methods of pros- 
pecting for key man insurance. Mr. 
Druckenmiller discussed section 303 of 
the new revenue code as it applies to 


selling business insurance and empha- 
sized the importance of knowledge of 
the fine points of law applicable to 
seliing before using any of them. 


Kavanaugh To Stay in 


Until Successor Is Named 


Commissioner Luke J. Kavanaugh of 
Colorado, whose resignation was to 
have taken effect on Oct. 1, will re- 
main on the job temporarily until a 
successor can be found. He will stay in 
office at least through Oct. 16, and the 
civil service commission in the mean- 
time will decide whether to appoint a 
temporary successor on a probational 
basis or to await the outcome of a 
civil service examination. It will take 
about two months to hold an examina- 
tion for commissioner. 


Wins Publication Award 

Pacific National Life’s home office 
publication, Home Port News, won the 
top award in its division at the nation- 
al convention of the Society of Associ- 
ated Industrial Editors. The Award of 
Excellence in the office duplicator di- 
vision was presented to W. I. Spere, 
editor and Pauline Hess, associate edi- 
tor at the national meet held in Salt 
Lake City. More than 400 publications 
were entered in the contest. 








Catastrophe 
Medical Coverage 


Hospitalization ... 
Individual & Family 


Aviation & Travel 
Accident... 


World-Wide Unusual 
and Extraordinary 
Special Risks 


A &H Income 
Protection... 

Even for Life 
America’s Only 
Department Store of 
A&H&H Insurance 





Consider this: 


4 
» 


No. 2 killer to age 44... 


No. 1 killer of men up to age 37 . 
at any age a flouter of 


Doyble Indemnity serves a valuable pur- 
posé, but too often it is too limited. 
Accidental death is the 


. the 


medical science, a flaunter of mortality tables. 


Our “Maximum Accident Indemnity” policy will 
reed provide enough coverage for this sudden, unpre- 


dictable hazard... 


or pay for. 


Transportation Insurance 





for any client, regardless of 
the amount of life insurance he can qualify for . . 


Our many friends in the life insurance industry 
regularly use this exclusive facility to write double, 
triple or quadruple indemnity as an integral part 
of a well-planned life insurance program. It’s also 
a prime attraction for new clientele. 

You should know more about this clean, liberal 
contract—one of this company’s many unusual spe- 
cial facilities. Write today for full details about 
“Maximum Accident Indemnities,” 
low-cost coverage in any amount from $10,000 


to *200,000 


CONTINENTAL CASUALTY COMPANY 
310 So. Michigan Ave., Chicago 4 
Associates: Continental Sue * aad 
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ATLANTIC — 
CURRENTS 


Agency Forces Plan 
For HAVANA Meeting 


Members of the agency organization of 
Atlantic Life will hold their 1955 conven- 


tion in Havana in January. 


Leading field underwriters and their wives 
are to sail from M’ami and spend 4 days 
and 3 nights i:, Cuba. The famed Hotel 


Nacional is the site of the convention. 


<= “oe =s" Recognition of top producers during 1954 
ween will be the major feature of the business 


at sessions, 


ATLANTIC LIFE 





INSURANCE COMPANY 
HOME OFFICE: Richmond, Virginia 


Wor thar aSagG Cntury of Serevwe 





OPENING FOR 
SECOND GENERAL AGENCY 
CHICAGO TERRITORY 


We are interested in placing a 
second General Agency in the city 
of Chicago, Illinois. 


If you are interested, contact 
Agency Department, Peoples Life 
Insurance Company. Your reply 
will be held in strict confidence. 

















“The Friendly Company”’ 


Frankfort . Indiana 





Shown at joint Chicago Assn. of Life Underwriters and Chicago CLU chap- 
ter annual meeting, left, Robert K. Schott, manager, Phoenix Mutual, immediate 
past president of the Chicago chapter; Hugh S. Bell, general agent, Equitable 
of Iowa, Seattle, the speaker, and Oliver R. Aspegren, Ohio National, chapter 
president. 








CLUs, Chicago Assn. 
Meet Has Record Crowd 


An overflow crowd at the annual 
joint meeting of Chicago Assn. of Life 
Underwriters and Chicago CLU chap- 
ter heard Hugh S. Bell, general agent, 
Equitable of Iowa, Seattle, in a highly 
motivating talk, “‘Play Ball.’”’ Compar- 
ing life insurance sales with the effort 
and team play necessary in profes- 
sional baseball, Mr. Bell pointed out 
how professional knowledge and the 
will to win can produce championship 
salesmen, ball players or any other 
type of expert. 

With Oliver R. Aspegren of Ohio 
National, president of Chicago CLU 
chapter, presiding, a highlight of the 
meeting was the presentation of CLU 
designations to 14 Chicagoans who suc- 
cessfully completed the 1954 examina- 
tions. Mr. Aspegren had the new- 
comers stand and repeat the CLU 
charge before presenting the certifi- 
cates. 


Also introduced were six Chicago 
women who qualified for the Wom- 
en’s Quarter Million Dollar Round Ta- 
ble. Receiving their 1954 cards were 
Elaine K. Frank, Penn Mutual; Rose 
Deutch Herman, Mutual Life; Doris 
Manfield, broker; Lillian French Reid, 
New York Life; Agnes C. Schuette, 
and Maxine Veach Sim, both of New 
York Life. 

Two other features were the receiv- 
ing of diplomas by 61 Chicago gradu- 
ates of a two-year LUTC course and 
the presentation of bound copies of 
CLU journals to the Chicago Public 
Library. 





American Investors Opens Agency 


American Investors Life of Dallas 
has opened its seventh Texas general 
agent in Lubbock. Managing the new 
agency wiil be general agent W. Ken 
Rogers, who began operations Sept. 15 
in the offices at 801 Lubbock National 
Bank building. Mr. Rogers was a for- 
mer general agent in Lubbock with 
Great Plains Life. 


Hand-Book of Iowa 
Is Off the Press 


A new, up-to-date Underwriters’ 
Hand-Book of Iowa has just been pub- 
lished by the National Underwriter 
Company. It provides complete infor- 
mation on the agencies, companies, 
field men, general agents, solicitors, 
groups and other organizations affili- 
ated with insurance throughout the 
state. 

Premiums and losses by lines in 
Towa for all fire and casualty compa- 
nies and life insurance paid for and in 
force for life companies, are also pre- 
sented in a special, statistical section. 
Copies may be obtained from The Na- 
tional Underwriter Company, at 420 
East Fourth Street, Cincinnati 2, Ohio, 
price $12 each. 





Names 15 to Group Posts 


Pacific Mutual Life has assigned 15 
graduates of a group school just com- 
pleted to augment the present field 
sales organization. 

They are: Thomas E. Allen, Atlanta; 
Frederick A. Beyer, Chicago; Edgar A. 
Chambers III, St. Louis; Robert M. 
Cronholm, Denver; Leonard H. Falk, 
Los Angeles; Demrie D. Frankum, In- 
dianapolis; John P. Harriman, Los An- 
geles; Donald R. Harrington, St. Louis; 
Terry W. Kidder, Detroit; James H. 
Leech III, Dallas; Erick C. Linden, 
Seattle; John C. Lyddane, San Fran- 
cisco; Edwin C. Mynatt and Vernon L. 
Nelson, Cleveland, and Winston C. 
Profio, Philadelphia. 


Monat to Mutual Benefit 


Martin E. Monat has been appointed 
brokerage supervisor of the Roesn- 
baum agency at New York of Mutual 
Benefit Life. He was in the life in- 
surance business from 1936 until 1940, 
when he became a general insurance 
broker in New York City. 


Cal. A & H Managers to Meet 


California Assn. of A & H Mana- 
gers will stage its 24th annual conven- 
tion Oct. 29 at San Francisco. A sales 
congress, to be open to producers, is 
being planned. 











PEOPLES LIFE INSURANCE COMPANY 


LONG TERM BANK LOANS 7 
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U. C. & G. C. serves the financial needs of those engaged in the Life Insurance Business. Your 
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tax problems may be simplified and savings 





UNDERWRITERS CREDIT & GUARANTY CORPORATION 


405 Montgomery Street, San Francisco 4, California 
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Payments into Tax-Free Pension Plans 
Putting Check on Inflation, Maduro Says 


Denis B. Maduro, New York City 
attorney specializing in estate plan- 
ning and pension and profit sharing 
plans, was moderator of a panel dis- 
cussion on estate planning presented 
at a meeting of the New York chapter 
of Young Presidents Org. Members of 
the panel were Sidney L. Wolkenberg, 
Union Central Life, New York City, 
and Cloyd H. Huffard, vice-president 
of Chase National Bank. The discus- 
sion was held at the C. B. Knight 
agency of Union Central. 

Mr. Maduro said continued increas- 
ed annual corporation payments into 
tax exempt profit sharing and pension 
plans today are putting a “salutory 
anti-inflation check on the national 
economy.” 

He said annual payments made by 
corporations into such plans jumped 
from $835 million in 1946 to $1,611,- 
000,000 in 1950, are estimated this year 
at $2% billion and could reach $4 bil- 
lion by 1958. 

The trend toward investment of part 
of these funds in equity securities has 
a visible effect on the stock market, 
he said, and has helped business gen- 
erally through the availability of in- 
creased money as a source for finan- 
cing through bonds. 

The panel concluded that the mosi 
important amendments in estate plan- 
ning brought about by changes in the 
new federal revenue act were the 
right to exclude life insurance from 
death taxes, regardless of who pays the 
premiums, and exemptions on sort 
term trusts. 

Major problems in the growing com- 








DePau to Direct Agencies 


in 3 States for Protective 


Robert W. DePau, Jr., state manager 
in Florida and general agent at Miami 
for Old Line Life 
since 1953, has 
been appointed su- 
pervisor of agen- 
cies for South Car- 
olina, Georgia and 
Florida by Protec- 
tive Life. He also 
will be in charge 
of an agency 
development pro- 


gram. 

Mr. DePau for- 
merly was with 
Prudential for 20 
years. He started 
at Chicago and in 
1948 was named manager at Miami. 

He is a past president of Miami 
Assn. of Life Underwriters. 





R. W. De Pau, Jr. 





Mutual Benefit Raises Two 


Chauncey A. Brown, director of 
agency finance since 1950, has been 
appointed assistant manager of the 
purchasing department, and Jack R. 
deWard was named director of agency 
finance by Mutual Benefit Life. 

Mr. Brown joined the company in 
1932. Mr. deWard entered the business 
with Sun Life of Canada, later became 
agency secretary of Prudential of Great 
Britain and joined Mutual Benefit in 
1953 as assistant director of agency 
finance. 





Travelers Names Behrens 


William H. Behrens, Jr., in the group 
sales division in the home office agen- 
cy department of Travelers since 1947, 
has been appointed district group su- 
bervisor at Kansas City. He joined the 
Company in 1940 at the home office 
and subsequently served at Chicago, 
New York City and Baltimore. 


plexity of property disposition are, 
the panel agreed, the dangers involved 
in disposition of jointly held property, 
the tendency to make impractical pro- 
visions in wills, leading to “dead 
hand” control, and the difficulties in- 
herent im planning the continuation 
or liquidation of stock interests in 
closely held corporations. 

The meeting was arranged by Char- 
les N. Barton, president of the Knight 
agency. , 


List Officer Nominees 
for National Agency 


Cashiers Association 


LOS ANGELES—Life Agency Cash- 
iers Assn. of Los Angeles, because of 
outstanding efforts, has ‘been desig- 
nated as headquarters group for Na- 
tional Assn. of Life Agency Cashiers 
of the United States and Canada. 

Nominations for officers in the Na- 
tional association, to be elected Oct. 21, 
are: President, Patricia Keane, Bank- 
ers of Nebraska, and Edward Martinel- 
li, Franklin Life; vice-president, Sam 
Harris, Continental Casualty, and 
Lydia Hoffman, National of Vermont; 
secretary, Anne Kagelman, General 
American, and Mary Bardsley, John 
Hancock; treasurer, Lee Meryn, Home 
Life of New York, and Shirley Neal, 
Equitable of Iowa; directors, Al White, 
Phoenix Mutual; Adolph Haase, Pacif- 
ic Mutual; Jane Grace, Occidental; 
Norman LaBoe, Continental Casualty; 
Ala Doss, Home Life of New York. 

National association past president, 
Katherine Schamehorn of Tampa, Fla., 
will be a speaker at the election meet- 
ing. 

New officers of the Los Angeles 
group are: Hilda Andress, Canada 
Life, president; B. B. Heinrich, Mu- 
tual of New York, vice-president; 
Helen Hurley, Equitable of Iowa, sec- 
retary, and Alice Neilsan, Franklin 
Life, treasurer. 





Need for Protection Not 
Fully Met, Fitzgerald Says 


The total of life insurance protec- 
tion .carried by all policyholders is not 
much more than one year’s gross na- 
tional income, which shows that the 
need for life insurance has not been 
fully met, Edmund Fitzgerald, presi- 
dent of Northwestern Mutual Life, 
told a joint luncheon at Buffalo of the 
local life underwriters association, the 
CLU chapter and the chamber of com- 
merce. 

Life insurance probably will cost less 
in the next 10 years, he declared, citing 
these facts: There has been consider- 
able improvement in the rate of return 
of money life companies have invested, 
and improvements in public health, 
resulting in an increase in life expec- 
tancy, have been “sensational.” 





Trans-America Life Being 


Organized at Cincinnati 


Trans-America Life of Cincinnati 
has been issued incorporation papers. 
It will write life and A&H. Authorized 
capital is $500,000, and an issue of 
50,000 shares of $10 par value each is 
planned. John E. Harth and others are 
incorporators. 





Jarman in K. C. Life 
Post at Salt Lake City 


Conrad E. Jarman has been named 
manager of the Salt Lake City divi- 


sion of the Hunter & Hunter Utah 
general agency of Kansas City Life. 
Mr. Jarman joined the company in 
1953 as an agent, later becoming as- 
sistant to the late Ernest Halverson, 
manager. For several years Mr. Jar- 
man was in commodity work with 
Merrill, Lynch, Pierce, Fenner & Bean. 
His wife, Mrs. Norma Jarman, is a 
daughter of the late Mr. Halverson. 


Boston Mutual Life Changes 


These Boston Mutual Life district 
changes in Massachusetts have fol- 
lowed the recent promotion of Jerry 
Alajajian to assistant superintendent of 





agencies at the home office: Angelo 
Giacosanzio, manager at Quincy, be- 
comes manager at Waltham, succeed- 
ing Mr. Alajajian; Laurence P. Acker- 
son, manager at Haverhill, goes to 
Quincy; Arthur Deery, assistant 
manager at Fitchburg, becomes man- 
ager at Haverhill, and Noel R. Roberts 
succeeds Mr. Deery at Fitchburg. 


Cameron Gets Higher Status 


Great-West Life has appointed Don- 
ald W. Cameron personnel t. 
He joined the company in 1948 and 
for three years has been in the per- 
sonnel department. 
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‘ Career 


Every necessary condition for career success is yours with a 
Protective Life General Agency. You enjoy greater rewards for © 
the same amount of effort—increased earnings, greater personal 
security, and the satisfaction of knowing that you are furnishing 
your clients the finest insurance protection. 

If you are a successful personal producer and possess the 
necessary qualifications, you'll find that this is your kind of 


career. Get the facts now. 


GENERAL AGENCY OPENINGS THROUGHOUT THE SOUTHEAST 


Write to C. B. Barksdale, 








Agency Vice-President 
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EDITORIAL 


COMMENT 





Let's Unmask Insurance's Real Arch-Rival 


There’s a lot of talk these days 
about the new atmosphere of competi- 
tiveness in the life insurance business. 
Companies are bringing out new and 
more attractive policies. Many are 
also lowering their rates. Cost com- 
petition, out of style for many years, 
seems to be coming back. Competition 
from mutual funds is getting an in- 
creasing amount of attention, notably 
from agents in territories where mu- 
tual fund salesmen are _ particularly 
aggressive. 

But the real competition causes little 
excitement. The real competition for 
the life agent is not the agent of an- 
other company with a new, glittering, 
low-cost policy, nor is it, to any great 
extent, the mutual fund salesman, 
whose product at best has a makeshift 
death benefit and no life income pay- 
out for either the investor or his bene- 
ficiaries. 

The real competition is of course the 
material things that are more alluring 
than any kind of protection or savings 
or investment program. This fact is 
so well known that little attention is 
paid to it. Speakers often mention 
it but chiefly as a prelude to proving 
that agents should quit worrying about 
competition from one another because 
the market is so far from being satur- 
ated. Rarely is it suggested that any 
effective fight be made against the 

. competition of material things, luxur- 
ies, unneeded services, and the likes. 
Yet as a realistic matter, there is a 
thousand times more reason to get 
aroused against the salesman of lux- 
ury automobiles, too-flossy homes, or 
over-sized television sets than there 
is to worry about the relatively pic- 
ayune inroads that mutual fund sales- 
men have thus far made. 

What is needed is a change in the 
climate of opinion. Too many men see 
nothing wrong with buying a $3,500 
automobile every couple of years while 
owning only enough life insurance to 


keep their families off relief for a 
few years. 
Other acquisitions take up need- 


lessly large amounts of income but the 
automobile probably represents the av- 
erage man’s largest outlay for any one 
thing he buys, with the exception of 
his home. Moreover, there is nothing 
that a man buys that is subject to as 
much self-kidding as his automobile. 
He fools himself in justifying the 
purchase of a car above the minimum 
price class. Or he buys a minimum- 
priced car with so much extra equip- 


ment or of such a fancy model that 
he may well be paying as much as he 
would for a plainer model of a very 
high-priced car. 

Again, he deludes himself about the 
economic soundness of turning in his 
car every couple of years or every 
three years. If he used realistic figures 
he could not escape the conclusion 
that he could have reliable transpor- 
tation at far less cost if he kept the 
same car for at least 10 years. In fact, 
the savings would be so huge that he 
could have every possible item of 
maintenance and repair taken care of 
to keep the car in tip-top shape and 
still be far ahead of any program of 
trading the car every two or three 
years. Of course, he would not have 
the latest in body styles, automatic 
doohickeys, and other “improvements” 
that usually take several years to get 
the bugs out of them. 

What it amounts to is that money 
that should be going into life insur- 
ance and other forms of thrift is 
being used to buy newness, stylish- 
ness and the latest gadgets, even 
though the buyer succeeds in deluding 
himself into thinking he is pursuing a 
truly economical course. In fact, if 
every car owner were required to ex- 
hibit on his car a sign telling how 
much life insurance he owned, a lot of 
Cadillacs would draw sneers of con- 
tempt instead of wistful looks of envy. 

Since such a fanciful remedy is out 
of the question, what can be done to 
make people ashamed of owning au- 
tomobiles, houses, and other material 
possessions on a scale clear out of 
keeping with their life insurance pro- 
grams? 

As a starter, life insurance men 
could well take pretty seriously this 
incongruity between ownership of life 
insurance and ownership of things. At 
present, we believe, there is too ready 
a disposition to take it for granted that 
life insurance will be paid for out of 
money that will be left over after 
“essentials” like the installment pay- 
ments on a too-luxurious automobile 
or a needlessly costly house have been 
excised from Papa’s pay-check. 

We dislike high-pressure salesman- 
ship but when a breadwinner “can’t 
afford” the insurance he ought to have 
because he is putting out too much of 
his income for “necessities” that aren’t 
necessary at all, he deserves to have 
the highest pressure life insurance 
salesman in the business sicked on 
him. That kind of man should be 


made to see the direct connection be- 
tween his buying habits and the fix 
his family would be in if he were to 
die. He might then feel so uncomfort- 
able riding in his 1954 Cadillac that 
he’d turn it in on a second-hand Hill- 
man and invest the difference in life 
insurance. It would buy quite a bit, 
if anyone cares to figure it out. 


PERSONALS 


A. A. Slater, 
regional director 











whose appointment as 
District of Columbia 
by Philadelphia 
Life coincides with 
the company’s en- 
trance into the 
D. C. area, began 
in the business in 
1931 with Wash- 
ington National at 
Cleveland. He join- 
ed American 
Home Mutual in 
1944 and in 1949 
went with Educa- 
tors Mutual of 
Lancaster, Pa. 
Since 1953 Mr. Slater has been gen- 
eral agent for Union Casualty & Life 
in District of Columbia, Maryland and 
northern Virginia. 





A. A. Slater 


Erwin A. Gaumnitz, professor of 
commerce at the University of Wis- 
consin since 1938 and well-known to 
the insurance business as an insurance 
professor there, has been named by 
the regents as dean of the commerce 
school of Wisconsin. He will take of- 
fice at the end of the current academ- 
ic year. 


Waldo M. Hatch, president of John 
C. Paige & Co., general insurance 
brokers in New York City, has been 
named chairman of the life insurance 
division for the campaign of New York 
arthritis and rheumatism foundation, 


President Horace W. Brower of Oc- 
cidental Life of California has been ap- 
pointed to the statewide insurance 
committee of California Chamber of 
Commerce. 


James A McLain, Guardian Life 
president, as president of the New 
York Chamber of Commerce, received 
a hand wrought silver tray from Her- 
less Buzzio, manager and_ general 
counsel of the Peruvian Chamber of 
Commerce. Mr. Buzzio presented the 
tray on behalf of the members of the 
Peruvian chamber as a token of good 
will to their North American counter- 
parts. 


Leroy A. Lincoln, chairman of Met- 
ropolitan Life, will head the 1955 Red 
Cross campaign in New York City in 
March. He will serve as chairman of 
the New York chapter’s appeal in Man- 
hattan and the Bronx as well as city- 
wide chairman of the campaign to be 
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conducted in all boroughs by the city’s 
five Red Cross chapters. Mr. Lincoln 
served in a similar capacity in 1952 
and was national chairman of the 1953 
campaign. 


James G. Bruce, vice-president and 
secretary of Colonial Life, has been 
appointed chairman of the membership 
committee of the Y.M.C.A. of the 
the Oranges and Maplewood, N. J. 


Edwin C. McDonald, vice-president 
in charge of Metropolitan Life’s group 
insurance activities, has been elected 
a director of National Airlines. 


J. J. Miller, Chicago manager for 
Life of Virginia, recently broke his el- 
bow in a fall in his home. 


Morley M. Zobler, manager at New 
York for Home Life, has been named 
chairman of the life insurance division 
of Federation of Jewish Philanthropies 
of New York for its 1954-55 campaign, 
which now is under way and will run 
until Jan. 31. 


Pratt Remmel, general agent for Mu- 
tual Benefit Life at Little Rock, is a 
candidate on the Republican ticket 
in Arkansas for the November guber- 
natorial election. Presently he is mayor 
of Little Rock. 


DEATHS 


ALBERT M. ALEXANDER SR., 52, 
detached inspector for New York Life 
at Memphis, died at his home there of 
a cerebral hemorrhage. Mr. Alexander, 
working out of the St. Louis office, 
helped break the celebrated case of 
Thomas C. Buntin, a New York Life 
policyholder who in 1942 was declared 
legally dead by the Tennessee supreme 
court, which directed the company to 
pay Buntin’s heirs $50,000. Buntin la- 
ter was found living under an as- 
sumed name in Orange, Tex. Mr. Alex- 
ander joined New York Life in 1935 
and was an inspector at Atlanta be- 
fore being assigned to Memphis in 
1938. 











RALPH C. CLEM, 56, Metropolitan 
manager at Flint, Mich., died in Hur- 
ley hospital there after a brief illness. 
With Metropolitan for more than 30 
years, he went to Flint two years ago 
after 12 years as a district manager 
at Minneapolis. He was a CLU. 


CURTIS S. CRUM, 49, a Prudential 
agent for 21 vears, died at his home 
in Louisville of a heart attack. 


JOHN J. MALONEY, securities ex- 
aminer of New Hampshire insurance 
division, died after a short illness. 


EVERETT T. MARSH, 69, a retired 
Equitable Society manager at Chica- 
go, died at his home in Clearwater, 
Fla., where he had been living since 
1952. 











Howard J. Burridge, President. 
Louis H. Martin, Vice-President. 
Joseph H. Head, Secretary. 

John Z. Herschede, Treasurer. 
420 E. Fourth St., Cincinnati 2, 


Ohio. 





ATLANTA 3. GA.—432 Hurt Bldg., Tel. Walnut 
9801. ©. Robert Jones, Southeastern Manager. 


Essex St.. Rm. 421, 
H. Lang, New Eng- 


BOSTON 11, MASS.—207 
Tel. Liberty 2-1402. Roy 
land Manager. 

CHICAGO 4, ILL.—175 W. Jackson Blvd., Tel. 


Wabash 2-2704. O. E. Schwartz, Chicago Mgr. 
A. J. Wieeler, Resident Manager. 


CINCINNATI 2, OHIO—420 E. Fourth Street. 


Tel. Parkway 2140. Chas. . Woods, Sales 
Director; George c. Roeding, Associate Man- 
ager; George E. Wohlgemuth, News Editor; 


Roy Rosenquist, Statistician. 

DALLAS 1, TEXAS—708 Employers Insurance 
Bldg., Tel. Prospect 1127. Alfred E. Cadis, 
Southwestern Manager. 

DETROIT 26, MICH.—607 Lafayette Bldg., 
Tel. Woodward 1-2344, A.J. Edwards, Resident 
Manager. 


KANSAS CITY 6, MO.—605 Columbia Bank 
Bldg.. Tel. Victor 9157. William J. Gessing, 
Resident Manager. 


MINNEAPOLIS 2, MINN. 
Bank Bldg., Tel. Main 6417. 
Resident Manager. 


NEW YORK 38, N. Y.—99 
1103, Tel. Beekman 3-3958. 
Vice-Pres.; J. T. Curtin, 


-358 Northwestern 
Howard J. Meyer, 


John Street, Room 
Ralph E. Richman, 
Resident Manager. 


—610 Keeline Bidg.. Tel. 


NEBR. 
Resident 


OMAHA 
Feng 3416. Clarence W. Hamme}, 


PHIL. ‘ADELPHIA 9. PA.—123 S. Broad Street. 
Room 1127, Tel. Pennypacker 5-3706. E. H. 
Fredrikson. Resident Manager. 

PITTSBURGH 22. 503 Columbia Bldg.. 
. Court 1-2494. Bernerd J. Gold, Resident 
Manager. 

SAN FRANCISCO 4, CAL.—Flatiron Bldg.. 544 
Market St., Tel. Exbrook 2-3054. F. W. Bland, 
Pacific Coast Manager. 
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Chairmen of 
NAIC Committees 
Are Announced 


The new National Assn. of Insur- 
ance Commissioners committee list has 
been issued. Chairmen of committees 
of interest to life people are: 

Blanks, Robinson, Ohio, chairman; Wells, 
Indiana, vice-chairman. Sub-committees, life, 
R. O. Hooker, Connecticut; fraternal, F. T. 
McGovern, Rhode Island; hospital and medical 
service plans, E. L. Berger, Pennsylvania; as- 
sessment life and accident, C. C. Dubuar, New 
York; life blank instructions, W. H. Bittel, New 
Jersey. 

Accident and health, Martin, Louisiana, chair- 
man; Maloney. California, vice-chairman. Sub- 


committee on Blue Cross-Blue Shield, Leslie, 
Pennsylvania. 
Examinations, Bowles, Virginia, chairman. 


Subcommittees, practice and procedure manual 
revision, Hooker, Connecticut; manual changes, 
Bowles, Virginia; methods, practices and laws, 
to be appointed. 

Fraternal, Hammel, Nevada, chairman; 
Lange, Wisconsin, vice-chairman. Subcommit- 
tee, proposed model fraternal code. Gillooly, 
West Virginia, chairman. 

Interstate cooperation, Davis, 
chairman; Bohlinger, New York, 
man. 

Laws and legislation, Navarre, Michigan, 
chairman; Hammel, Nevada, vice-chairman. 
Subcommittee. tontine policy control, Maloney, 
California, chairman. 

Liaison, by zones, Bohlinger, New York, 1; 
Robinson, Ohio, 2; Cravey, Georgia, 3; 4 as yet 
unnamed; Combs, Arkansas, 5; Taylor, Ore- 
gon, 6. 

Life, Pansing, Nebraska, chairman; Sullivan, 
Kansas, vice-chairman. Subcommittees, to 
study group life, Gillooly, West Virginia, 
chairman; allocation of income and expenses 
of life companies, Allyn, Connecticut; tie-in 
sales of insurance with mutual fund shares, 
Goebel, Kentucky, chairman. 

Unauthorized insurance, Maloney, California, 
chairman; Burt, South Dakota, vice-chairman. 
Subcommittees, sales on U. S. military reser- 
vations, Smith, Texas; mail order insurance 
in connection with U. S. Senate judiciary com- 
mittee matter, Allyn, Connecticut. 

Uniform accounting, Fischer, Iowa, chair- 
man; Navarre. Michigan, vice-chairman. Sub- 
committees, uniform accounting. J. J. Hig- 
gins, New York. Another headed by Maloney, 
California, will consider: (1) continuation of 
present expense groups, (2) definition of in- 
spection expenses, (3) definition of acquisition, 
field supervision and collection of expenses, 
(4) report of industry uniform accounting 
committee on bases of allocation, (5) utiliza- 
tion of time study in unit counts in lieu of 
flat percentage loadings, (6) jurisdiction of 
the NAIC uniform accounting subcommittee 
over cost analysis and other than insurance 
expense exhibit. 

Valuation of securities, Bohlinger, New York, 
chairman; Allyn, Connecticut, vice-chairman. 
Subcommittee, valuation of securities, Allyn. 
Taylor of Oregon is chairman of the execu- 
tive committee. This committee has a number 
of subcommittees and these include: Federal 
health reinsurance plans, Knowlton, New 
Hampshire: enlarging the functions of the as- 
sistant secretary’s office and methods of fi- 
nancing, Burt, South Dakota; to study sites 
for future NAIC meetings, Sheehan, Minne- 
sota; and a special subcommittee headed by 
Pansing, Nebraska. 


Mississippi, 
vice-chair- 





OK Group for U. of W. Faculty 


MADISON, WIS.—A group life pro- 
sram for faculty members at the Uni- 
versity of Wisconsin on a contributing 
basis has been approved tentatively 
by the board of regents, which will 
hold a public hearing soon. 

C. C. Center, insurance professor, 


explained a plan approved by faculty 
would provide coverage ranging from 
$5,000 for the lowest paid to $15,000 
for the highest paid members. After 
age 60 the amount would decrease $1,- 
000 annually until $5,000 is reached, 
or the insured retires or reaches age 
70. At an extra charge, accident and 
disability coverage would be provided. 

If the legislature approves the plan, 
some observers feel it might form a 
pattern for similar insurance for all 
state employes. 


Occidental, Cal. Has New 
Preferred Risk Par Plan; 
Creditors Group Rates Cut 


Occidental Life of California has in- 
troduced a new $10,000-minimum spe- 
cial whole life policy. It also has re- 
duced rates on standard creditors 
group life 20%. 

Replacing the ordinary life prefer- 
red risk participating plan, the new 
policy’s rates, values and commissions 
remain identical with the former. 

Underwriting procedures for the new 
preferred whole life par plan have 
been liberalized, allowing it to be 
written through table P on a _ sub- 
standard basis, ages 16-60. Featuring 
low net cost, it may be issued with 
$10 monthly income disability benefit 
per $1,000, on amounts up to $35,000. 
Convertible term plans may be con- 
verted to the new plan. 

To aid in the sales of creditor group 
life a new brochure has been designed 
which explains in simple, concise 
terms how the coverage provides val- 
uable protection to both a firm and its 
borrowers and points up the low cost 
investment in peace of mind. A disa- 
bility benefit is offered to credit union 
plans, paying the amount of outstand- 
ing indebtedness in a lump sum if the 
insured borrower becomes totally and 
permanently disabled before age 60. 








Shenandoah Life Clarifies 
Disability Income Writing 

In the Sept. 30 issue of its “News”, 
Shenandoah Life reports that much 
interest has been shown in its an- 
nouncement that it now is offering dis- 
ability income protection, but indi- 
cates that there seems to be some mis- 
understanding as to the amount it will 
issue and the method used in determ- 
ining the amount to which the appli- 
cant is entitled. 

The total amount that will be issued, 
the company says, is $250 or for an 
amount which, together with coverage 
in all companies, will bring the indem- 
nity in the event of disablity to not 
more than one-half of the applicant’s 
earned income or $500 per month, 
whichever is less; except that in cer- 
tain professions or occupations in which 
the experience to date has been quite 
unfavorable, the limit of one-third of 
earned income will be the rule. 

Of the factors to be considered in 
determining the amount to which ap- 
plicants are entitled, earned income 
has occasioned the most confusion, the 
“News” says. By earned income is 
meant the amount of income derived 
from one’s vocation or profession, ex- 
cluding expenses. Investment income 
will not be considered. 








William H. Mil- 
ler, center. 96- 
year-old Madison, 
Ind., businessman, 
signs to receive the 
Proceeds from a 
Union Central Life 
Policy which he 
purchased in 1916. 
Richard S. Rust, 
Sr., left, vice-pres- 
ident and secre- 
tary, and Oren D. 
Pritchard, com- 


Ne 
> 
ff 


Pany manager at Indianapolis, presented the check. In addition to outliving his 
calculated longevity, Mr. Miller is active in his lumber business. 





Details of Missouri 
Ins. Co. Sale Given 


In connection with the recent sale 
of control of the Missouri Ins. Co. of 
St. Louis to an investment banking 
Syndicate it has been learned that 
the company plans were to declare a 
stock dividend of 100% by transferring 
$1 million from the surplus to the 
capital account. ; 

This would have the effect of in- 
creasing the number of shares of the 
$100 par value capital stock from 10,- 
000 to 20,000 shares. It is also pro- 
posed to increase the number of shares 
of stock from the 20,000 shares of $100 
par value stock to 200,000 shares of 
$10 par value stock. This is for the 
purpose of obtaining wider distribu- 
tion of the company’s stock to indi- 
viduals residing in Missouri and other 
parts of the country and including, of 
course, employees of the company. 
However, the general sale of the new 
$10 par value stock to the public will 
not be undertaken until the plan has 
been reviewed and approved by the 
securities and exchange commission. 





McKinley to Speak at AMA Rally 


Dr. Gordon W. McKinley, chief eco- 
nomist of Prudential, will outline the 
economic climate ahead and indicate 
key factors to watch at the annual 
finance conference sponsored Nov. 3-5 
by American Management Assn. in 
New York City. He will be the speak- 
er at the concluding luncheon of the 
convention. 


Barton Heads N. Y. Membership 


Charles N. Barton, president of C. B. 
Knight agency, Union Central Life, 
has been named general chairman of 
the membership committee of New 
York City Life Underwriters Assn. The 

goal is 3,000 members by Dec. 31. 
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section of our nation 
have purchased with 


Outlines Legislative 
Objectives in Indiana 


The joint legislative program of In- 
diana Assn. of Life Underwriters and 
the Indiana commissioner was out- 
lined to six locals in the state this 
week by Francis Davis, general agent 
of Indianapolis Life at Marion, associ- 
ation president. 

Mr. Davis reported that during the 
1955 session of the Indiana general as- 
sembly, the commissioner would seek 
to back the program: 

Place the spotlight on companies re- 
fusing to pay Indiana premium tax. 

Enact a service of process law to fas- 
ten judgments on unlicensed mail 
order companies. 

Raise requirements for the forma- 
tion of new companies by (a) doubl- 
ing the present capital and surplus 
minimums; (b) require at least two 
officers of any new company to be 
experienced in company management; 
(c) restrict sale of stock to licensed 
security salesmen who are not also 
licensed as agents; (da) require depart- 
mental approval of all sales literature; 
(e) reduce stock commissions from 
15% to 10%; (f) calculate the sales 
price for future stock subscriptions by 
doubling the then book value. 

Bring about a uniform method of 
handling pending A&H and hospital- 
ization claims when a group is ter- 
minated. (It is understood this mea- 
sure is directed primarily at Indiana 
Blue Cross which, reporiedly, has re- 
fused to pay off on pending maternity 
cases when the group is terminated.) 

Regulation of commissions on small 
loan insurance, prohibiting lender 
from charging anything more than in- 
terest on the Joan. 

Require examination of union wel- 
fare funds. 
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IND. & NEB. A 








COATES, HERFURTH & 
ENGLAND 


Consulting Actuaries 


San Francisco Denver Los Angeles 








Haight, Davis & Haight. Inc. 
Consulting Actuaries 
ARTHUR M. HAIGHT, President 
Indianapolis - Omaha 























RON STEVER and COMPANY 
CONSULTING ACTUARIES 
EMPLOYEE BENEFIT PLANS 


/ H. M. Sarason, F.S.A. 
K. C. Stever, C.P.A. 


Los Angeles and San Francisco 








GA. VA.-N.Y. 








BOWLES, ANDREWS & 
TOWNE 
Consulting Actuaries 
Employee Benefit Plans 


Atlanta * Richmond « New York 








ILLINOIS 








CARL A. TIFFANY & CO. 


CONSULTING ACTUARIES 
211 West Wacker Drive 


CHICAGO 6 
Telephone FRanklin 2-2633 














Harry S. Tressel & Associates 
Consulting Actuaries 
10 S. LaSalle St., Chicago 3, Illinois 
Telephone FRanklin 2-4020 


Marry S. Tressel, M.A.1.A. Ww. P. Kelty 
M. Wolfman, F.S.A. A. Selwoo 

M. A. Moscovitch, A.S.A. M. Kazakoff 
0. Sneed L. Miler 








MISSOUN! 


NELSON and WARREN 


Consulting Actuaries 
Pension Consultants 


ST. LOUIS KANSAS CITY 


























NEW YORK 
Consulting Actuaries 
Auditors and Accountants 


Wolfe, Corcoran & Linder 
116 John Street, New York, N. Y. 


























OKLAHOMA 


W. J. BARR 
CONSULTING ACTUARY 


HOME STATE LIFE BUILDING 
OKLAHOMA CITY, OKLA. 


























PENNSYLVANIA 








CHASE CONOVER & CO. 
Consulting Actuaries 
and Insurance Accountants 


Telephone FRanklin 2-3868 
135 S. La Salle St. Chicago 3, Ill. 

















FRANK M. SPEAKMAN 


CONSULTING ACTUARY 
ASSOCIATE 
E. P. Higgins 


THE BOURSE PHILADELPHIA 
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(CONTINUED FROM PAGE 1) 
data and a preliminary report form. There will be an additional fee of $5 for 


each recalculation, if any. 


Details of the new program have been sent to agents by Dudley Dowell, ex- 
ecutive vice-president, and James T. Phillips, vice-president and chief actuary. 
Mr. Phillips has outlined to agents 16 new plans of insurance and annuities es- 
pecially designed for pension trust and profit sharing trusts. They provide a 
flexible program under which the needs for a wide variety of normal retirement 
ages ranging from 60 to 75 can be met. 


Jefferson Standard Promotes Laing in S. C. 

Jefferson Standard has promoted Fred L. Laing, formerly supervisor at 
Greensboro, N. C., to manager at Charleston, S. C. Mr. Laing, a veteran, joined 
the company in 1948 and prior to going to Greensboro was agency assistant in 


the home office agency department. 








NAIC Paves Way for 
Nat'l Study of A&H 


(CONTNUED FROM PAGE 1) 

tee, Commissioner Martin of Louisiana, 
and Buist M. Anderson, vice-president 
and counsel of Connecticut General 
Life and chairman of the industry 
group, in making their respective re- 
ports expressed deep satisfaction over 
the progress that is being made and 
they also expressed optimism regard- 
ing the final solution of the problems 
in this phase of the insurance busi- 
ness. 

The commissioners present or repre- 
sented at the meeting included besides 
Commissioner Mariin, Commissioner 
Maloney of California,.who is vice- 
chairman of the committee, and Com- 
missioners Wells of Indiana, Mahoney 
of Maine, Jackson of Maryland, Shee- 
han of Minnesota, Pansing of Nebras- 
ka, Gaffney of New Jersey, and Boh- 
linger of New York. 





LUTC to Move with NALU, 


Hill to Location Committee 


(CONTNUED FROM PAGE 1) 
mond for Life of Virginia, vice-pres- 
ident of LUTC and a former trustee of 
NALJU, will serve as LUTC’s ex-officio 
representative on the NALU location 
committee. Mr. Zalinski said Mr. Hill 
is an ideal choice for the job because 
of his intimate knowledge of LUTC’s 
requirements, his familiarity with NA- 
LU operations and his close proximity 
to Washington. 

Mr. Zalinski said the interests of 
the life insurance business would best 
be served by continuing the close co- 
operation between LUTC and NALU 
which has been made possible through 
joint headquarters. The costs of mov- 
ing plus the loss of certain headquar- 
ters staff personnel and present rela- 
tionships in the New York area will 
be more than offset by the advantages 
gained in keeping these two organiza- 
tions together. 

In a letter to Mr. Zalinski, dated 
Sept. 28, 1954, Robert L. Walker, Pen- 
insular Life, Orlando, Fla., president 
of NALU, wrote: 

“I am privileged to advise you of- 
ficially that NALU has selected Wash- 
ington, D. C., as the location for erec- 
tion of the Headquarters Memorial 
Building. This action of our board set- 
tles the location question permanently 
and the location committee has been 
directed to proceed forthwith to sec- 
ure a suitable site in Washington, D.C., 
or its environs, on which the Memo- 
rial Building will be placed. 

“It has always been the hope of 
NALU that LUTC would move with 
us and continue to occupy joint head- 


quarters with NALU in the future. On 
several occasions your board has in- 
dicated this same desire. We sincerely 
hope that LUTC will now reaffirm its 
prior decision to move with us to 
Washington, D. C. 

“I assure you that LUTC’s needs and 
desires will receive the utmost con- 
sideration. For example, we will ask 
you to give us the amount of space 
required by LUTC in order that suf- 
ficient space will be available. We will 
also ask the advice and counsel of LU- 
TC in the layout and arrangement of 
LUTC quarters to guarantee that such 
space will fit your purpose to a maxi- 
mum degree. 

“To implement the coordination of 
your needs and ours I would ask that 
you appoint one of your officers or 
board members to act in ex-officio 
capacity with the members of our lo- 
cation committee.” 





Actuaries Eye Regulation, 


Equity Annuities, Education 


(CONTNUED FROM PAGE 1) 
activiteis of organized labor for more 
liberal disability benefits, and “the 
hesitant return of insurance companies 
into the. underwriting of disability as 
a supplement to life insurance, and 
also as a separate risk as in individual 
A&H coverage.” 

George B. Buck, Jr., New York, 
spoke on “Valuation Standards in Pri- 
vate Pension Plans.” 

The conference voted for the forma- 
tion of a committee which would be 
in the nature of a standards or legis- 
lative group to keep abreast of any 
changes which might occur to the pos- 
sible detriment of the organization. 
The committee would be empowered 
to take action, if necessary, on such 
matters. President Edward D. Brown, 
Jr., Chicago, presided at the sessions. 

There were four general discussion 
sessions in the afternoon, and the 
banquet speaker was Theo. P. Beasley, 
president and general manager of Re- 
public National Life. 





Issues Select Whole Life at Age ! 


Franklin Life will now issue its se- 
lect whole life paid-up at age 85 ($10,- 
000 minimum) policy to juveniles ages 
1 to 14, as well as adults. Under age 1 
nearest birthday, the application will 
be considered with a short term rider 
at a premium of $.90 per month for 
each $1,000 providing $250 of death 
benefit. 


To Handle Federal L. & C. Ads 


Zimmer, Keller & Calvert, advertis- 
ing agency of Detroit, has been ap- 
pointed to handle the advertising of 
Federal Life & Casualty at Battle 
Creek. The effective date is Dec. 1. 
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SELECTED as 
Secetaries Section 
officers at Atlantic 
City were William 
Hayward, Gleaner 
Life, vice-presi- 
dent; Mrs. Dorothy 
H. Needham, Wom- 
an’s Benefit, pres- 
ident, and Miss 
Josephine Weig], 
Women’s Catholic 
Order of Forest- 
ers, secretary- 
treasurer. 





OFFICERS OF the Law Section, selected at Atlantic City: R. George Rans- 
ford, Gleaner Life, vice-president; Thomas Mason, Women’s Catholic Order 
of Foresters, president; Frank H. Lee, Woman’s Benefit, past president, and 
Frank H. Lee, Modern Woodmen, secretary-treasurer. 


R. GORDON 
POPE, Equitable 
Reserve, outgoing 
president of Sec- 
retaries Section, 
snapped at NFC 
meeting with Mrs. 
Florence H. Jen- 
sen, Supreme For- 
est Woodmen Cir- 
cle, and J. C. El- 
der, Independent 
Order of Foresters. 
All are on the sec- 
tion’s executive 
committee. 


¢ 


J. ALLEN PORTERFIELD, field 

manager of Equitable Reserve, stand- 

ing behind Mr. and Mrs. Norton J. 

Williams at the NFC banquet in At- 

ie lantic City. Mr. Williams is a former z . 

Bape is ie Si Equitable Reserve president and now a Circle, president; E. Willis 

; a board member. amoreau, Junior Order United Amer- 

NFC rally for Lu- ia. = ‘ ican Mechanics, vice-president; Mrs. 

theran Brother- Si . 3 get Anna M. Cooley, Royal Neighbors, sec- 

hood were M. J. ' : le 2 a retary, and Michael Grasha, Croatian 

a a eh te be Fraternal Union, treasurer. 

committee of Fra- 
ternal Field Man- 
agers Assn.; Ha- 
rold C. Hoel, who 
received a plaque 
as past president 
of that group, and 
Frank Reisner of 
Allentown, Pa., a 
speaker at the 
managers’ session. 


PRESIDING at the traditional Fra- 


ternal Youth Counselors Assn. break- | 
fast during the NFC meet were, front, 
Miss Louise Patrick, Supreme Forest 


s 

PRESS SECTION stalwarts, at NFC muster: Front row, Miss Bessie Kubanis, 
he a A Royal League, secretary-treasurer; Miss Louise Patrick, Supreme Forest Wood- 
- t Te men Circle, president, and Stephen Valcik, Slavnoic Benevolent Order, viee- 
NAMED to the executive committee of the State Congresses Section at the president; back row, all executive committeemen, Sara Ann Allen, Womans 
NFC convention were Nelle A. Sexton, Royal Neighbors, Spencer, Ia.; Elva H. Benefit; Mrs. Harriet S. Jeanes, Royal Neighbors; Don A. Talucci, Maccabees; 
Chaote, Woman’s Benefit, Seattle; J. Allen Porterfield, Equitable Reserve, Mrs. Gretchen Pracht, Lutheran Brotherhood, and Mrs. Lorraine Dart, Ladies 

Neenah, Wis., and Mrs. Ann L. Hooten, Woodmen Circle, Birmingham, Ala. Catholic Benevolent, the past president. 
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Agnes E.KoobIs New President of NF.C. 





Knight Reviews ‘53 
as Year of Progress 


for Fraternals 


Sales Hit $1 Billion for 
Second Straight Year; 
Other Advances Recorded 


Reviewing 1953 results in his NFC 
presidential report, Lendon A. Knight, 
general attorney of Royal Neighbors, 
described the sizable gains as evidence 
fraternal societies “are not retrogress- 
ing but are steadily forging ahead.” 
Each year, he pointed out, gains are 
exceeding goals of the previous year 
so that the rate of progress is being 
constantly accelerated. 

During 1953, Mr. Knight commented, 
fraternals wrote new insurance of $1,- 
099,133,508, an increase of more than 
$94 million. Dividends or refunds to 
members of $18,593,897 represented an 
increase of more than $2,250,000. Death 
claims increased nearly $10 million to 
total $102,492,973. 

Mr. Knight said 1953 was the sec- 
ond consecu‘ive year during which 
fraternal insurance purchases exceed- 
ed $1 billion. Total insurance force 
at the year end was the largest since 
the 1920’s, amounting to $9.913.875,588 
for a gain in excess of $335 million. 
Membership of fraternal societies rose 
more than 145,009 to a total of 10,- 
217,782, and assets jumped $76 million 
to total $2,435,660,300. 

e e e 

Contributing to this growth in an 
important way has been NFC’s in- 
tegrating effect on fraternal benefit 
society activities, Mr. Knight observed. 
A little over two decades ago, he said 
it would have been considered heresy 
for the officer of one society to re- 
quest of another information about 
methods of operations. Each group 
seemed to believe that it, and it alone, 
had a secret formula for success, and 
there was little or no exchange of in- 
formation. 

Noting the picture is quite different 
today, Mr. Knight said he does not be- 
lieve there is a single NFC society un- 
willing to assist other members by 
making available all information con- 
cerning details of operation. As an 
example of the advantages of the pres- 
ent more cohesive nature of NFC, the 
speaker recalled institution of tax suits 
in Oklahoma in 1934 against all soci- 
eties doing business in the state. The 
various societies retained individual 
legal counsel, the cost of which was 
astronomical. A similar situation arose 
10 years later. and the societies, act- 
ing through NFC, employed the same 
legal counsel tn represent them at a 
Mere fraction of the earlier cost. 

Mr. Knight attr.buted much of the 
NFC ascendency to the efforts of its 
secretary-treasurer-manager, Foster F. 
Farrell. He said the increased prestige 
with which NFC is regarded today by 
the insurance industry as a whole is 
due in no small degree to Mr. Far- 
rell’s efforts. 

Two major NFC projects the past 
year were reviewed by Mr. Knight. 
Preparation of the proposed new con- 

(CONTINUED ON PAGE 25) 


REVIEWS IMPACT OF FEDERAL TRENDS 





Tax-Exempt Status of Fraternals Gets 
Commercial Insurer Support, Thore Says 


Commercial life companies have giv- 
en their support to the principle that 
fraternals should continue to enjoy 
certain federal income tax exemptions, 
Eugene M. Thore, general counsel, Life 
Insurance Assn., told the annual meet- 
ing of NFC at Atlantic City. 

Mr. Thore said National Tax Equali- 
ty Assn., curently making a study of 
tax exempt organizations with a view 
to presenting a bill at the next session 
of Congress, sent letters to life com- 
pany presidents soliciting their senti- 
ments on taxing the investment income 
of fraternals. Through LIA and Amer- 
ican Life Convention, the tax equality 
association was told there never has 
been a sentiment on the part of the 
commercial insurance industry that 
fraternals should be so taxed, the 
speaker said. 

While there is an area of competition 
between commercial insurers and fra- 
ternals, Mr. Thore said it is felt the 
latter operate in a broader province 
and as a consequence should not be 
included by NTEA in the plan it may 
submit to Congress. 

@ e e 

Commercial companies hope fra- 
ternals will work closely with them so 
together, as issuers of voluntary in- 
surance, they can present a stronger 
front to fight inimical trends in Wash- 
ington. Through a friendly coopera- 
tion, he predicted commercial insur- 
ers and fraternals together will be able 
to meet the challenges to voluntary 
insurance. 

In evaluating the impact of federal 
trends on the insurance business, Mr. 
Thore said laws passed by the last 
Congress illustrate that the trend in 


welfare legislation did not change its 
course under the new administration. 
It is the uncertainty of where such 
legislation is leading that deeply con- 
cerns the insurance business. Anxiety 
generated by frequent increases in 
welfare benefits moves many to con- 
clude that the programs eventually 
will be over-expanded. Consequently, 
they believe in unswerving resistance 
to further change. 

Mr. Thore said he doubts whether 
it would be in the best interest of 
voluntary insurance to be that rigid in 
its views. “It seems to me that the at- 
titude of insurance on this subject 
must necessarily take all factors into 
account in arriving at decisions for 
new legislative proposals. We must be 
tuned to national thinking on the sub- 
ject of welfare. We must determine as 
best we can whether our concern for 
the future is real and is shared by 
others. We must observe political 
trends to ascertain to what extent the 
ideals of liberty are being adjusted by 
our people to achieve ideals in securi- 
ty.” 

In appraising the current situation, 
Mr. Thore said it is difficult to resist 
the conclusion that welfare legislation, 
in its present form, is widely accepted. 
Most Americans appear to think the 
benefit levels of government security 
systems are not incompatible with free 
enterprise, or are destructive of indi- 
vidual incentive. Press and editorial 
comments support this conclusion. 

Moreover, he continued, it seems in- 
escapable, “if we carefully examine 
current political philosophies and 
trends on the subject, that a funda- 

(CONTINUED ON PAGE 25) 


Replaces Knight at 


Ailantic City Meet; 
Elect Crowns V-P 


OK New Constitution 
Adding Sections, Revising 
Convention Procedure 


BY CHARLES C. CLARKE 

ATLANTIC CITY—A _ streamlined 
National Fraternal Congress emerged 
from the annual convention here last 
week as a result of adoption of a new 
constitution. Agnes E. Koob, president 
of Woman’s Benefit Assn., was elec- 
ted president, succeeding Lendon A. 
Knight, general attorney of Royal 
Neighbors, and thus will preside over 
an annual convention at Toronto rext 
September that will feature a wide 
departuse from tradition. : 

George H. Crowns, high secretary 
of Catholic Order of Foresters, was 
named vice-president, and Foster F. 
Farrell was reelected secretary-treas- 
urer-manager. Though the convention 
city was far removed from the area 
in which fraternal head offices are 
concentrated, attendance was large 
with registrations numbering about 
550. 

New members of the executive com- 
mittee are Howard M. Lundgren, sec- 
retary Woodmen of the World, Omaha, 
and Richard F. Allen, secretary of 
Standard Life of Kansas. Mr. Allen’s 
father, George R. Allen, served as 
president of NFC in 1931-32. : 

Elected to the executive committeee 
were Carl Biebers, president of Sons 
of Hermann; James V. Krakora, sec- 
retary of Czechoslovak Society; Louis 

(CONTINUED ON PAGE 26) 








OFFICERS and executive committee of NFC, elected at Atlantic City: Seated, 


manager; Agnes E. Koob, Woman’s Benefit Assn., 
Luke E. Hart, Knights of Columbus, installing officer; stand‘ng, 


men of the World, Omaha; Louis E. Probst, Independent Order of Foresters; 
Stohlman, Aid Assn. for Lutherans; James V. Krakora, Czechoslovak Society, and Richard F. Allen, Standard Life. 


president; Lendon A. Knight, Royal 
executive committeemen Howard M. Lundgren, Wood- 
Carl Beibers, Sons of Hermann; LeRoy 


Foster F. Farrell, secretary-treasurer- 
Neighbors, outgoing president; 
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Leadership of Dorothy Needham 
Press Unit Goes New President of 
to Miss Patrick Secretaries Group 


Miss Louise Patrick, Supreme For- 
est Woodmen Circle, was elected pres- 
ident of the Press Section at the NFC 
Atlantic City session, succeeding Mrs. 
Lorraine Dart, Ladies Catholic Ben- 
evolent. Stephen Valcik, Slavonic 
Benevolent Order, is the new vice- 
president and Miss Bessie Kubanis, 
Royal League, was reelected secretary- 
treasurer. 

Comprising the executive committee 
are Don A. Talucci, Maccabees; Miss 
Sara Ann Allen, Woman’s Benefit; 
Mrs. Gretchen Pracht, Lutheran 
Brotherhood; Mrs. Harriet S. Jeanes, 
Royal Neighbors, and Mrs. Dart. 

In response to a greeting from NFC 
president, Lendon A. Knight, James G. 
Daly, United Commercial Travelers, 
noted the press group is the oldest con- 
gress section and one which always has 
played a paramount role in NFC an- 
nual convention deliberations. 

James Maxim of the Felton-Sibley 





ATTENDING ATLANTIC CITY par- 
ley of NFC: Farrar Newberry, Wood- 
men of the World, Omaha, and Wil- 
liam H. Zuehlke, Sr., Aid Assn. for 
Lutherans. 








Paint Co., Atlantic City, in the fea- 
tured address cautioned against the 
possibility that a group organized on 
a basis of brotherhood in applying its 
activities may look beyond the wel- 
fare of the individual to that of the 
entire group. It is the individual, he 
observed, who needs the sense of be- 
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A WINNING TEAM 


© Your OWN AGENCY established with 


INSURANCE Society 


This Legal Reserve Society is expanding its 
Agency force .... Rich territories open to Men 
who want to INCREASE their INCOME... . Full 
line of Protection .... NO WAR CLAUSES! 


— WRITE TODAY — 
ANCIENT ORDER OF 


UNITED WORKMEN 
LIFE INSURANCE COMPANY 
NEWTON, KANSAS 








ee 





RESPONSIBLE for getting the NFC 
convention news in the nation’s pa- 
pers were Leland A. Larson, editor of 
publications for Woodmen of the 
World, Omaha, and Richard E. Jeanes, 
publicity director and publisher of Ro- 
yal Neighbors. Mr. Jeanes headed the 
press committee, arranging besides 
newspaper coverage radio broadcasts 
concerning convention features. 








longing that can be instilled by groups 
such as fraternals. 

The fraternal, through its ideals of 
brotherhood, generates a spirit that 
satisfies the individual’s hunger for 
happiness, Mr. Maxim commented. 
Properly developed, he said such a 
spirit becomes a way of life among 
individuals, enhancing both the pros- 
pects of a happier existence for the in- 
dividual and of a _ peaceful world 
brought about because of the under- 
standing and love of all individuals. 





Special Exhibits Attract 


Attention at Atlantic City 


Two special exhibits displayed at 
the Atlantic City convention of NFC 
attracted considerable attention. One 
was made up of the various material 
used by societies as aids to field repre- 
sentatives in promoting membership 
and insurance sales. The exhibit is an 
activity of the press section and it was 
on display during the meeting of that 
group. 

Receiving the scrutiny of all who at- 
tended the sessions was the exhibit of 
publicity gained by fraternals as a re- 
sult of the NFC bloodmobile project. 
Consisting of clippings of newspaper 
and magazine publicity, the display 
was convincing evidence the blood 
project carried the story of fraternal- 
ism to all parts of the country. 





America. 








MODERN WOODMEN OF AMERICA 


Moving Forward with the Nation 


Throughout its 71-year history, Modern Woodmen of America has built on a firm 
foundation of integrity, establishing the Society in a position of trust throughout 


In large and small communities, it is regarded as a faithful servant and 


Protection at no extra cost. 





HOME OFFICE 


friend. Its program for the future is geared to move forward with America, continuing 
to give the most in service to Insured and Beneficiaries, keeping abreast of changing 
times and economic requirements. 
To young men or women who desire a future with an organization of recognized stability, 
Modern Woodmen offers every opportunity. A sound training program prepares them 
to serve as competent, enlightened life underwriters, capable of intelligently review- 
ing and programming the life insurance needs of every insurable man, woman and child. 


5 IMPORTANT FACTS YOU SHOULD KNOW ABOUT MODERN WOODMEN 
@ More than $790,000,000 paid in benefits. 
@ An unsurpassed record of prompt payment. 
@ Assets exceed $186,000,000, with a strong investment portfolio. 


@ More than 25 modern plans of insurance are issued . . 
member of the family from birth to age 60. 


@ Modern Woodmen GIVES the POLIO-PROTECTION PLUS .. . 


covering the needs of every 


Extra 


MODERN WOODMEN OF AMERICA 


(Est. 1883) 


ROCK ISLAND, ILLINOIS 









The Secretaries Section elected Mrs, 
Dorothy H. Needham, Woman’s Bene- 
fit, president at its parley during the 
NFC meeting. She replaces R. Gordon 
Pope, Equitable Reserve, who was 
named to the executive committee, 
William Hayward, Gleaner Life, be- 
comes vice-president and Miss Jose- 
phine Weigl, Women’s Catholic Order 
of Foresters, continues as secretary- 
treasurer. 

Rounding out the executive commit- 
tee are James Elder, Independent Or- 
der of Foresters, and Mrs. Florence 
J aoe Supreme Forest Woodmen Cir. 
cle. 

“The Collection of Premium Pay- 
ments” was considered by a panel 
made up of Margaret Walker, Royal 
Neighbors; Herbert Voecks, Aid Assn. 
for Lutherans; Howard M. Lundgren, 
Woodmen of the World, Omaha, and 
Mrs. Needham and Mrs. Jensen. 

€ 2 @ 

Discussing “Combatting the Problem 
of the Delinquent Premium,” Robert 
H. Platt, superintendent of agencies 
for Modern Woodmen, advocated a 
change in thinking from the negative 
to the positive. In keeping with this, 
he said his organization is beginning 
to talk about persistency, not lapsa- 
tion. A basic reason for poor persis- 
tency, he went on, is that much busi- 
ness never should have been written. 
While the poor persons need life in- 
surance more than others, he sug- 
gested this business be left with the 
industrial life company debit man. 
Fraternal societies have enough pros- 
pects who are not in this class to keep 
agency forces busy for many years. 

According to Mr. Platt, persistency 
could be improved through better edu- 
cation and training of field forces, 
This is needed in prospecting, knowl- 
edge of product and sellng to cover 
needs. As an example he pictured a 
man with four policies, all but the last 
purchased because the agent was a 
fast talker, owning life insurance is an 
accepted custom, or similar reasons. 
The last, however, is a special one. It 
represents a plan that will pay the 
wife and children a_ guaranteed 
monthly income for a certain period 
after assured’s death and after that a 
guaranteed monthly income for the 
wife until her death. If economic stress 
causes the assured to cut corners, quite 
likely he will drop the earlier policies, 
but not the last because it has a spe- 
cial meaning for him and his family. 

e e e 

Needs selling is not the entire an- 
swer, however, Mr. Platt averred. Un- 
less secretaries properly service the 
business sold, poor persisteney and the 
ever-present problem of “the delin- 
quent premium” will arise. Even the 
collection system presents a problem 
and perhaps could use an overhauling. 
Often the collector is a janitor, or 
railroad section hand. Wonderful per- 
sons, the speaker said, but the agent, 
who constantly is being urged to write 
a better class of business, after selling 
a high class prospect must refer him 
to such a person for premium pay- 
ment. Many local collectors frankly 
say they will “not go across the street” 
to collect a premium, or will not tele- 
phone the new member to remind him 
his next premium is due. Perhaps 4 
solution lies in having all premium 
payments mailed to the home office, a 
growing practice among fraternals, the 
speaker concluded. 
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Sales Ideas, Training Is Program For 
Field Managers; Henne New President 


Staging a program that featured 
practical application of sales ideas as 
well as more effective training for the 
field worker, Fraternal Field Man- 
agers Assn. at its meeting during the 
NFC convention in Atlantic City elec- 
ted Richard E. Henne, Gleaner Life, 
president succeeding Louis E. Probst, 
Independent Order of Foresters. 

John N. Cochran, Woodmen of the 
World, is the new vice-president and 
Robert H. Platt, Modern Woodmen, 
was reelected secretary-treasurer. 
Named to the executive committee 
were Mrs. Nelle A. Sexton, Royal 
Neighbors; David Baer, Baptist Life; 
M. J. Emerson, Lutheran Brotherhood, 
and Mr. Probst. 

Use of the telephone in selling was 
the topic of both Frank Reisner, Lu- 
theran Brotherhood, AHentown, Pa., 
and Miss Gloria Gaskin, New Jersey 
Bell Telephone Co. John N. Cochran, 
Woodmen of the World, Omaha, dis- 
cussed “The Value of FIC in Sales 
Training.” 

eo i e 

Using recordings and charts, Miss 
Gaskin impressionably showed how 
careless use of the telephone in busi- 
ness can alienate prospects. Illustrat- 
ing many of what she termed the most 
common faults when telephoning, Miss 
Gaskin emphasized most often they 
merely are habits that easily can be 
broken. Once a proper telephone tech- 
nique is developed, she contended the 
rewards to the person will be many. 

Referring to the popular theory that 
the approach is half the sale, Mr. Reis- 
ner of Lutheran Brotherhood contend- 
ed this is true only if the agent is 
approaching prospects rather than 
merely people. The Allentown agent 
recalled that early in his business ca- 
reer he was making from 25 to 30 calls 
a day, but no sales. Often the person 
he was trying to contact wasn’t home 
and it was necessary to talk to another 
member of the family. This required 
subsequent calls, adding unnecessari- 
ly to the work schedule and leaving 
the person unimpressed with the 
agent’s business procedures. 

While it was necessary to talk to a 
prospect, Mr. Reisner said he reasoned 
it was not necessary to see him. And 
this would leave him more opportunity 
for interviewing between the valuable 
early evening hours instead of spend- 
ing the time attempting, on a hit-or- 
miss basis, to establish contact with a 
prospect. 

Mr. Reisner solved this problem by 
using the telephone for approaching 
prospects. The time of the call he 
found important because prospects 
usually are home early in the evening. 
He arranged to have his dinner about 
5 p.m. so he ccu'd spend an hour on 
telephcne prospecting beginning at 
5:30. As with any other type approach, 
the way can be smcothed when ma- 
king contact by telephone. He said he 
uses pre-approach letters and find 
they cut down the time of calls since 
the Prospect is familiar with the dis- 
Cussion subject. 

After a year of experimentation, Mr. 
Reisner, said he settled on a talk sub- 
stantially the same for all prospects. 
After establishing contact, he asks for 
the prospect by his full name, making 
certain it is clearly and distinctly pro- 
nounced. If he is not sure of the pro- 
nunciation, he asks if “that’s correct.” 


He said a typical conversation could 
go thusly: “Is this Mr. Harold Hoel? 
This is Frank Reisner. I am with Lu- 
theran Brotherhood. We are the in- 
surance society for Lutheran folks.” 

He then pauses for a comment, and 
often the prospect mentions he has re- 
ceived some descriptive literature. Mr. 
Reisner adds, “And I speak to a lot of 
people in your church.” Here, he said, 
he mentions the name of the church 
if he knows it. Continuing, “And one 
person tells us about the next; some- 
one gave me your name and asked me 
to call you.” If the prospect does not 
mention receiving literature, Mr. Reis- 
ner calls this to his attention, going 
on to say “I usually send some litera- 
ture before I make a call so the folks 
know what we are talking about when 
we call. Mr. Hoel, I was wondering if 
I might come and visit you some time 
and tell you what we can do. I am 
sure you will be interested in know- 
ing about us; everyone is. Are you 
ever home during the day?” 

Mr. Reisner explains he always trys 
for a daytime appointment, describing 
these as “extra money in the pocket.” 
He said early evening hours just are 
not long enough to see all prospects 
who favor that time. If a daytime ap- 
pointment is not convenient, he asks, 
“How about Wednesday evening?” 

He then checks the address he has 
for correctness, adding “It will be a 
pleasure to meet you Wednesday night 
at 7 p.m.” He addresses a card, placing 
the date of mailing in the corner, and 
sends it to the prospect as a reminder 
the day before the appointment. 

e e @ 

Mr. Reisner suggested the agent 
make his telephone approaches in a 
secluded surrounding. As a check on 
himself, he mentioned he often tele- 
phones before a full length mirror, 
imagining his reflection is the prospect. 
This helps him to be certain the all 
essential smile is present. 4 

Telephoning does many things for 
the agent’s business besides making 
it easier and cheaper to operate, ac- 
cording to Mr. Reisner. It is important 
from a prestige standpoint since it in- 
dicates the agent is attaching value 
both to his and the prospect’s time. 
This particularly is true when selling 
to women. Most women dislike having 
insurance men call unannounced, but 
often their reception is more cordial 
when initial contact is made by tele- 
phone. 

Mr. Reisner said last year he made 
225 phone calls that reached the pros- 
pect. From these he cbtained 62 inter- 
views, “a batting average of .302.” The 
return to him, he pointed out, was 
$14.53 for each phone call and $17.60 
for each interview. 

That no phase of the training pro- 
gram has been more effective than the 
Fraternal Insurance Counsellor Course 
is demonstrably apparent from the ex- 
perience of the societies comprising 
National Fraternal Congress, declared 
Mr. J. N. Cochran. It must be realized, 
he stressed, that the new field worker 
is not a piece of furniture, but a hu- 
man being subject to doubts and mis- 
givings. He must be oriented in the 
work through a process of coaching 
by a trained person, then be motivated 
to do personal research and study. 
“Here is where the FIC course fits 
perfectly into the training program 


because it will inspire and fortify the 
(CONTINUED ON PAGE 28) 





ELECTED at the NFC meeting to guide Fraternal Field Managers Assn. were 
J. N. Cochrane, Woodmen of the World, Omaha, vice-president; Richard E. 
Henne, Gleaner Life, president; Louis E. Probst, Independent Order of Forest- 
ers, past president who was named to the executive committee, and Robert H. 
Platt, Modern Woodmen, secretary-treasurer. 











THE MACCABEES 
JUNIOR ESTATE BUILDER 


We call this our “Stop and Go” plan. 


It allows parents to build a substantial insurance estate 
for their children at low juvenile rates . .. Then at 

age 21 the children may GO on with the plan and have 
five times the original insurance protection, with no added 
cost. This amount will be-paid up at age 60. 


Or they may STOP payments and receive a choice of 

the following benefits: 

e Paid up insurance equal to about 2% times the 
original face value. 

e Extended term insurance for 41 years. 

e Accept a liberal cash settlement. 


Sales Aids—High-powered sales ammunition produces 
qualified prospects and helps close the sale. Direct mail 
material, custom designed for this plan, is FREE to our 
agents in unlimited quantities including all postage costs, 


Packaged 
Insurance 
Sells 


Faster 


(One of a series) 








e We offer excellent opportunities for rapid 
advancement in many territories in the U. S. and 
Canada. Write to Robert 0. Shepler, Field Director, 
for complete information, 
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Dr. Henning Takes 
Over as Head of 
Medical Section 


Dr. Roger E. Henning, Aid Assn. 
for Lutherans, was elevated to presi- 
dent of the medical section at its 
gathering in conjunction with the NFC 
meeting. He replaces Dr. Jane W. 
McMullen, Royal Neighbors. 

Completing the officer list are Dr. 
Erle S. Ross, Brotherhoed of Rail- 
road Trainment, ist vice-president; 
Dr. C. Gordon Vaughn, Degree of 
Honor Protective, 2nd vice-president, 
and Dr. Hubert R. John, Maccabees, 
Detroit. 

Program attractions were talks by 
Archibald C. Wilson, medical director 
for reimsurance, Connecticut General 
Life, “Non-Vascular Degenerative Con- 
ditions of Underwriting Interests”; 
William D. Stroud, University of 
Pennsylvania professor, “Coronary 
Artery Disease and Life Insurance,” 
and Dr. L. S. Ylvisaker, vice-presi- 
dent and medical director of Fidelity 
Mutual Life. 

Mentioning that detection of early 
degenerative disease is most difficult, 
Dr. Wilson described symptoms and 
signs as usually vague and _ illusive. 
It is difficult enough for the practic- 
ing physician, he said, to whom the 
history is detafled freely and at great 
length. It is even more. difficult for 
the medical director, because the 
average applicant is at no pains to 
strain his memory beyond the definite 
and spectacular elements in his medi- 
cal history. 

-Dr. Wilson cautioned against super 
selection in this area. He added, how- 
ever, insurers should guard against a 
tendency to discount the significance 
of various symptoms and signs merely 
because they are being seen more fre- 
quently. Antibiotics are helping in cop- 
ing with some of the complications, 
but they obviously do nothing to alter 
the basic pathology of chronic and de- 
generative disease, he concluded. 

Dr. Ylvisaker remarked that new 
information gathered from research 
and experience is helping the medical 
man to clarify one cardiovascular 
problem after another, “with the 
hoped-for result that we are able to 
offer safely the benefits of life insur- 


ance to many applicants with cardio- 
vascular conditions who formerly were 
considered uninsurable.” 

Along with these gains, he said 
there should come fewer losses from 
the serious forms of heart disease 
which now can be more clearly identi- 
fied. 


Youth Counselors 
Breakfast Again 
Convention Highlight 


Fast becoming one of the most pop- 
ular gatherings of the various NFC 
affiliate groups, Fraternal Youth 
Counselors Assn. again staged a scin- 
tillating breakfast program during the 
Atlantic City parley that attracted an 
attendance of record proportions. 

Louise Patrick, Supreme _ Forest 
Woodmen Circle Assn. as_ president 
presided over the program that includ- 
ed a greeting from NFC president, 
Lendon A. Knight. Among those at- 
tending were a large number of society 
presidents and secretaries as well as 
several past presidents of the coun- 
selors’ association. 

Speaker was Mrs. J. Warren Hast- 
ings of Washington, D. C., widely 
known for her work with young 
people. She noted that one out of 
every 10 children in America comes 
from a broken home and urgently 
needs the affection and assistance 
which characterizes the work of the 
various fraternal youth counselors. 
Such children, she said, are in dire 
need of a friend and an opportunity 
to gain recognition. By accepting the 
child as he is, instead of immediately 
trying for a transformation of charac- 
ter if necessary, the speaker said the 
counselor will have a much greater 
chance of realizing the objectives of 
his work. : 

E. Willis Lamoreau, Junior Order 
of United American Mechanics; Mrs. 
Anna M. Cooley, Royal Neighbors, and 
Michael Grasha, Croatian Fraternal 
Union, are other association officers. 
Its election is held at the spring meet- 
ing. 


National Surety Is Host 


NFC conventioneers at Atlantic City 
enjoyed the hospitality of National 
Surety. As has been its tradition, the 
company staged receptions each day, 
with C. S. Cooper, fidelity manager at 
New York City, and M. J. Fahey of 
Joyce, Inc., general agency at St. Paul, 
as hosts. 





Clara B. Cassidy 
National President 





for: WOMEN and GIRLS 


In Assets ........ $51,000,000 And 
Our ie. once . 
Membership 151,859 Still 
64th Benefits Paid . . .$70,355,489 - 
' al Growing 
(since organization) 
Year 


Supreme Forest 
WOODMEN CIRCLE 


Omaha, Nebraska 


Florence H. Jensen 
National Secretary 











PRESIDENTS SECTION officers, elected at Atlantic City: LeRoy Stohlman, 
Aid Assn. for Lutherans, Ist vice-president; Stephen M. Tkatch, Greek Catholic 
Union, president; Alan Brown, Woodmen of the World, Denver, past president; 
Mrs. Frances L. Torkelson, Royal Neighbors, 2nd vice-president, and Mrs. Edna 
E. Dugan, Degree of Honor Protective, secretary-treasurer. 











S. M. Tkatch Elected 
hy Presidents to 
Succeed Brown 


Stephen M. Tkatch, Greek Catholic 
Union, at the NFC Atlantic City con- 
vention moved up to president of the 
Presidents Section, replacing Alan 
Brown, Woodmen of the World, Den- 
ver. Other officers are LeRoy G. 
Stohlman, Aid Assn. for Lutherans, 
lst vice-president; Frances L. Torkel- 
son, Royal Neighbors, 2nd vice-pres- 
ident; and Edna E. Dugan, Degree of 
Honor Protective, secretary-treasurer. 

Inspiring messages were delivered 
by District Judge Robert W. Hansen of 
Milwaukee, past president of Fraternal 
Order of Eagles, on “Democracy in 
Fraternalism,” and Louis E. Probst, 
supreme chief ranger, Independent Or- 
der of Foresters, on “Lodge Attendance 
in These Times’. 

Mr. Hansen, offering a key to prog- 
ress for fraternals, warned against 
disregarding the time-honored factors 
which have been membership motiva- 
tors. He charged it is the duty of an 
organization’s leader to search the past 
to determine the emotional factors and 
other reasons that caused people to 
join, adding that in nearly all cases 
they can be employed today with equal 
effectiveness. 

To sever an organization from its 











ERNEST R. DEMING, SR., presi- 
dent, and his son, Ernest R. Deming, 
Jr., assistant secretary, representing 
Unity Life & Accident at the NFC 
muster. 


early years is a threat to continuity, 
according to Mr. Hansen. Agreeing 
new blood is needed, he warned it 
must be of the proper type or the 
blend will be such as to constitute a 
threat to the organization’s very ex- 
istence. 

When the benefits offered are made 
the goal of an organization, Mr. Han- 
sen said the dream of the individual, 
the sense of belonging and participa- 
tion, will become atrophied. The value 
of a fraternal, he contended, is mea- 
sured by its degree of commitment to 
the individual, its meaning for him. 
Serving the individual is the very rea- 
son for the fraternal’s existence and is 
the foundation that must support the 
entire system if it is to progress. 

Mr. Probst stressed the importance 
of improving the quality of local lodge 
meetings, as it is at this level interest 
in an organization is built and main- 
tained. Strong local lodges, he con- 
tinued, serve as effective centers of 
influence that never will dissipate. 
Each member of a lodge that offers 
interesting programs is anxious for 
his friends to share the same benefits, 
thereby: offering to the field worker a 
fertile expansion field. Unlike the com- 
mercial company representative, the 
field worker backed up by attractive 
local programs can insistently ap- 
proach all fellow members for referred 
leads. 

To develop scintillating local meet- 
ings, Mr. Probst suggested the head of- 
fice take on the responsibility of out- 
lining and fostering programs. Armed 
with a well-prepared format, local of- 
ficers can arrange the type meeting 
which will attract attendance and 
prove entertaining. As a_ follow 
through, he recommended that all field 
workers be trained on the proper con- 
duct of meetings and importance of 
encouraging attendance. 





OPPORTUNITY 
FOR CAREER PEOPLE 


If you are interested in making 
Life Insurance selling your career, 

If you want to become a Life In- 
surance Counsellor instead of a ped- 
dler of $1000 policies, 

If you want to make more money; 
then write to 

J. Allen Porterfield, Field Manager 

EQUITABLE RESERVE ASSOCIATION 

Neenah, Wisconsin 


(Good territory open for men or women in 
Illinois, Michigan, Minnesota and Wisconsin.) 
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Actuaries Have 
Sparkling Card; 
Elect Stauffer 


Franklin C. Stauffer, Modern Wood- 
men, was elected president of the 
Fraternal Actuarial Assn. at its meet- 
ing during the NFC Atlantic City 


gathering. He replaces Daniel D. 
Macken, Woodmen of the World, 
Omaha. 


Other officers are Samuel Eckler, 
Toronto consulting actuary, vice-presi- 
dent; Miss Mary M. Cusic, Royal 
Neighbors, secretary; Harmon R. Tay- 
lor, Cedar Rapids, Ia., consulting 
actuary, treasurer; Robert H. Taylor, 
also a consultant at Cedar Rapids, 
editor, and Frank H. Lee, Woman’s 
Benefit, librarian. 

Named to the council were John 
Gall, Aid Assn. for Lutherans; Thomas 
F. Hanrahan, Unity Life & Accident; 
Frank E. Gerry, consulting actuary at 
Springdale, Conn., and Robert E. 
Bruce, Chicago consultant. 

Papers were presented by Mr. 
Stauffer on “A Review of Automatic 
Non-Forfeiture Options”; George A. 
Huggins, Philadelphia consulting actu- 
ary, on “Social Security Amendments 
of 1954”, and Ingolf Lee, Lutheran 
Brotherhood, “Preparation for the Use 
of Data Processing Equipment’. 

e e e 

Walter Rugland, Aid Assn. for 
Lutherans, and E. D. Brown, Jr., 
Chicago consulting actuary, discussed 
the advantages and disadvantages of 
home office collection of premiums as 
compared to collections by local lodge 
secretaries. 

Mr. Rugland described the home 
office collection procedure of his so- 
ciety, including premium notices. Mr. 
Brown stated the home office collection 
procedure of Lutheran Brotherhood 
has proved satisfactory. 

Mr. Stauffer discussed the automatic 
premium loan provision and the auto- 
matic non-forfeiture option of ex- 
tended term insurance, mentioning 
there appears to be a trend to popu- 
larize the former. Nevertheless, he con- 
tended the extended term insurance 
option is of greater benefit both to the 
insured and the society. 

He said Modern Woodmen has an 
automatic premium loan option as a 
certificate provision on a large block 
of old business, whereas since 1936 
certificates have contained the ex- 
tended insurance provision. It has 
been found the cost of handling the 
former is “fantastic” when compared 
with that of the latter. Only when re- 
instatement is made within 12 months 
after default could it be conceded the 
automatic premium loan option is less 


expensive to administer than the ex- 


tended insurance provision. If one 
premium loan is outstanding to the 
point that a single interest notice must 
be mailed, the loan becomes as expen- 
sive to handle as extended insurance 
with subsequent reinstatement. While 
the insurer receives loadings under 
automatic premium loan, certain ex- 
penses continue. Dividends and com- 
missions are payable and usually there 
is the expense of returning the local 
lodge dues that have been loaned as 
part of the premium. 

While the automatic premium loan 
will maintain an original plan with 
supplementary and special benefits in 
force, Mr. Stauffer opined the desira- 
bility of this is a moot point. Mainten- 
ance of the original insurance in force 
would be advantageous only if it can 
be anticipated that at some future date 
premium payment is to be resumed, 
the loan repaid, or the loan at least 
stabilized by regular interest pay- 
ments. To anticipate this in the ma- 
jority of such cases “is a snare and a 
delusion,” he stated. 

One of the definite disadvantages of 
using automatic extended insurance is 
not as applicable to fraternal as com- 
mercial insurers, Mr. Stauffer pointed 
out. This disadvantage is the non- 
payment of claims because insured and 
his beneficiary tend to forget the in- 
surance is in force, particularly when 
the extended period is of long dura- 
tion. It does not appear there could be 
a “lost” extended insurance contract 
in a fraternal society, where regular 
collection reports are being sent to 
local units each month, whereon ex- 
tended insurance cases are listed along 
with expiration dates. The local col- 
lector usually knows all insured under 
the society’s contracts and is well ac- 
quainted with their families. As a re- 
sult, it would be a rare instance when 
the death of an insured under extended 
insurance would not be reported by 
the local collector. 

Mr. Huggins in his talk compared 
old-age and survivors insurance bene- 
fits under the social security act as 
amended in 1952 and in 1954. He re- 
marked this year’s amendments ex- 
tended compulsory coverage under the 
self-employment provisions to farmers, 
and to certain groups of professional 
men such as architects, engineers, ac- 
countants and funeral directors, but 
at their request some groups such as 
doctors, lawyers and dentists remain 
uncovered. 

Mr. Huggins said a slight change 
also was made in the tax structure so 
that the employer-employe taxes now 
stand at 2% until Jan. 1, 1960; 2%% 
until Jan. 1, 1965; 3% until Jan. 1, 
1970; 314%4% until Jan. 1, 1975, and 4% 
from then on. 

Mr. Lee recommended in his talk 
that in preparing for possible use of 








TWO PRAETORIANS, John N. Har- 
ris, Sr.. and Rex James, a past presi- 
dent of the Press Section, pictured at 
the NFC meeting. 





IN A HUDDLE between NFC ses- 
sions are R. G. Ransford, president 
of Gleaner Life, and W. Cable Jackson 
of Modern Woodmen. 





FRATERNAL ACTUARIAL ASSN.’S new officers, attending NFC gathering: 
Daniel D. Macken, Woodmen of the World, Omaha, past president; Miss Mary 
Cusic, Royal Neighbors, secretary; F. C. Stauffer, Modern Woodmen, president, 
and two consulting actuaries, H. R. Taylor of Cedar Rapids, Ia., treasurer, and 
F. E. Gerry of Springdale, Conn., a council member. 








the latest electronics equipment the 
society appoint a planning committee, 
which might include an actuary and 
an accountant, to devote full time to 
a study. of the feasibility of utilizing 


such equipment. According to the 
speaker, this equipment probably will 
completely change office procedures 
throughout the insurance industry 
within the next 10 years. 


For 59 Years 


Royal Neighbors of America 


has provided a dual service 


of fraternalism and life 


insurance for women, men, 


and children. 


Insurance in Force 


Admitted Assets 


Membership 


$419,311,677 
$147,283,181 


557,409 


Royal NEIGHBORS OF AMERICA 
Supreme Office ¢ Rock Island, Illinois 
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Brown New State 
Congresses Chief 
Succeeding Johnson 


The helm of of the State Congresses 
section went to Gerald Brown, Pro- 
tected Home Circle, Cleveland, during 
it¢ session at the NFC Atlantic City 
rally. He succeeds as president Richard 
W. Johnson, Maccabees, Miami, who 
was named to the executive committee. 

Other officers are Mrs. Judy I. 
Hubble, Modern Woodmen, Brooklyn, 
Ist vice-president; James Mottley, 
Praetorians, Dallas, 2nd _ vice-presi- 
dent, and Mrs. Ann Wells, Woodmen 
Circle, Indianapolis. In addition to 
Mr. Johnson, the executive committee 
consists of Mrs. Ann L. Hooten, Birm- 
ingham; Mrs. Nelle Sexton, Royal 
Neighbors, Spencer, Ia.; Louis E. 
Caras, Woonsocket, R. I.; Elva H. 
Choate, Woman’s Benefit, Seattle, and 
J. Allen Porterfield, Equitable Re- 
serve, Neenah, Wis. 

e e 

Pointing to the recruiting responsi- 
bility of those who comprise the state 
congresses, Robert O. Shepler, field 
director of the Maccabees, in a lunch- 
eon address offered four “W’s” as a 
guide to improving results in this area. 
He listed these as who, what, when and 
where. 

Mr. Shepler advised definitely allo- 
cating recruiting responsibility, noting 
in his society this is a duty of the 
state managers. The head office inserts 
recruiting ads in trade publications, 
referring replies to the state managers, 
and has prepared pamphlets on career 
selling the manager can use in con- 
tacting agent prospects. 

Mr. Shepler expressed the belief 





DAVID’ BAER, 
Baptist Life; Nelle 
A. Sexton, Royal 
Neighbors, and M. 
theran Brother- 
hood, all execu- 
tive committeemen 
of Fraternal Field 
Managers ASSN0., 
shown at NFC 
convention. 











each society should set up field repre- 
sentative qualifications to help in de- 
ciding what kind of person it is 
looking for. By establishing high goals, 
there would be an automatic upgrading 
of the field force. He listed certain 
check points that could be used by a 
manager to decide sales potentiality. 
He advised examining previous em- 
ployment records to determine salary 
range, employment longevity and work 
habits. Though varying with localities, 
the ideal age for a new representative 
appears to be between 25 to 35. The 
average age of the field force should 
not be allowed to advance to the point 
where eventually a complete turnover 
could occur. 

Also to be considered, Mr. Shepler 
said, is the number of dependents the 
prospective agent has. The Maccabees 
generally avoids single men and pre- 
fers a married man with one child. 
Other pertinent questions are the 
amount of life insurance owned, condi- 
tion of health, amount of enthusiasm, 
activity in social or civic groups, abil- 
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ity to manage finances, length of 
membership in a community and pres- 
tige standing and previous life insur- 
ance experience. 

Maccabees’ managers, Mr. Shepler 
related, give two aptitude tests to all 
prospective agents. These are designed 
for the person who has not had pre- 
vious life insurance experience. They 
measure sales ability and help select 
the type person most likely to fit in 
with the society’s objectives. Of corol- 
lary advantage is the recruit reahizes 
the society is interested in him as an 
individual. 

As to the when, Mr. Shepler thinks 
recruiting should be a _ continuing 
activity. He cautioned against taking 
on several recruits at one time, how- 
ever, inasmuch as a training problem 
arises. By taking on new men one at 
a time, personalized guidance can be 
given by the manager, enhancing the 
chances of success. 

e ea oe 


The wheres of recruiting are many, 
according to Mr. Shepler. Among these 
he listed advertisements in _ local 
papers, something he has found to be 
more successful when stressing train- 
ing rather than high pay. Other prom- 
ising sources are situation wanted ads, 
local and state unemployment offices, 
where the manager can pull from card 
files those with possible sales ability; 
prospects for life insurance itself, the 
fraternal’s membership roll and the 
present field force. Where a manager 
has a successful staff, it is the best ad- 
vertisement possible for attracting new 
men. 

Mr. Shepler, stressing that training 
is essential, said the men in the field 
have a right to expect from their so- 
cieties complete material to help them 
build sales. 

In training a new representative, 
M~. Shepler said there should be a 
definite but simple plan in which 
prospecting plays an important part. 
He said he favors new men being 
familiarized at first with merely one 
policy instead of expecting him to 
comprekend the entire policy portfolio 
initially. The overall training plan 
should stress the advantages of the 
fraternal system, he concluded. 





New Flag Pledge Featured 


In keeping with a_ time-honored 
custom, the NFC p.enary sessions and 
various section and association meet- 
ings at Atlantic City opened with a 
pledge of allegiance to the flag. There 
was, however, a noticeable difference, 
largely through the efforts of Luke E. 
Hart, supreme knight of Knights of 
Columbus. Included in the pledge were 
the words “under God,” offieially in- 
serted by Congressional action at the 
last session. It was Mr. Hart who for- 
mally proposed the addition and this 
received the support of the entire NFC 
membership. 


Wolfe New Chief 
of Investment Unit; 
Berle Is Speaker 


The presidential gavel of Fraternal 
Investment Assn. passed from William 
H. Zuehlke, Jr., Aid Assn. for Luther. 
ans, to Fred M. Wolfe, ‘Woman’s Bene- 
fit, at its parley during the Atlantic 
City convention of NFC. 

Leon H. Tolverson, Equitable Re- 
serve, was named _ vice-president; 
Joseph H. Sudimack, Greek Catholic 
Union, secretary, and Harlan fF, 
Eicher, Maccabees, treasurer. 

New executive board members are 
Clyde F. Wilmeth, Junior Order of 
United American Mechanics, and R, 
George Ransford, Gleaner Life. Albert 
A. Horstman, Catholic Order of For- 
esters, is a hold-over member. 

Investment and Revolution in Cap- 
italism” was the subject of the fea- 
tured speaker, Adolf A. Berle, Jr,, 
chairman of New York Savings Bank & 
Trust Co. and a law professor at 
Columbia University. Mr. Berle was 
assistant secretary of state from 1938 
to 1944 and ambassador to Brazil in 
1945-46. 

Mr. Berle said organizations such as 
fraternal benefit societies play a vital 
role in the nation’s economy, adding 
that the future may see them getting 
more and more into the field of risk 
capital. Because yields on riskless se- 
curities are becoming less attractive, 
he advised the fraternal investment 
man constantly to be on the alert for 
development of new markets. 

The greatest unfilled investment 

(CONTINUED ON PAGE 27) 











FRANK MALLETT, vice-president 
of Protected Home Circle, sat in on 
NFC Atlantic City doings with Mrs. 
Mallett and their son, John. 





FRED C. MUELLER, a past presi- 
dent of the NFC Secretaries Section 
who. is marking his 26th anniversary 
with Lutheran Brotherhood, examin- 
ing convention program with Cyrus 
Rachie, attorney for Lutheran Bro- 
therhood. ’ 
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Enight Reviews ‘53 as Year 


of Progress for Fraternals 
(CONTINUED FROM PAGE 19) 
stitution presented at tne convention 
was a major task requiring consider- 
able time on the part of those making 
up the special committee. He listed the 
primary objectives of the revision. 

The second project was preparation 
of the proposed uniform fraternal code 
which has been submitted to the fra- 
ternal insurance committee of Nation- 
al Assn. of Insurance Commissioners 
for consideration. Twice over the past 
years, committees representing NFC 
and NAIC attempted to write a mu- 
tually satisfactory uniform code, but 
agreement could not be reached on two 
or three issues. 

Last December, the NAIC fraternal 
committee expressed the opinion there 
was a real need for a uniform fraternal 
code, recommending another drafting 
attempt be made, Mr. Knight related. 
Following this suggestion, the NFC 
committee on law prepared a prelim- 
inary draft that was submitted to the 
NAIC at its June. meeting. Since then 
the commitee on law and the NAIC 
fraternal committee have appointed 
subcommittees to censider the prelim- 
inary draft and attempt to agree upon 
a final draft that will be submitted to 
each organization for approval. It is 
expected the first meeting of the sub- 
committees will be held before the 
NAIC December session. 

Mr. Knight opined a uniform fra- 
ternal code, approved both by NAIC 
and NFC, would greatly simplify leg- 
islative problems. The laws of some 
states, he said, contain archaic provi- 
sions which impede the progress of 
fraternals. A uniform code would 
greatly enhance chances of securing 
revisions in the laws of such states. 

Pointing out he is of the fiem belief 
every effort should be made by fra- 
ternals to expand membership and sel] 
larger certificates. Mr. Knight said 
nevertheless “we should never forget 
that engaging in fraternal activities is 


another extremely vital function 
without which continuance as a fra- 
ternal society is impossible.” Support 
of charitable organizations, an import- 
ant and laudable function of frater- 
nals, is not the determinative factor 
in establishing the fraternal character 
of a society. Other purely commercial 
companies and individuals make sub- 
stantial donations to charitable organi- 
zations, but they do not thereby be- 
come fraternals. 

Fraternals are required by law to 
have a lodge system, a characteristic 
that distinguishes them from all other 
types of insurers, Mr. Knight stated. 
It is this system, with its varied activi- 
ties, that fully justifies the favorable 
treatment accorded societies by na- 
tional and state laws. “It is the lodge 
system that, by spreading the ideals of 
fraternalism—the ideals of benevo- 
lence, brotherhood, education and re- 
ligiopn—is our most worthwhile ac- 
tivity of all,” he concluded. 





Royal Neighbor Appears on 
‘Hi Neighbor’ Radio Show 


A Royal Neighbor appeared on the 
“Hi Neighbor” program over an At- 
lantic City radio station during the 
NFC convention there. Richard E. 
Jeanes, publicity director and publish- 
er of the Rock Island, IIl., society, as 
chairman of the press committee ar- 
ranged for a radio interview with Tho- 
mas H. Evans of the Red Cross during 
which the NFC bloodmobile project 
was detailed. Because of the similarity 
of the program’s title and that of Mr. 
Jeanes’ society, he also was asked to 
appear on the program. He took this 
opportunity to tell the stery of fra- 
ternalism and describe NFC purposes. 





Field Managers Fete Past Chiefs 


A special feature of the Fraternal 
Field Managers Assn. meeting in 
Atlantic City this year was the pre- 
sentation of handsome plaques to past 
association presidents. This is to be a 
continuing award. L. E. Probst of In- 
dependent Order of Foresters, made 
the presentations. 











FOSTER F. FAR- 
RELL, NFC secre- 
tar y-treasurer- 
manavzer, shown at 
Atlantic City with 
Agnes E. Koob of 
Woman’s_. Benefit 
and Lendon A. 
Kvight cf Royal 
Neighbors, new 
and immediate 
past presidents of 
NFC. 





CARL F. GRANRUD, president of Lutheran Brotherhood, shown at the NFC 
Parley with Roland Stephan and Thomas Byrne of Baptist Life, and Merrill C. 


Gille of Lutheran Brotherhood. 





Be, 


Four Woodmen of the World ladies, pictured at NFC rally in Atlantic City: 








Mrs. Emma Wood, Mrs. John B: Dawson, Mrs. John B. Cobb and Mrs. Farrar 


Newberry. 








Thore Reviews Impact 
of Federal Trends 


(CONTINUED FROM PAGE 19) 
mental change in our national think- 
ing is taking place.” This means, he 
said, that voluntary insurance as an 
important part of the enterprise sys- 
tem has a greater responsibility than 
ever to emphasize the risks of over- 
expanded social programs and the im- 
portance of voluntary insurance in the 
economic system. 

“It also means, however, that pub- 
lic relations-wise, voluntary insurance 
might be harmed if we adopt an in- 
flexible policy that is not sensitive to 
the changing demands and needs of 
society, or if we are unduly pessimist'c 
as to the outcome of social experi- 
mentation. It is important to realize 
that there is no simple scientific test 
to tell us when a given change in wel- 
fare legislation is good or bad. Nor is 


it always easy to understand that any 
given time the full meaning of a trend 
that has come upon us so suddenly 
and is so puzzling in its long-range im- 
plications.” 

“The gap between what is and what 
ought to be probably exists in every- 
one’s mind,” Mr. Thore._ stated. 
“Through history mankind has dealt 
with this gap in various ways. At times 
people have tried to ignore it. Other 
times leaders have been too nagging 
about it. No society has ever come very 
close to closing the gap. But never, for 
very long, have efforts to close it been 
given up. At this point in history. the 
gap between social ideals and the ac- 
tual behavior of the world we live in is 
being narrowed. There is great hope 
for social progress. But there is also 
tension between the ideal and the real. 
Voluntary insurance is caught between 
these forces. It will survive because it 
is both idealistic and realistic.” 
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Agnes E. Koob Chosen several committees which for the most 
. part have been inactive. 

as New NF C President Miss Koob began her career with 


(CONTINUED FROM PAGE 19) 

E. Probst, supreme chief ranger of In- 
dependent Order of Foresters, and Le- 
Roy G. Stohiman, president of Aid 
Assn. for Lutherans. As immediate 
past president Mr. Knight ex-officio 
becomes a member of the executive 
committee. 

Under the new constitution, future 
NFC conventions will be three instead 
of four day affairs. Heretofore, the 
first two days of conventions have 
been devoted to meetings of affiliate 
sections and associations, and the last 
two to plenary sessions. Henceforth, 
half of each convention day will be 
devoted to plenary sessions and half 
to section meetings. This is expected 
to stimulate interest in attendance at 
both general sessions and_ section 
meetings. It also will eliminate as 
much as possible conflict in the time 
of the section meetings so that mem- 
bers will have the opportunity to at- 
tend more of these gatherings. 

-_ o e 

Under the new constitution, official 
recognition was offered four associa- 
tions which traditionally have met 
at the time of the NFC convention but 
as independent organizations. These 
are the associations of field managers, 
investment men, actuaries and youth 
counselors. The constitution provides 
they will have the same affiliate sta- 
tus as has been enjoyed by the presi- 
dents, medical, law, press, secretaries, 
and state congresses sections. 

The actuarial section actually will be 
a new organization inasmuch as Fra- 
ternal Actuarial Assn. resolved to con- 
tinue its separate identity. However, 
the members favored organization of 
an unrelated group that would become 





EUGENE THORE, general counsel 
of Life Insurance Assn., a speaker at 
the NFC Atlantic City rally, pictured 
with Mrs. Thore. 








affiliated with NFC as the actuarial 
section. This approach was taken be- 
cause many Fraternal Investment 
Assn. members are consulting actu- 
aries and consequently not eligible for 
NFC membership. Also, it was pointed 
out the association over the years has 
come to be known as an independent, 
professional organization. It was 
thought a continuance of this status 
would better enable the association to 
carry out its objectives. 

There also was debate among field 
managers as to whether or not they 
should continue their organization as 
an independent group. A definite de- 
cision was put off until the associa- 
tion’s May meeting, though popular 
opinion was the managers would fol- 
low the example of the investment 
men and youth counselors by accept- 
ing the invitation to align themselves 
officially with NFC. 

The new constitution also abolishes 
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ONE TO GROW ON 


That is what the founders of Gleaner Life Insurance Society bestowed 
back in 1894 upon their new infant when they bequeathed to it a Con- 
stitution providing for Benevolence — Protection — Fraternity for its 


The infant has come to vigorous maturity. Gleaner Life is celebrating 


We salute the founders who guided us to paths of service—and we 
salute those other fraternals who have been congenial associates on 
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Woman’s Benefit immediately after 
graduation from business school. After 
a few years in various departments 
where she received a thorough knowl- 
edge of the work, Miss Koob was as- 
signed to work with the late Bina 
West Miller, founder of Woman’s Ben- 
efit and then the supreme president. 
She remained with Mrs. Miller until 
the latter’s retirement in 1948, at which 
time she took over the duties of su- 
preme president, being elected offi- 
cially to that position in 1950. 

Shortly after being assigned to Mrs. 
Miller’s office, Miss Koob began to 
accompany the former to NFC conven- 
tions. Through membership on var- 
ious committees she has become well 
acquainted with NFC members. She 
was elected a member of the NFC ex- 
ecutive committee in 1951, and in 1953 
was president of the President’s Sec- 
tion. 

Mr. Crowns, the new vice-president. 
has been high secretary of Catholic 
Order of Foresters since 1944. He has 
served two terms on the NFC execu- 
tive committee and is a past president 
of the Secretaries Section. He was 
chairman of the committee which 
drafted the revision of the constitu- 
tion. 

Following two days of meetings 
staged by the six sections and four 
associations affiliated with NFC, the 
first plenary session got under way 
Wednesday morning with an invoca- 
tion by the Very Reverend George E. 


K. Borshy, executive secretary of the: 


Hungarian Reformed Federation of 
America. 

Greetings were extended by George 
Rock, president of the New Jersey 
Fraternal Congress, and J. C. Allen, 
president of Canadian Fraternal Assn. 
After an address by Alden C. Palmer, 
chairman of Insurance Research & 
Review, reports were made by Messrs. 
Knight and Farrell as well as by 
committee chairmen. 

e ® e 

Mr. Farrell, in his report as secre- 
tary-treasurer-manager, said the past 
year has been a good one for both in- 
dividual members and the congress. He 
observed there is a gradual national 
development taking place which should 
be of encouragement to NFC members. 
He said trade associations, cnze con- 
sidered groups which enlist aid to 
further selfish purposes of curbing 
competition and fixing prices, now are 





VISITING between NFC sessions are 
J.-C. Lehr, president of Maccabees, 
and Walter Macklin, a member of the 


Maccabees board and Quebec man- 


ager. 








gaining prominence as speaking forth- 
rightly for an entire industry or field 
of endeavor. Using associations as a 
media, various organizations in a par- 
ticular industry are cooperating not 
only with the government, but with 
each other. 

As an example of cooperation among 
associations, Mr. Farrell said at the 
last meeting of National Assn. of In- 
surance Commissioners an association 
presented a model bill for approval. 
The bill, which would have been in- 
troduced in all state legislatures meet- 
ing in 1955, inadvertently affected fra- 
ternal benefit societies by requiring 
their certificates be closed contracts. 
This was not the intention of those who 
submitted the bill and when it was 
called to their attention modifications 
were made to eliminate the application 
to fraternals. 


NFC, composed as it is of 109 fra- 
ternal societies, numbers within its 
membership 17 different nationality 
groups, four different religious groups 
and seven labor societies, “but it is far 
from being a gallimaufry,’’ Mr. Far- 
rell said. “The societies have found 
that the problems which worry them 
today may have been solved by an- 
other society yesterday and that the 
pooling of knowledge is the surest step 
toward progress,” he added. They are 
banded together as a cohesive unit, 
capable of presenting a united front 
on any matter which threatens their 
welfare. 

Committee reports continued into the 
Wednesday afternoon session which 
featured an address by Charles Roz- 
marek, president of Polish National 
Alliance, on “Fraternal Benefit Soci- 

















NEW FRATERNAL INVESTMENT Assn. officers pictured at NFC gatheriné: 


Leon H. Tolversen, Equitable Reserve, vice-president; William H. Zuehlke, Jt. 
Aid Assn. for Lutherans, outgoing president; Fred M. Wolfe, Woman’s Benefit, 
president; Joseph H. Sudimack, Greek Catholic Union, secretary, and Harlan 


F. Eicher, Maccabees, treasurer. 
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eties are a Potent Factor in Combatting 
Communism”. He stated that it is re- 
grettable the federal government does 
not recognize fraternal organizations 
are the backbone of resistance to Com- 
munism and communist infiltration. 
“They should know in Washington 
that in our fraternal benefit societies 
they have the best organized and most 
effective instrument in the fight 
against the Red scourge,” he said. Each 
organization has branches over the 
country which are in close touch with 
central offices. They have their own 
newspapers, official organs, bulletins 
and periodicals with an enormaous cir- 
culation reaching their members not 
only with news about the organiza- 
tions but also with patriotic messages. 
Through these publications fraternal 
organizations carry on an_ incessant 
educational campaign immunizing 
membership against the germs of sub- 
versive propaganda. 

Fraternal organizations, Mr. Roz- 
marek declared, perform a great ser- 
vice to the nation by drawing the 
younger generation toward societies 
to which their parents belong. He 
characterized these youth movements 
in societies as patriotic and civic in na- 
ture, based on moral and social princi- 
ples. He pictured this as a preventive 
measure against red agitators who 
would demoralize the youth. 


The banquet Wednesday evening, 
addressed by Cameron Ralston, inter- 
nationally reputed lecturer, again was 
a convention highlight. Listing what 
he termed “the five plagues of democ- 
racy”, Mr. Ralston described as the 
greatest the substitution of the ma- 
terial for the spiritual in man. Another, 
he said, is the “challenged authority 
of the teachings of our fathers.” 
Economy and thrift cannot be taught 
children when their government is en- 
gaged in a fantastic orgy of extrava- 
gance, he noted. He referred also to 
“the hatred of man for man,” not in 
racial or religious provinces but the 
class hatred which has grown out of 
economic conditions. Others, he said, 
are the terrific aversion to work and 
the pursuit of pleasure. 

Highlighting Thursday’s plenary ses- 
sions, taken up principally with com- 
mittee reports, were the election and 
installation of officers and an evalua- 
tion by Eugene M. Thore, general 
counsel of Life Insurance Assn., of 
“The Impact of Federal Trends on 
the Insurance Business.” Luke E. Hart, 
supreme knight of Knights of Colum- 
bus, presided over the impressive in- 
Stallation ceremonies. The members of 
New Jersey Fraternal Congress served 
as escorts during the _ installation, 
adding considerable beauty to a digni- 
fied and solemn ceremony. 











ON HAND at the NFC meet were 
Ray M. Wehrle, assistant vice-presi- 
dent of Republic National Life, and 
Ralph Bonnel, actuary of Ben Hur Life. 


Shrouding Merits of Fraternal System 
Biggest Obstacle to Progress: Palmer 


Fraternalism and fraternal life in- 
surance together comprise a frame- 
work for spectacular growth, opined 
Alden C. Palmer, chairman of Insur- 
ance Research & Review, Indianapolis, 
in his talk at the NFC Atlantic City 
convention. 

There is a hindering road block that 
must be removed, however, he warned. 
Neither the public nor representatives 
of commercial insurers appreciate the 
great values of the many fraternal ac- 
tivities and the dependability of the 
insurance system, he said. ‘The bright- 
ly glowing light of fraternlism unfor- 
tunately is hidden under a bushel,’ he 
contended. 

Mr. Palmer said over the years he 
has asked many high-calibered, honest 
and honorable representatives of com- 
mercial companies what they knew 
about fraternal life insurance, only to 
get the reply, “Why, that is life insur- 
ance that is subject to assessment.” 
More than 150,000 commercial life 
agents are telling the million buyers 
of life insurance they contact that 
fraternal insurance is of an assessment 
nature. The fault does not lie. with 
them, he said, but rather with fra- 
ternalists who have not told the people 
the facts about their system. 

Most adversely affected, according to 
Mr. Palmer, are the fieldworkers, the 
ones who directly feel the effect of 
this lack of understanding. Beaten 
down in morale, they are afraid to call 
on the bigger buyers, instead talking 
in terms of $500 and $1,000 certificates 
when they should be selling them in 
amounts of $5,000 and $10,000. They 
avoid calling on leading citizens, either 
to discuss lodge membership or life 
insurance, instead going into the fac- 
tory districts and poorer areas to do 
their work. 

Fraternalists have nothing to hide, 
Mr. Palmer vouchsafed. Their certifi- 
cates offer everything contained in the 
commercial policies, plus a_ society 
membership that includes the privi- 
lege of taking issue with management 
and electing representatives to select 
society leaders. There is a pure mu- 
tuality among members, based on a 
brotherhood that cannot exist under a 
commercial enterprise. 

Mr. Palmer said there is jealousy of 
fraternals on the part of commercial 
agents and a criticism of the law that 
gives them certain tax exemptions, be- 
cause of their philanthropic work. 
These agents are honest in their opin- 
ions that this is unfair, but they should 
not be blamed too much because the 
true story of fraternalism never has 
been carried to them. 

Fraternals use the same mortality 
tables, investment areas and other 
business operations employed by the 
commercial carrier, the speaker said. 
They offer in addition an “open con- 
tract”, one of the most misunderstood 
phrases among the commercial insur- 
ance representatives. This feature 
alone is something fraternals should 
exploit as an advantage, explaining 
that should a time of great economic 
stress arrive it makes possible an 
opening of the certificate by the mem- 
bers themselves, in the presence of 
friends intent upon helping one anoth- 
er. There is no such thing as a “closed” 
contract, Mr. Palmer said. The com- 
mercial company’s contract can be 
opened, and has been many times. 
There is a difference surrounding the 
opening, however. Contrasted with the 
fraternal system, the door to the com- 


mercial contract is burst down, with 
“violence and great loss in the presence 
of vultures who are ready to pounce 
upon it and carry away every asset 
they can get a hold of with their tal- 
ons.” 

If the light of fraternalism is not 
allowed to shine, Mr. Palmer said the 
public will continue to be skeptical of 
its insurance, and if they buy, will 
buy the smallest amount possible, 
rather than “risk” to much in this form 
of protection. And the work of selling 


fraternal insurance will continue to be 
handicapped as it has in the past, he 
added. 

Mr. Palmer expressed the belief a 
remedy could be found in a compre- 
hensive advertising campaign in lead- 
ing magazines and periodicals outlin- 
ing the story of fraternal life insur- 
ance. The trade journal could be used 
to orient the commercial company rep- 
resentative. If societies do not feel they 
can support this, there should at least 
be a broad, aggressive movement start- 
ed to keep before all fraternalists and 
field workers the outstanding features 
of fraternal work. The message could 
be carried in each and every issue of 

(CONTINUED ON PAGE 29) 











TAKING THE REINS of the State Congresses Section at NFC rally were 
Mrs. Ann Wells, Woodmen Circle, Indianapolis, secretary-treasurer; Mrs. Judy 
I. Hubble, Modern Woodmen, Brooklyn, Ist vice-president; Gerald Brown, Pro- 
tected Home Circle, Cleveland, president, and R. W. Johnson, Maccabees, Mia- 
mi, the outgoing president. Not shown is James Mottley, Praetorians, Dallas, 


2nd vice-president. 
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Sales Tips Featured at 
Field Managers Rally 


(CONTINUED FROM PAGE 21) 
field worker in his weakest moment,” 
the speaker said. 

Briefly describing the FIC program, 
My. Cochran said the basic course 
gives an interesting and stimulating 
history of the fraternal system, stress- 
ing the fundamentals of life insuranee 
and especially the broad service and 
added benefits of fraternal member- 
ship. Considerable emphasis is put on 
the advantage of good work habits as 
contrasted with sloppy practices or a 
complete lack of system. The worker is 
urged to organize his time and effort 
to produce maximum results. Import- 
tantly, the course serves as an ever- 
present source of inspiration and en- 
couragement when enthusiasm wanes. 

“Selling is a mental process which 
includes psychology and the ability to 
analyze quickly many types of pros- 
pects and situations,” Mr. Cochran ob- 
served. “The successful worker is one 
who will be happy to use the FIC 
course as a constant guide in his work. 
There are few problems which may 
eonfront him that do not have a sug- 


gested solution in the course.” 

The training of competent salesmen 
is a national problem and can have a 
direct bearing on the economy of the 
country, according to Mr. Cochran. To 
attach credence to this observation he 
quoted Marion Folsom, under-secre- 
tary of the Treasury, as recently stat- 
ing: “The savings of the American 
people are at an ali-time high. There’s 
plenty of money. It’s just that there 
are so few good salesmen around to 
persuade them to buy.” 

Mr. Cochran summarized some of 
the exceptional advantages of the FIC 
course as being: 

—Provides a track on which the new 
man may run and thereby immense- 
ly aids the immediate supervisor or 
trainer. 

—Furnishes a constant source of in- 
spiration and stimulation. 

—Instills confidence and ability to use 
effective sales ideas. 

—Gives driving power and a feeling 
of prestige. 

—Imparts a definite feeling of know- 
ing he understands his business. 

—Teaches him to sell by the book and 
not by ear, to fly by instrument and 
not by the seat of his pants. 








J RY ERATER, 
~s 
ry 
° AS 
ee fs 





For a Vibrant Growing Fraternalism 


“Civic, patriotic, entertaining, fraternal and public 
welfare activities spell a vibrant, growing Fraternalism,” 
said a recent Woodmen of the World advertisement. 


May we, the fraternal societies assembled at our 
National Fraternal Congress, make this basic in all our plans 


for the promotion of our services to our fellow men. 


Dy, Werld’s Finencially Strongest Fraternal Benefit Society 
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LIFE INSURANCE SOCIETY 
Omcha. Nebraska 















































































































































| NORTei 
AMERICAN 

REASSURANC 
COM PAN Y 

| LIFE 


and 


ACCIDENT & HEALTH 
REINSURANCE EXCLUSIVELY 
° 


ARCHIBALD H. McAULAY, President 


161 EAST 42nd STREET 
NEW YORK 17, N. Y. 



































—_ 
| a 


= 











































































































Law Section Reins 
Pass to Mason; 
Hear Two Speakers 


Elected as Law Section president at 
its session during the NFC Atlantic 
City convention was Thomas Mason of 
Women’s Catholic Order of Foresters. 
He replaces Frank H. Lee, Woman’s 
Benefit. R. George Ransford, Gleaner 
Life, was named vice-president and 
George H. McDonald, Modern Wood- 


men, secretary-treasurer. 
e * e 


Highlights of the program were ad- 
dresses by Andrew B. Young of Strad- 
ley, Tonon, Stevens & Young, Phila- 
dephia law firm, on “Effect of 1954 
Internal Revenue Code Upon Life In- 
surance,” and Bernard J. Seeman, 
Woodman of the World, Denver, on 
“Court Liberally Construes Fraternal 
Benefit Constitution in Attack Made 
Under Fund Statute”’. 

While some ebservers believe the 
areas for interpretation under the new 
law probably are as great as they have 
been in the past, Mr. Young opined 
they are somewhat narrower than be- 
fore. He said he thinks the new code 
in many instances will tend to widen 
the area where certainty can be at- 
tained. Many provisions of substantive 
law affecting life insurance that have 
been regarded as cornerstones for 10 
years or more have been basically re- 
vised in so far as they relate to federal 
income or estate tax, he commented. 
He explained the impact of these 
changes, reviews of which have ap- 
peared in previous issues of THE NaA- 
TIONAL UNDERWRITER. 

Mr. Young said regulations covering 
the entire field of law affected by the 
new code now are being prepared by 
the revenue bureau. These are expect- 
ed to appear from time to time over 
the balance of the year. However, 
pending issuance of a particular regu- 
lation, the bureau has stated it will 
not issue interpretations unless the 
provisions of the 1954 code relative to 
a particular subject are the same as 
those of the old code. 

Mr. Seeman reviewed a case won by 
Woodmen of the World which he said 
“does much to chart the course for 
fraternal benefit societies operating 
under a fund statute patterned after 
the New York Conference bill to fol- 


low in their own constitution and by- 
laws”. The New York bill requires that 
society by-laws state the purpose of 
payments by members and the propor. 
tion which may be used for expenses. It 
adds that none of the money collected 
for mortuary or disability purposes, or 
the net accretions, may be used for 
expenses. 

W.O.W. has two funds, Mr. Seeman 
said, designated as head camp and 
general. Appropriations for expenses 
were made through transfer out of 
surplus of the head camp fund to the 
general fund. These appropriations 
were attacked on the ground the head 
camp fund was a mortuary fund, from 
which nothing could be appropriated 
for expenses. Under the W.O.W. con- 
stitution, all money collected, whether 
from premiums, interest or otherwise, 
first went into the head camp fund, 
where it was segregated to “pay valid 
claims currently arising and to main- 
tain the legal and necessary reserves 
for full payment and discharge of any 
and all obligations under all certifi- 
cates in force” and all that remained 
over and above was known as “sur- 
plus” out of which the expenses of the 
organization were to be paid. 


Though the W.O.W. constitution did 
not state that certain percentages of 
money collected should be used for 
mortuary and expense purposes, Mr. 
Seeman said the court held this was 
not necessary. He noted the court held 
the statutory requirement that the 
constitution, as to payments by mem- 
bers, must “state the purpose of the 
same and the proportion thereof which 
might be used for expenses,” was 
complied with as long as there was a 
provision that there first shall be set 
aside legal and necessary reserves. The 
balance, then, could be used for ex- 
penses. 





Harold Hoel Wins CLU 


The NFC Atlantic City meeting 
closed a two-week convention period 
for Harold C. Hoel, Lutheran Brother- 
hood field director. The week preced- 
ing the NFC gathering, Mr.° Hoel was 
in Boston where he attended the an- 
nual meeting of National Assn. of Life 
Underwriters. Besides sitting in as an 
observer at sessions featuring selling 
tips and agent training procedures, 
Mr. Hoel was one of those honored at 
the American Society of Chartered 
Life Underwriters luncheon as a new 
holder of the CLU designation. 














MEDICAL SECTION officers chosen at Atlantic City meet: Dr. Gordod 


Vaughn, Degree of Honor Protective, 2nd vice-president; Dr. Jane W. McMul- 
len, Royal Neighbors, outgoing president; Dr. Erle S. Ross, Brotherhood o 
Railroad Trainmen, 1st vice-president; and Dr. R. E. Henning, Aid Assn. for 
Lutherans, president. Not pictured is the secretary-treasurer, Dr. Hubert & 


_ John, Maccabees. 
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NFC Bloodmobile Project Resounding Success 





FRATERNAL SOCIETIES completed their Red Cross bloodmobile project 
at the NFC convention in Atlantic Citys when a check for $1,235 was presented 
to the American National Red Cross, thus raising the contributions of societies 


to $60,000. Mrs. Frances Torkelson, Royal Neighbors, public relations commit- 


tee chairman, left, presented the check to Thomas H. Evans of the Red Cross. 
Watching are Farrar Newsberry, Woodmen of the World, Omaha, extreme 
right, and L. J. Bayley, Unity Life & Accident, second from right, leaders in 


the bloodmobile project. 


One of the most successful public 
relations activities of National Fra- 
ternal Congress reached a zenith the 
past year. Early in 1954 eight mobile 
blood units, consisting of a bloodmo- 
bile and a panel truck, were presented 
to eight American National Red Cross 
Blood Centers, bringing to a conclu- 
sion this outstanding NFC project. 
There was in addition a balance of 
$1,235.98 in the NFC_ bloodmobile 
fund, and a check for this amount has 
been presented to the Red Cross for 
use in purchasing equipment in con- 
nection with the blood program. 

“This commendable  bloodmobile 
project, exemplifying patriotism and 
principles of brotherly love, created 
widespread favorable public relations 
for the fraternal insurance system,” 
Mrs. Frances L. Torkelson, supreme 
oracle of Royal Neighbors, stated in 
her report as chairman of the public 
relations committee. She said the 
presentations were publicized by 
newspapers, insurance publications and 
radio stations. 

Fraternal societies through NFC now 
have presented 11 bloodmobiles to the 
Red Cross. The program was launched 
in 1950 under the public relations 
committee headed by Farrar New- 
berry, president of Woodmen of the 
World, Omaha. Carrying on the proj- 
ect, the committee headed by Le- 








CHATTING between Atlantic City 
NFC sessions are Harold J. Lamboley, 
supreme advocate, and Luke E. Hart, 
supreme Knight, of the Knights of 
Columbus. Mr. Hart is a past NFC 
president. 


land J. Bayley, secretary of Unity Life 
& Accident, raised a fund of $40,548.68. 
Total contributions of societies reached 
$60,000. 

Representing NFC at presentations 
made this year were Mrs. Torkelson 
and Mrs. Molly Ficht of Royal Neigh- 
bors at Peoria, IH.; Mr. Bayley and 
Clyde F. Wilmeth, secretary of Junior 
Order of United Mechanics, at Phila- 
delphia; Thomas R. Heaney, high chief 
ranger of Catholic Order of Foresters, 
and John F. Smolka, Ohio secretary 
for COF, at Cleveland; Miss Agnes E. 
Koob, president of Woman’s Benefit, 
and R. George Ransford, president of 
Gleaner Life, at Detroit; Mrs. Clara 
B. Cassidy, president of Supreme 
Forest Woodmen Circle, and Miss 
Myrtle Hardy of the Woodmen Circle, 
at Atlanta; LeRoy G. Stchlman, presi- 
dent of Aid Assn. for Lutherans, and 
R. L. Blodgett, president of National 
Mutual Benefit, at Madison, Wis.; 
Louis E. Probst, supreme chief ranger 
of Independent Order of Foresters, and 
Dr. Thomas K. Tousley of IOF, at Los 
Angeles; Mr. Newberry and M. E. 
Kilpatrick, state manager of WOW, at 
Birmingham, Ala. 





Palmer Urges Broadcasting 


Story of Fraternalism 
(CONTINUED FROM PAGE 27) 
fraternal magazines, constituting a 
continuing educational campaign. Pub- 
licity departments could see that ma- 
terial is furnished local newspapers 
whenever important meetings are held, 
the releases including the substance of 
the speakers’ messages so the public 
will gain a better understanding. Ev- 
ery field worker should understand 
fully the story of fraternalism and 

should be a “shouting evangelist”. 

Providing a better understanding of 
fraternalism is imparted to the public, 
Mr. Palmer said there are several rea- 
sons why the system is on the thresh- 
hold of unsurpassed progress. The 
societies have eliminated most of 
their past problems and home offices 
are field minded. Modern selling 
methods are _ understood, contracts 
have been modernized and the field 
forces are more progressive, better 
trained and being developed on a full- 
time basis. Not content to drift along, 
management has begun to recognize 
the importance of progress. And im- 
portantly, there is a resurgence of the 
fraternal spirit. 


Wolfe New Investment Unit 
Chief; Berle Is Speaker 


(CONTINUED FROM PAGE 24) 


area today is the smaller business 
entity, according to Mr. Berle. Com- 
paratively small capital needs make it 
an unfeasible market for the giant 
investor, nor is the market generally 
a practical one for the commercial 
bank. The investment man for a fra- 
ternal, whose operations generally are 
of a more localized nature, is in a po- 
sition to familiarize himself with these 
markets. Because of this understand- 
ing of communities and individuals 
making up a business organization, 
the fraternal investment man is in the 
best position to evaluate properly 
growth factors and initiative. 
Pointing to the meager amount of 


" investment information available, Mr. 


Berle said even the most elementary 
figures concerning U. S. capital and 
its application go back only to 1919. 
Some time ago, he said, economists of 
New York Savings Bank & Trust Co. 
got together such figures for the years 
1919-1947. Total capital formed dur- 
ing this period was $770 billion, in- 
cluding housing. He termed this the 
largest block ever accumulated for a 
similar period, accounting for the 
fact the U. S. is producing at a faster 
rate than any other country. 

Of the total, Mr. Berle said 34% 
came from current business savings, 
money that was put back into a busi- 
ness instead of being paid out to 
stockholders. He called this “conscript- 
ed capital’. 

Bank credit, the largest single block 
of capital formation, represented 40% 
of the $770 billion, Mr. Berle said. 
Generally, he said this is not con- 
sidered a principal source for capital 


Some Interesting 


accumulation. Technological advance- 
ment, however, was a prime factor for 
the greater use of such credit to form 
capital. Certain types of business 
plants could be constructed more 
rapidly, or higher production could be 
reached quickly, making possible an 
early satisfaction of bank credit. Also, 
during the war the government in one 
way or another guaranteed such loans, 
in some cases by promising to buy 
goods that would be produced. 


Personal savings accounted for 26% 
of the total, Mr. Berle said. He char- 
acterized this as unimposed thrift, 
contrasted with plowed back profits 
and bank credit where investing ac- 
tually is done by company boards of 
directors. Even within the personal 
Savings area, he said there is a cer- 
tain amount of imposed thrift in the 
form of compulsory pension funds. 

Mr. Berle opined there should be 
some sort of central organization that 
would do for the investor informa- 
tionally what the federal reserve sys- 
tem does for banks. He also said he 
thinks there should be more informa- 
tion developed to show where the in- 
vestment dollar should go, as well as 
something that would bring the in- 
vestor more closely in touch with 
people and communities so that capital 
needs of smaller organizations can 
better be satisfied. 

Whenever private initiative does not 
satisfy a capital need, he said the 
government will, referring to the rural 
electrification program as an example. 
He recalled the government began 
financing the program after private 
interests refused, although subse- 
quently the latter moved into the 
project when it was found it could be 
profitable. 


Facts and Figures 


August, 1954, was the largest month 


in the sales of new life insurance 
in the history of LUTHERAN BROTHERHOOD. 


During the month of August, $8,703,824.00 


of new business was issued. 


Average size of policy, $4,022.00 


Insurance in Force, August 31, 1954, $526,167,929.00 


Admitted Assets as of December 31, 1953, $84,329,974.21 


THIS IS Your LIFE INSURANCE SOCIETY 


utheran Brotherhood 


CARL F. GRANRUD, President 


LEGAL RESERVE 
608 Second Avenue South 


LIFE INSURANCE 


@ Minneapolis 2, Minnesota 
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WANT ADS 


Rates—$18 per inch per insertion—1 inch mini- 
mum. Limit—40 words per inch. Deadline 5 P. M. 
Friday in Chicago office—175 W. Jacksen Blvd. 
Individuals piacing ads are requested to make 
payment in advance. 
THE NATIONAL UNDERWRITER— 
LIFE EDITION 








INVESTMENT — FINANCE 
MAN AVAILABLE 


Broad training and experience in invest- 
ment and financial activities of insurance 
companies; in taxation; appraising eco- 
nomic trends. Also experienced in budget 
preparation and control, devising systems 
and procedures for efficient coordination 
of activities. AM (Economics), LLM (Tax- 
ation), Member New York Bar; Address: 
Box NY-21, The National Underwriter Co., 
99 John St., N. Y. 38, N. Y. 








ACTUARIAL OPPORTUNITY 
Firmly established, rapidly growing, mid- 
western company with approximately 
$700,000,000 of insurance in force offers 
excellent opportunity in the actuarial field. 
There is an immediate opening in the Or- 
dinary Department for a young man who 
has passed four or more examinations of 
the Society of Actuaries with the intention 
of completing all of them. Starting salary 
up to $9,000 depending on qualifications. 
Employee benefits are second to none. 
Moving expenses will be paid by us. All ap- 
plications will be kept strictly confidential. 
Address B-!, The National Underwriter Co., 
175 W. Jackson Blvd., Chicago 4, Ill. 








SPECIAL AGENT 


To represent a well-known Ohio general agency 
for life and accident and health lines. Agency 
force will be that of a well-established Ohio 
casualty company. This is an excellent oppor- 
tunity for the right man, between the ages of 30 
and 45, who can quolify. All replies treated con- 
fidentially. Our employees know of this ad. Ad- 
dress Box B-18, The National Underwriter Co., 
175 West Jackson Blvd., Chicago 4, Ill. 








LIFE — ACCIDENT — SICKNESS 
SALES PROMOTION j 
Man 36 years v.u wiih eignieen years in home 


office and agency sales and administrative de- 


partments — both life and accident and health 
— seeks opportunity to go with company any- 
where in the United States. Available now. Has 
also helped build brokerage business. Write The 
oer Ahonen ug Underwriter, Box NY 20, 99 John 
Street, New Ycrk 38, N. Y. 








SUPERVISOR WANTED 
in LOS ANGELES, CALIFORNIA 


Man with successful Life Insurance selling ex- 
perience, for a successful agency of 20 full time 
career underwriters. Please ~ a complete per- 
sonal history. Address 8-5, The National Under- 
ner Co., 175 W. Jackson Blvd., Chicago 4, 
Ilinois. 








ACTUARY—WANTED 
Midwest Consulting office has opening for 
young Associate or Fellow. Address Z-73, 
The National Underwriter Company, 175 
West Jackson Boulevard, Chicago 4, Illi- 
nois. 








ASSISTANT ACTUARY WANTED 


Rapidly growing eastern life company has open- 
ing for a young man with at least associate 
membership in Society of Actuaries. Address 
Box B-23, The National Underwriter, 175 W. 
Jackson Bivd., Chicago 4, Illinois. 








. 


SUPERVISOR WANTED 

in CLEVELAND, OHIO 
By major life company in established Agency. 
Man must have successful life insurance sales 
background. Please give complete personal his- 
tory. Address: Box B-24, The National Underwriter 
Co., 175 W. Jackson Bivd., Chicago 4, Ill. 














Good Life Expectancy 
for Cancer Operation 
Survivors, Data Shown 


That persons who survive a cancer 
operation by several years have an en= 
couraging life expectancy is «ne of the 
findings in a study recently completed 
by the Society of Actuaries. Included 
in the study of 725,000 policies cover- 
ing persons with some known: physical 
impairment, carring through the period 
from 1935-50, were some 1,000 persons 
who had been operated on for cancer 
five years or more prior to acceptance 
for the insurance. 

Some had been accepted as standard 
risks and this group showed a mortali- 
ty experience during the 15 years just 
about equal to standard. Those ac- 


cepted at an additional rate showed a - 


death rate about twice the normal for 
standard risks, all of the excess mor- 
tality being due to recurrences of can- 
cer. Analysis of the experience of per- 
sons reporting a family history of can- 
cer showed, for all sites of cancer com- 
bined, no significant tendency for the 
disease to be hereditary. 

On tuberculosis experience, the ac- 
tuaries reported that for persons with 
a history of pulmonary tuberculosis 
underweight at time of issuance of the 
policy did not have an adverse effect 
on mortality. It had previously been 
felt that underweight was a distinct 
history. 

Among cases where the tuberculosis 
history was 10 or more years prior to 
policy issuance, the death rate for 
hazard in connection with tuberculosis 
selected cases with a minimum lung in- 
volvement was about normal among 
those accepted at standard rates and 
only moderately above normal for 
those accepted at substandard rates. 
Where the history was six to 10 years 
prior to application, the death rate 
was normal for the standard risks and 
moderately excess for the rated cases; 
among those with a three to five years’ 
history, the death rate was twice stand- 
ard. 

The over-all results of the study, 
compared with a similar analysis made 
in 1929, show that longevity has in- 
creased materially for persons with 
most impairments. The mortality 
among such persons has decreased, in 
the aggregate, in about the same pro- 
portion as that among standard risks 
during the past 15 years. 





N. Y. Distributing Study 


of Expense Allocation 


NEW YORK—A report covering the 
practice followed by life companies in 
allocating income and expenses to lines 
of business in the annual statement 
is being distributed to insurance com- 
missioners and life companies through- 
out the United States by the New York 
department. 

The report is the second of a series 
of reports based upon the department’s 
study of company practices. The first 
report, entitled Allocation of Expenses 
by Life Insurance Companies, was re- 
leased in the spring of 1953. It was 
based on responses to the first section 
of a three-part questionnaire and cov- 
ered the assignment of expenses, taxes, 
and certain line items of the annual 
statements. 

Information contained in the second 
report, which was submitted to Super- 
intendent Bohlinger by Deputy Super- 
intendent Straub, was obtained 
through surveys of stock and mutual 
companies throughout the country. Al- 
though 59 companies were studied by 
department examiners, the methods 
followed by 35 companies are included 
in the report, since they present a 


cross-section of the allocation prac- 
tices followed by all the companies. 
A third report, to be released short- 
ly, will summarize the more important 
findings as to the methods used by 
companies and will present conclusions 
drawn from the study which cul- 
minated in the promulgation of regu- 
lation 33, Reporting and Allocation of 
Income and Expenses of Life Insurers. 





Penn Mutual Names 


Two General Agents 


Doran D. Aldrich has been appointed 
general agent at Waterloo, Ia., and 
Thomas H. Fellows general agent at 
Richmond, by Penn Mutual Life. Mr. 
Aldrich succeeds Harold E. Rugg, who 
asked to be relieved of managerial re- 





T. H. Fellows D. D. Aldrich 


sponsibility after 37 years as general 
agent there. Mr. Fellows replaces John 
V. Murphy, Jr., who has resigned. 

Mr. Aldrich began with the San Di- 
ego agency after navy service during 
which he spent two years as insurance 
officer at the naval training station in 
San Diego. 

Mr. Fellows joined the Rochester, 
N. Y. agency in 1947 and became dis- 
trict manager at Geneva, N. Y. in 1951. 
He has been an instructor in Life Un- 
derwriters Training Council and direc- 
tor of Finger Lakes chapter of Life 
Underwriters Society. 

Both men are returning to the field 
after intensive training at the home 
office. They were chosen for the train- 
ing group after working in supervisory 
capacities in their agencies. During the 
past year they have worked in the 
agency department at the home office 
and have made agency trips to do su- 
pervisory and training work. 





Committee Named for Los 


Angeles A&H Congress 


LOS ANGELES—President Charles 
Wise of the A&H Managers Club here 
named a committee at the initial meet- 
ing of the season to handle arrange- 
ments for the club’s annual congress, 
to be held later this year. 

On the committee are Milton L. Rose 
of Paul Revere Life; Howard E. Nevo- 
nen of Washington National and Hank 
Murphy of Automobile Club of South- 
ern California. 

Mr. Wise reported on the code of 
ethics adopted by the state association, 
and Dr. Joseph M. de los Reyes, vice- 
president of Los Angeles County Medi- 
cal Assn., asked cooperation from the 
insurance industry in battling the 
trend toward socialized medicine. 


D. C. Board of Trade 


Names Insurance Chairmen 


Subcommittee chairman of the in- 
surance committee of the Washington 
board of trade recently named include 
Charles E. Phillips, president of Equi- 
table Life of the District of Columbia, 
life; and David L. Kreeger, vice-pres- 
ident and general counsel of Govern- 
ment Employes companies, legal. 





Chicago Life Women Elect 


Chicago Women Life Underwriters 
have elected Rose Deutch Herman of 
Mutual Life president; Nelia C. Owen, 
Equitable of Iowa, vice-president; Joan 
M. Sheriff, Continental Assurance, 
treasurer and Shirley A. Hansen, New 
York Life, secretary. 






* president; Joan M. Sheriff, Continen. 


National Life of Vt. 
Entertains Bankers 


National Life of Vermont sponsoreg 
a maple breakfast for Mortgage Bank. 
ers Assn. of America at its annual 
meeting in Chicago. Representing the 
home office were President Dean ¢ 
Davis and Mrs. Davis, L: Douglas 
Meredith, executive vice-president, 
and Mrs. Meredith; Walter G. Nelson, 
Jr., general counsel; Addison C. Pond, 
supervisor of mortgages and real es. 
state; and Donald H. Tetzlaff, assistant 
supervisor of mortgages and real es. 
tate. More than 150 of the company’s 
loan correspondents attended as wel] 
as Harvey C. McClary of Cedar Rapids 
and Thomas C. Marsh of Cleveland, 
district supervisors. 


Chicago Cashiers Elect 


Life Agency Cashiers’ division of 
Chicage Assn. of Life Underwriters 
has named Eunice Pool Tompson, Jef. 
ferson Standard, president; Elizabeth 
June Williams, Lincoln National, vice. 


tal Assurance, secretary-treasurer, and 
Catherine Broderick, John Hancock, 
program chairman. A. D. Crow, Lin. 
coln National Life general agent at 
Chicago ,addressed the initial meeting 
of the group. 





HEN LINCOLN was shot, a 
Tennessean named Andrew Johnson 
stepped into the Presidency. Before 
him, Andrew Jackson and James 

K. Polk had come from Tennessee 
to become President of the United 


States ... making Andrew Johnson 
the third from Tennessee. 
A tough, self-made man, Johnson 
was father of the famous Presidential 
Veto . . . became known as “The 
Great Commoner”. Despite early- 
life disadvantages, he edueated 
himself and was elected to Congress 
at the age of 35. From then on, 
Andrew Johnson served the people 
of his State and his Country. 
The Life and Casualty Insurance 
Company had humble Tennessee 
beginnings, too . . . at $12.50-a- 
month, one-room office. Today, 51 
years later, Life and Casualty is 
making plans for building one of the 
largest buildings in the South as its 
new home office. Today, this 
humble fledgling of 1903, has more 
than a billion dollars of insurance 
in force ... and plans for doubling 
it in the next few years. 

Life and Casualty and Nashville 

are Growing Together 


' Life and Casually 


Insurance Company of Tonnesses 


Guilford Dudley Jr, President 
Home Office. Nashville, Tennessee 





Life Insurance in Force 
OVER ONE BILLION DOLLARS 
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Henry New Dallas Manager 


for Northwestern National 


WwW. G. Henry, supervisor in the 
southwest divisional office of Nortn- 
western National 
Life since 1952, 
has been appointed 
manager at Dallas. 

Mr. Henry has 
been a Northwest- 
ern National agent 
since 1945. He 
starred as an all- 
American Center 
on the Rice Insti- 
tute basketball 
team for two 

a years. A graduate 
= Ss Oey of the Southern 
Methodist University Institute, he has 
completed the advanced R & R course. 


Canada Awards 85 New 
CLU Designations 


Eighty-five Canadian life men have 
completed the examinations and re- 
quirements for designation as Char- 
tered life underwriters of Canada. Five 
others have been awarded associate 
CLU designation. 

About 1,400 representatives of life 
companies are actively practicing in 
Canada as CLUs. More than 700 can- 
didates wrote first, second and third 
year examinations this year. 








Hancock Sets Up Group 


Field Underwriting Unit 


John Hancock has established a 
group field underwriting unit in the 
group underwriting department under 
the over-all direction of Melvin F. 
Olson, director of group underwriting. 
The new unit will coordinate under- 
writing efforts with field operations, 
and is in keeping with the company’s 
policy of decentralizing underwriting 
activities. 

Herbert L. Schneider, former man- 


ager of the group.-underwriting. divi- 
sion, has been named director of group 
field underwriting, and Anthony J. 
Sabelli has been transferred from the 
New York and New Jersey underwrit- 
ing area in the home office to assist 
in the new program. 

Irving M. Barrows, formerly assist- 
ant manager of the group underwrit- 
ing division, becomes manager; Clar- 
ence O. Fitzgerald, formerly area un- 
dewriter for the middlewestern states, 
was raised to assistant manager, and 
George R. Hoell was appointed area 
underwriter for the middle west. 


State Mutual Makes Broad 


Increase in Retention Scale 


Maximum retention limits for most 
ages on life, endowment and term pol- 
icies have been sharply increased by 
State Mutual Life. 

From age 20 through 50 the life and 
endowment retention limit, formerly 
$125,000, is now $175,000. Increases of 
$50,000 have been put into effect for 
ages 51 through 55 and 56 through 60, 
bringing maximum amounts to $150,- 
000 and $125,000 respectively. From 
age 61 through 65 the limit has been 
raised $25,000 so the retention is now 
$75,000. Substantial increases on spe- 
ig class limits also have been adopt- 
ed. 

Term, family income, mortgage re- 
demption and family maintenance re- 
tentions have been expanded and lim- 
its for the waiver of premium provi- 
sion have been increased to coincide 
with the new retention scale. 

This is the third time in seven years 
that the company has increased its 
retention limits. They previously had 
been increased only twice in more than 
50 years. 


Pacific Mutual Group Life Up 25% 

Pacific Mutual Life has more than 
$500 000,000 of group life in force, 
representing an increase of more than 
25% in the past 12 months. 











SINCE 


DALLAS, 


GUARANTEE FUTURE PROTECTION 


With life insurance, carefully planned for your indi- 
vidual family needs by the Praetorians . . . experienced 


in protective benefits for over 55 years. 


THE PRAETORIANS 
Life . came 


1898 


TEXAS 
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Greater Benefits for your clients ... 


your clients! 
ad. +7 


ILLINOIS MUTUAL’S New Major Medical Expense Plan 
Protects Your Clients against Catastrophic Medical Costs 


Now there is an Iilinois Mutual plan to fit the specific needs of each of 






Stahl, 


, Miinols 





In addition to many other sales p 


ductable expense up to $5, 


Portfolio o kit full of sales. 


Minnesota, Missouri and Wisconsin. 


(non-assessable) 


the best in 








Mutual's newest policy covers catastrophic ‘medical costs, providing the 
extra money where and when your clients need it most. The policy covers 
ALL medical expenses in full after the first $500 — $750 or $1000 de- 
000 — $7,500 or $10,000 with limitations only 
on the amount of daily hospital room and ambulance costs and provides 
for rental rather than purchase of mechanical aids. 


Add this policy to your list of plans and make your 


Territories open in Illinois, Indiana, Ohio, Michigan, 


Illinois Mutual Casualty Co. 


HOME OFFICE: 411 LIBERTY ST., PEORIA, ILL. 
BA. MeCord. President, C. C. Inman, Executive Vice President 
and hospital insurance since 1910. 
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Rosenburg to Berkshire 


as Assistant Vice-president 

Robert F. Rosenburg, assistant man- 
ager at Springfield, Mass., for Connec- 
ticut General since 
1953, has been ap- 
pointed assistant 
vice-president and 
director of sales 
research of Berk- 
shire Life. He 
joined the actuar- 
ial department of 
Connecticut Gen- 
eral in 1937 and 
went into the field 
as western Massa- 
chusetts district 
manager im 1951. 
= air force vet- 

eran, he is author 
of a book on the theory of blind bomb- 
ing. 





R. F. Rosenburg 





South Coast Negotiating 
for $30 Million Insurer 


South Coast Life of Houston is ne- 
gotiating for the purchase of an uni- 
dentified insurer in the south, accord- 
ing to Joe Woodward, president. The 
company is said to have assets of about 
$30 million and income of $7 million. 


The announcement was made in con- 
nection with the election of Charles P. 
McGaha, president of City National 
Bank, Wichita Falls, Tex., to the board. 
Mr. McGaha is a major stockholder 
in South Coast. 


R. D. Slmmon Heads New 
Aetna Agency at Bridgeport 


Robert D. Slimmon, formerly associ- 
ate general agent at Dayton, O., has 
been named general agent of a new 
Aetna Life agency at Bridgeport, the 
third company’s third Connecticut 
agency. The company’s writings in that 
area have more than doubled in the 
last five years. 

After army service Mr. Slimmon 
joined Aetna Life as estate control 
representative at Boston. He later be- 
came supervisor and in 1950 was 
transferred to Dayton. 

The new agency has a district of- 
fice at Stamford. 


5% Stock Dividend for 


Bankers National Life 


Directors of Bankers National Life 
have declared a 5% dividend on the 
$10 par capital stock of the company, 
payable Oct. 22 to stockholders of rec- 
ord Sept. 30 











“badge of merit”. 


BANKERS 








A Key To Wear mith Pride 


The key of a Chartered Life Underwriter signifies to all 
who see it that the wearer has a wealth of both experience 
and knowledge in the field of life insurance. It is truly a 


Believing this to be true, it’s natural that we encourage - 
Bankerslifemen to enter into the C.L.U. study program as 


soon as their development in the business warrants it. 


We urge you to check with your local C.L.U. chapter 
or your local life underwriters’ association about opportuni- 
ties for C.L.U. study in your community . . . now, while 


there is still time to enroll for this year. 


DES MOINES, 


COMPANY 
IOWA 
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But Sir... You’re only Partially Covered! 


All our portly friend needs to protect his social stand- 
ing is just a few yards of cloth, tactfully tailored. Partial 
Coverage here can be quite disastrous. Partial Coverage 
can be equally disastrous for the unhappy client who 
finds himself faced with a long series of hospital bills or 
the loss of many paychecks caused by a disabling illness. 


Unless your clients are fully covered with a Combined 
Income Protection, Accident, or Health policy, they may 
well blame you for offering an incomplete program. The 
agent who offers only a partial program to his clients is 
rewarded with only a partial income, too. 


If you are not yet enjoying the many benefits of offer- 
ing the flexible Combined Plan to your clients, it will pay 
you to write today to Jack Olson, Disability Department, 
Combined Insurance Company of America, for further 
information about the wonderful program available to 
you. New opportunities are available for aggressive, 
qualified life and casualty agents. 


Remember . . . Partial Coverage is not good enough 
for your clients ... and a partially equipped agent is only 
a partially paid agent. 


Combined Group of Companies 


W. Clement Stone, President 


Combined Insurance Co. of America Combined American Insurance Co. 


2817 Maple Avenue 
Dallas, Texas 


5316 N. Sheridan Road 
Chicago 40, Illinois 


Hearthstone Insurance Co. of Mass. First National Casualty Co. 


395 Commonwealth Avenue Fond du Lac 
Boston, Massachusetts Wisconsin 
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ALC Members Face Four Big Problems 





ALC President Raps 
Some Group Plans 
as Paternalistic 


R. R. Lounsbury Sees Little 
Difference Between Leaning 
on Employer and on State 


If the life insurance business is op- 
posed to the philosophy of letting the 
government take care of everybody, 
“then I think top management ought 
to check into the activity of our group 
and pension trust departments,” Pres- 
ident Ralph R. Lounsbury of Bankers 
National Life, declared in his presi- 
dent’s address at the annual meeting 
of the American Life Convention this 
week in Chicago. 

“To my thinking, there is not much 
more virtue in inducing a man to look 
to the government and his employer 
jointly for his current and future pro- 
tection against the vicissitudes of nor- 
mal life than to look to the govern- 
ment alone,” he said. “We do find, 
however, that a great deal of pension 
trust and group annuity and other 
types of group insurance are being 
urged upon employers on a non-con- 
tributory basis, at least the basis is 
called non-eontributory. 

“Actually, of course any money 
which is taken out of a manufactur- 
ing concern or other business in order 
to provide group annuities, pensions 
or other benefits, is taken out of the 
fund which might go as current in- 
come to workers if it were not other- 
wise diverted. It adds to the cost of 
the product produced, and the worker 
ultimately pays it, whether he thinks 
he does or not. 

“Are we not, in our group and pen- 
sion trust departments, actually work- 
ing against our ordinary agency or- 
ganization when we assist in spread- 
ing this general philosophy that the 
individual may very well look to the 
government and his employer to take 
care of all his needs for life insur- 
ance, health and accident insurance 
and old age pensions, without making 
any effort on his own part? 

e @ e 

“It is my opinion that when we en- 
courage employers to pay the entire 
cost of any of these benefits we are 
actually working against ourselves and 
working against the philosophy of in- 
dependence upon which our whole in- 
dustry is founded.” 

Mr. Lounsbury also spoke out vigo- 
rously against the hamstringing type 
of supervision of the life insurance 
business. 

“Over the years, regulation has in- 
creased and extended itself and late- 
ly, has in some quarters gone so far 
that it is really management rather 
than supervision with which we are 
faed by our so-called regulatory 
authorities,” he said. “We have been 
Pushed around a great deal for an in- 
dustry which is not a monopoly nor 
€ven a quasi-monopoly, and one which 
has made as many contributions to the 





Welfare of the country as has our busi- 
ess, 


“The rights of those who have join- 
ed themselves together for the purpose 
of protecting themselves and their 

€ficiaries through voluntary pri- 





From New Jersey tolowa 





President Ralph R. Lounsbury, president of Bankers National Life of Mont- 
clair, N. J., retiring president of American Life Convention, passes the symbol 
of office to his successor, Frederick W. Hubbell, president of Equitable Life 


of Des Moines, Ia. 





vate enterprise have been seriously 
encroached upon in my opinion. We, 
in this business, have done what we 
have done because we have had con- 
siderable freedom of movement and 
judgment and we have done a great 
deal, if we can drop our modesty long 
enough to review it for a couple of 
minutes. 

“We have provided the antidote for 
that wide-spread and deep-seated fear 
for our own and our dependents’ fi- 
nancial future. We have let men and 
women sleep nights knowing that they 
were protected from the hazards to 
income which life normally holds. We 
have furnished the capital for ex- 
pansion of transportation, manufactur- 
ing, distribution, production, and for 
startling increases in our standard of 
living. 

“We, not as individuals, but as in- 
stitutions, are too important to all our 
citizens, to permit ourselves to be un- 
duly harassed and hampered by elec- 
ted or appointed officials. For decades, 
we have, and for the future, we should, 
welcome that supervision which keeps 
us sound financially so we can meet 
every financial obligation and keeps us 
honest in our dealings with whomso- 
ever it may be. 

“We should at the same time, how- 
ever, resist vigorously and continuous- 
ly any and all efforts to make our 
companies nameless duplicates of each 
other. The public will continue to be 
best served when every company com- 
pétes with every other company for 
the privilege of furnishing the service 
called life insurance. If premium rates, 
dividends, policy values, and policy 
provisions ever become absolutely uni- 
form among the companies, by com- 
pulsion or otherwise, an age of decay 
will set.in which will ultimately and 


completely end all progress in our 
business. 

“We are not going into a fight which 
we are bound to lose if we stand up 
for our rights and resist those laws 
and regulations which take away from 
management of the companies the 
right and power to manage. While we 
do meet together and discuss our com- 
mon problems and advise each other 
as to solutions, there is no business in 
existence in which the competition is 
any keener than in ours. 

“In monopolies and even in quasi- 
monopolies, it is entirely appropriate 
that the regulations under which they 
operate shall be strict in order to avoid 
exploitation of the general public. The 
life insurance business is not a mono- 
poly nor is it a quasi-monopoly, and 
therefore regulation should be limited, 
in my opinion, to that which keeps us 
solvent and prevents us from doing 
injury to those with whom we do 
business. 

“There is is no virtue in a country 
such as ours in drab uniformity, and 
progress will be stifled and ultimately 
die under a situation which requires 
management to go to some elected or 
appointed official and get permission 
every time they want to make any 
change of any kind in their methods 
of operation. 

“Bureaucrats guarantee their suc- 
cess by avoiding risk. The opportunity 
of aggressive management lies in 
taking the risk of change and innova- 
tion and offering new and better prod- 
ucts and services to consumers. We 
are not uniform except in the sinceri- 
ty of our purpose in accepting the 
trusts which are put upon us, and I 
hope we are never forced to become 
so nor that we permit ourselves to 
become so.” 


Basis for Income 
Tax on Companies 
Ranks as No. 1 Topic 


Others Are Welfare Funds, 
A&H on U. S. Employes, 
‘Bargain Rate ‘Special Policies 


By ROBERT B. MITCHELL 

What will Congress do about re- 
placing the present 642% stop-gap in- 
come tax on life companies? What 
about policing union welfare funds? 
How to handle the knotty problems in 
the projected group A&H coverage on 
federal employes—problems vastly 
more varied than any involved in the 
group life program? Where are “bar- 
gain rate” policies leading and what 
are they doing to the public’s ideas 
of what insurance ought-to cost? 

These were the problems that seem- 
ed to be getting the main attention as 
executives chatted informally in the 
meeting ante-rooms at the American 
Life Convention’s annual]. gathering at. 
the Edgewater Beach hotel in Chicago. 
Further opportunity to air these mat- 
ters in open meeting was given at a 
new feature of the program, a panel 
discussion Thusday afternoon at which 
each of six company executives stated 
his No. 1 problem. 

The income tax problem is of prime 
interest because of the difficulty of ar- 
riving at a definition of what consti- 
tutes income for a life company. There 
are many views on this but no single 
one that has such overwhelming logic 
behind it as to make it accepted with- 
out question by all. 

The policing of union weifare funds 
is regarded as an extremely serious 
matter, one that should have the at- 
tention of top-level executives in the 
life companies. Indications that the 
New York insurance department plans 





OFFICERS ELECTED 
President—Fred W. Hubbell, presi- 

dent Equitable Life of Iowa. 
Executive committee members— 
(three year terms) Ernest C. Gill, pres- 
ident Canada Life; Robert L. Hogg, 
senior vice-president and advisory 
counsel Equitable Society; Powell B. 
McHaney, president General American 
Life, and H. P. Skoglund, president 
North American Life & Casualty; (one 
year term) Burke Baker, chairman 

American General of Houston. 





to ask for regulation of these activi- 
ties have alerted the attention of 
executives of companies in this field, 
whether they operate in New York or 
not. 

The feeling of great satisfaction at 
the smooth handling of the group life 
plan on federal government employes 
is considerably tempered by acute 
realization of the problems ahead in 
connection with the upcoming plan for 
A&H insurance on these employes. Life 
insurance is a standardized coverage 
and group life insurers operate on a 
substantially similar pattern, but group 
A&H is by no means uniiorm as re- 
spects either the coverage or the in- 
surers issuing it. 

The competition that has caused a 
number of companies to issue policies 

(CONTINUED ON PAGE 41) 
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EXECUTIVE VICE-PRESIDENT’S REPORT 





1954 Likely to Rank as Best Life 
Insurance Year, Says Claris Adams 


In his report as executive vice-pres- 
ident of the American Life Convention, 
Claris Adams reviewed for ALC mem- 
bers the year's activities, taking an op- 
timistic view of the future both in the 
life insurance business and in thé gen- 
eral economy. 

By CLARIS ADAMS 


Nineteen hundred and fifty-four bids 
fair to be our best life insurance year. 

From present in- 
dications, new pro- 
duction, gain of in- 
surance in force, 
premium income, 
total income, in- 
crease in assets of 
the companies, and 
benefit payments 
to policyholders 
will be appreciab- 
ly greater than 
they were in the 
record - breaking 
year of 1953. In- 
surance in force 
now amounts to more than $320 billion 
and the assets of the companies exceed 
$82 billion. Both of these figures have 
more than doubled in the past 10 years. 





Claris Adams 


More significantly, three out of four 
families in the United States own life 
insurance and the number of policy- 
holders insured is approaching 100 
million. The average protection per 
family is close to $6,000. Never has the 
institution of life insurance served so 
many people so well. Never has it 
been a more important factor in the 
social and economic life of America. 

The progress of life insurance neces- 
sarily reflects the state of the national 
economy. The recession, of which some 
symptoms seemed to appear in the 
winter and early spring, did not event- 
uate. Over-all production, general em- 
ployment, and national income have 
been well maintained at high levels in 
spite of soft spots in certain individual 
areas. The building boom has con- 
tinued, industrial expansion goes on, 
purchasing power has remained high. 
the inventory situation has improved, 
and general savings have been main- 
tained at a healthy ratio. It is probable 
that the boom, which had its origin in 
war induced shortages and is now ap- 
proaching almost a decade in duration, 
has passed its peak. However, it has 
not fully lost its dynamic force and its 
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momentum still generates an abundant 
and expansive economy. 

The fear of recession in the early 
part of this year definitely affected the 
economic policy of the administration 
which has had a direct impact upon 
life insurance. The hard money policy 
of the government adopted as a de- 
fense against further inflation was 
abruptly reversed. The Treasury and 
the federal reserve adopted a program 
of “active ease” to assure a plentiful 
money supply. Among the devices em- 
ployed were support of the government 
bond market by so-called open market 
operations and a reduction in bank re- 
serve requirements. 

This program had the effect of driv- 
ing down interest yields all across the 
board. A liberalized and expanded 
housing program was inaugurated to 
help bolster the economy. A balanced 
budget was postponed by the enact- 
ment of a tax reduction bill in order 
to increase public purchasing power. 
High level supports of agriculture 
prices were maintained with only. a 
short step in the announced direction 
of making such supports flexible in- 
stead of rigid. 

The administration has effected no- 
table economies. I think its objectives 
of balancing the budget. pursuing a 
sound monetary policy, and establish- 
ing a realistic farm program have not 
been abandoned. However, maintain- 
ing a strong and prosperous domestic 
economy is its first consideration and 
apparently public policy will continue, 
for the present at least, to be geared to 
this primary objective. 

e e e 

The necessity, effectiveness, and wis- 
dom of the specifics involved are ques- 
tioned in some quarters. Many of us 
doubt the soundness or the efficacy of 
an easy money policy under current 
conditions. Many believe a balanced 
budget is the only sure basis of a 
sound economy and postponing its ac- 
complishment only postpones and com- 
pounds difficulties. However. the poli- 
cy above outlined is indubitably the 
present program of the administration. 
It adds up to the fact that the current 
trend of interest earnings on private 
savings represented by life insurance 
is downward. This will necessarily af- 
fect costs to policyholders for family 
protection. 

A number of important measures 
were enacted by the 83rd Congress 
which directly affect our business. The 
tax bill, which represents the first re- 
codification of the revenue laws for 
more than 70 years, was a monumental 
work. It was a voluminous document 
containing almost 800 pages and was 
literally as large as the telephone di- 
rectory of the average American city. 
Naturally, many of its provisions had 
an impact upon life insurance. 

As passed by the House, although it 
contained a number of provisions very 
satisfactory to our business, we found 
32 items in which changes were de- 


— 


sirable. Some of them were of real 
substance and some of them were of a 
technical nature. I am happy to say 
that a large proportion of our suggés. 
tions were accepted by the technica] 
staff or adopted by congressional ae. 
tion. 

Among these were a more logical 
method of taxing annuities, the three 
year spreading provision for taxing 
lump sum endowment payments, 4 
more liberal deduction than was first 
proposed for interest income to wid- 
ow beneficiaries amounting to $1,000 
per year, the elimination of the premi- 
um payment test in the determination 
of estate taxes, the retention of the 
85% deduction to the corporate owners 
of life insurance stocks, a more libera] 
rule in reference to the transfer of 
policies for value, and a broadening of 
the $5,000 death benefit exemption 
paid by employers as death benefits on 
behalf of their employes. This bill also 
continued for one year the present 
basis of taxing life insurance com- 
panies, to wit, at the rate of 6%% on 
net investment income. However, the 
ways and means committee in recom- 
mending the continuance of this tax on 
a stop-gap basis appointed a subcom- 
mittee to investigate the subject and to 
report back at the next session of Con- 
gress with a recommendation of a 
permanent plan for company taxation. 

A law greatly liberalizing social se- 
curity benefits was enacted. This law 
extends the provisions of the act to an 
additional 10 million persons including 
farmers, farmers’ helpers, state and 
federal employes, all self-employed 
and professional men except lawyers 
and doctors. It increased the taxable 
wage base from $3,600 to $4,200, upped 
the benefits, and provided for a so- 
called freeze in the case of total and 
permanent disability. This latter pro- 
vision permits persons totally disabled 
for six months or more to eliminate 
their earning record during. disability | 
from their benefit formula. 

The law also provides a_ so-called 
drop-out provision which permits per- 
sons retiring in the future to eliminate 
from the computation of the benefits 
payable their average monthly wage 
up to five years of their lowest earning 
period. The increased taxes under this 
law will exceed $1 billion. 

The convention and _ association, | 
through their joint committee, opposed | 
the increase of the wage base, acceler- 
ation of the benefit formula, the pro- 
vision for the so-called disability 
freeze, and several other features. In 
the ways and means committee, the 
vote on increasing the wage base was 
reasonably close. However, when this 
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test vote was lost, the issue was ef- 
fectively decided. On the floor of the) 
House, there were only six dissenting 
votes. There were two favorable de- 
velopments to which we contributed. 
te wit, lump sum death payments were 
not increased and the retirement test 
(CONTINUED ON PAGE 45) 
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Powell Tells of Great 
Contributions Made by 
LUTC in Aiding Agents 


The great contribution made by the 
Lite Underwriter Training Council to 
the life insurance 
agent, the agency 
manager and the 
life insurance 
cowpany. was 
stressed by Loran 
£E. Powell, man- 
agin; director of 
LUTC, before the 
Agency Section at 
the American Life 
Convention meet- 
ing LUTC was 
launched in 1947 
with five classes 
in three cities and a total enrollment 
of 183 students from 10 companies and 
by 1984 had 52 classes in 336 cities 
with a total enrollment of 9,992 stu- 
dents aepresenting 305 companies. 

“The very name of LUTC is synony- 
mous with advancement”, Mr. Powell 
said. “For seven years it has been the 
path of progress for individual agents, 
agencies and companies which through 
the joint sponsorship of their trade as- 
sociations made LUTC a reality. To- 
day, it ds as much a part of the in- 
surance business as the rate book. 
LUTC 1s no longer considered a possi- 
ble help; it is widely acclaimed as a 
positive aid.” 

Severs] reasons were given by Mr. 
Powell for the remarkable success of 
LUTC. “First and most important of 
aff” he said, “there was a long stand- 
ing need for a definitive course in prac- 
tical life insurance selling for the in- 
termediate field. Literally thousands 
of men—good men—were searching 


Loran E. Powell 





for a practical means of perfecting 
their knowledge and sales technique. 
Countless others were content with 
their lot, painfully aware that the life 
insurance business could offer them a 
stepping stone to personal and business 
growth. LUTC brings the agent some- 
thing he needs—and wants. Each 
weekly class is an enjoyable experi- 
ence. Lively discussions of field tested 
sales ideas drive a long nail in the 
coffin of half-hearted selling and re- 
veal new horizons of opportunity”. 

“Another reason for LUTC’s success, 
financially and in terms of its impact 
on the life insurance business,” he con- 
tinued, “is the fact that it was not set 
up as an examination board or simply 
a means of distributing a set-of text 
materials. Great emphasis is laid on 
the training function and local classes 
are organized and controlled centrally 
by the LUTC headquarters staff. The 
sum total of this staff is 17. Think of 
it. Seventeen people operating a school 
larger than Yale university with the 
nation as its classroom!” 

“With the importance which LUTC 
has achieved goes an obligation well 
recognized by its headquarters staff 
and board of trustees to constantly im- 
prove the LUTC course so that it 
represents the best sales ideas and in- 
formation available, presented in the 
most effective manner possible.” Mr. 
Powell concluded, “The council’s offi- 
cers, board, committee members and 
headquarters staff are continuously 
working to increase the effectiveness 
of LUTC’s performance“. 





e Miss Geralding Laubach, office su- 
pervisor at Prudential’s Allentown 
agency, is the first woman in her 
company’s ordinary agencies to be- 
come a fellow of Life Office Man- 
agement Assn. She has been with 
Prudential since 1947. 


J.P. Fordyce, 
chairman of Man- 
hattan Life, shown 
at Chicago rally of 
ALC with two 
Guarantee Mutual 
of Omaha  vice- 
presidents, E. L. 
Chambers, who 
also is secretary, 
and F. E. Huston, 
also actuary. 














Finds Labor Board 
Acting More Fairly 
Toward Employers 


Recent developments in the field of 
labor relations were discussed by Wil- 
liam H. Abell, general counsel of Com- 
monwealth Life, before the Legal Sec- 
tion at the American Life Convention 
meeting in Chicago. 

“Perhaps in no field of law,” Mr. 
Abell said, “do we find changes occur- 
ring so rapidly as in the field of labor 
law. Some of these occur through de- 
cisions of courts construing the labor 
management relations act of 1947, as 
amended, but the majority of the 
changes during the past 18 months 
have resulted from reappraisements 
made by the national labor relations 
board of principles and policies which 
it had previously adopted. During this 
period the board...has approached 
problems coming before it from an ob- 
jective and impartial viewpoint, which 


has resulted in many new rules which 
put the employer on a more equal foot- 
ing with the union in dealing with 
matters relating to employes.” 

In his well documented address Mr. 
Abell discussed three interesting re- 
cent developments in regard to: (1) 
The right of an employer to determine 
the actual sentiment of its employes 
with respect to unionization, and if 
he entertains a reasonable doubt as to 
the desires of the majority, to insist 
upon a_ board-directed election; (2) 
The extent to which an employer may 
exercise its right of free speech dur- 
ing a union campaign; and (3) The 
right of an emplover during the course 
of good faith bargaining to refuse to 
make economic or other contract con- 
cessions. 

“These recent changes,” he conclud- 
ed, “have gone a long way towards 
putting employers on a more equal 
basis with labor unions in dealing with 
matters affecting organizational cam- 
paigns, and in bargaining with unions 
representing their employes. 
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Executive's Role Should be Power with 
Others, Not Over Others: Fitzgerald 


The increasing interest of the large 
and expanding numbers of people, 
other than policy- 
holders as such, 
who have an inter- 
est in the opera- 
tions of the life in- 
surance business 
was the theme of 
the address given 
by Edmund Fitz- 
gerald, president 
Northwestern Mu- 
tual Life at the 
general session of 
the American Life 
Convention meet- 
ing at Chicago. 

““We are not alone from day to day 
as we seek to provide leadership in our 
respective companies”, Mr. Fitzgerald 
said, “but must be more and more con- 
cerned with other direct and powerful 
relationships which create a thickening 
web of internal and external forces 
which draw more heavily by the day 
on our resources of judgment, citizen- 
ship, and spiritual needs”. 

. e e 

Pointing out that no medium exists 
through which relationships—whether 
of facts, ideals, institutions, systems, 
or purposes—can have meaning other 
than people, Mr. Fitzgerald advised: 
“Our relations with these people must 
not be haphazard. And certainly the 
structure we use should be one not to 
restrict and confine, but rather like a 
trellis on which people can grow and 
blossom. And this concept, it seems to 
me, leaves no place for the one-man 





Edmund Fitzgerald 


organization”. 

Expanding on his concept of the role 
of the present-day top executive, Mr. 
Fitzgerald continued: “Men will not 
learn or grow as learners. Nor will 
competence and know-how bring vi- 
tality without responsibility and free- 
dom. Our nation offers freedom under 
law; in a company there must be free- 
dom within the organizational policy 
. .. To foster growth my effort is to 
avoid making decisions belonging to 
others, yet to be available to help in 
their making. In this I do not speak 
for others’. 

“Strictly observed, this policy may 
somewhat deglamorize the chief execu- 
tive as a dynamic leader, but it is my 
personal belief that the improved tone 
and fiber of the team will more than 
compensate. To me power with others 
is better than power over others—both 
in personal rewards and results ... 
As I review my own incumbency—I 
am impressed, too, with the brevity of 
one man’s candle as compared to the 
ever-burning light of the organization. 
Here again as against the one-man op- 
eration I see a prime and inescapable 
duty to bring in, train, and build peo- 
ple who can carry on in the future”. 

“No, we are not alone, “Mr. Fitz- 
gerald declared. “We do have the in- 
dividual people out there, and it’s their 
money we work with—all of it. We 
have it because they have faith in us. 
And they have faith in us not because 
they know exactly what we are doing 
but because they know what we have 
done. They don’t know all about the 
power plants and the granaries and the 









MORE and MORE-it's 
SALES GALORE IN °54 


THANKS TO 
OUR BROAD, NEW SALES PROGRAM 


ALL PLANS OF LIFE, PAR 
AND NON PAR— PROGRAM 
OR PACKAGE— 
— FULL JUVENILE — A&H — 
AND MANY "EXTRAS" THAT 
MAKE SELLING EASIER. 


ATIONAL FIDELITY 


VOIMIUM«EL 
W. RALPH JONES Arecezonce 
KANSAS City 6, MISSOURI 


FAMILY GROUP 


lompany 















houses, but they know that we keep the 
promises we make to do certain very 
important things for them and their 
wives and children ... Let’s make 
available to them the facts of our per- 
formance and our sense of responsi- 
bility. We shall then be working with 
them as well as working for them.” 


ACTUARY’S REPORT 


Life Companies to 
Pay $435 Million 
in Taxes in 1955 


Life companies of the United States 
will pay $435 million in taxes to fed- 
eral, state and lo- 
cal governments 
exclusive of real 
estate taxes during 
the year 1955, said 
Alfred N. Guertin, 
actuary of Ameri- 
can Life Conven- 
tion, at the annual 
ALC meeting at 
Chicago. This is an 
increase of $66 
million over the 
corresponding 
amount last year, 
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or more than 15%. 

In breaking down these figures, Mr. 
Guertin said: “State taxes on 1954 
premiums payable in 1955 will prob- 
ably amount to about $194 million. 
other state imposts will amount to 
about $25 million. Change in the tax 
basis for federal social security will 
result in a substantial increase in dis- 
bursements, raising the total for state 
and federal social security taxes upon 
the companies as employers to about 
$33 million. With federal income taxes 
estimated at $170 million, the total 
disbursements for taxes, other than 
real estate taxes, may be expected to 
reach a total of about $435 million. *°o 
measure the impact of these taxes, 
they must be related to the estimated 
premium income. We find that out of 
every $100 used to pay premiums in 
1954, over $3.50 will be paid during 
the year 1955 to various units of gov- 
ernment for the privilege of doing busi- 
ness—and doing business in the sav- 
ing of money. To give the public full 











Mr. and Mrs. John Brundage in the 
lobby of the Edgewater Beach hotel 
during the ALC meeting. Mr. Brundage 
is assistant to the president of Bank- 
ers National Life and Mrs. Brundage 
is the daughter of Mr. and Mrs. Ralph 
R. Lounsbury. Mr. Lounsbury is pres- 
ident of Bankers National and is com- 
pleting his term as ALC president. — 
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return upon its premium deposits, we 
must overcome the handicap of the 
9642-cent dollar with which we ar 
privileged to work.” 

While these taxes are imposed upop 
the companies, said Mr. Guertin, they 
are in fact taxes upon the savers of 
the nation since they are, of course 
reflected in the cost which the public 
must pay for its insurance and this 
constitutes a very heavy burden upon 
thrift. 

In a lengthy report to the member. 
ship, Mr. Guertin pointed out that AL¢ 
includes in its membership companieg 
writing 98% of all the life insurance 
business in the United States. 


PublicGettingto 
Know True Meaning 
of CLU, Says Gregg - 


The CLU movement has left its mark 
on the life insurance business and the 
public attitude to 
ward life insur. 
ance, said Presi. 
dent Davis YW, 
Gregg of the Amer. 
ican College in the 
panel discussion on 
education at the 
annual meeting of 
the American Life 
Convention at Chi- 
cago. 

Mr. Gregg said 
there are now 
5,600 who have 
completed the CLU program and more 
than 7,000 are now students. Of* the 
student group, over half are agents, 
about a quarter are in field manage- 
ment work and the rest are in. home 
office or educational positions. 

The typical CLU student was said 
by the College head to be 35 years old, 
to have attended college and to have 
been in the life insurance business 
about four years. 

Educators today view the American 
College as the professional examining 
board in life insurance and as the 
source of professionally trained insur- 
ance teachers, Dr. Gregg said, pointing 
out that 37 persons who had received 
their training as insurance teachers 
under the Foundation for Insurance 
Education are now actively engaged in 
teaching life insurance. 

“There seems little doubt that the 
increasing prestige gf life insurance 
with the public is attributable in no 
small part to its fine relations with col- 
lege and universities, the increasing 
number of life insurance courses taken 
by college students, the upgrading d 
the type of field representative and the 
conduct of the underwriters subscrib- 
ing to CLU professional standards,” 
Dr. Gregg said. 

There is wide evidence, he said, that 
lawyers, accountants, trust officers and 
business men generally are beginning 
to realize the true meaning of CLU 
and they are getting “a new apprecia- 
tion of the life underwriter and how he 
can and does serve in a professional 
manner.” 

Within the past couple of years, four 
large banks in Philadelphia have spent 
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several thousands of dollars to el 
courage underwriters to begin the 
CLU program. 

“The public’s regard for the life ut 
derwriter is going up rapidly,” the 
doctor commented, “and he can takt 
his place with other professional groups 
as servants of the public welfare. 
will take this place by following th 
principles and ideals of the CLU pre 
gram.” . tah 
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“Addressing the ALC Agency Sec- 
tion, Chairman W. T. Grant of Busi- 
ness Men’s Assurance made his talk 
in the form of a series of questions to 
the agency officers present, designed 
to bring out what they do or don’t do 
in their relations with their agency 
managers. 

By W. T. GRANT 


You are here, I am sure, because 
you are the officer or officers of your 
respective com- 
panies chiefly re- 
sponsible for the 
ever expanding 
life and disability 
service rendered 
by you to an ever 
increasing number 
of American fam- 
ilies. 

It is not because 
you have failed to 
do an outstanding 
job in the past, but 
rather that you 
are conscious of the magnitude of the 
one that lies ahead, and determined to 
find the ways and means of doing even 
better than heretofore. 
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e o e 

You must belong to that select group 
of individuals to whom we are in- 
debted for practically all the comforts 
and conveniences of our modern life 
—that group to which you and I should 
be ever grateful—‘‘The Great Unsat- 
isfied.”” 

For none of you can deny that it is 
only those who are unsatisfied with 
what we have today, or what we have 
heretofore accomplished, who will be 
responsible for the new and better 
things we will have or achieve tomor- 
Tow. 

New inventions and new discoveries 
have not been limited to mechanical 
and scientific progress. Life insurance 
has been alert to the changing and ex- 
panding needs of the American public 
and has discovered and invented new 
services to fill those needs. As a result, 
the modern life and disability service 
provided by your companies bears no 
more resemblance to that of the early 
days of my experience as a life insur- 
ance salesman than does the 1954 mod- 
el automobile to Uncle Henry’s famous 
Model T. 
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You have not only developed serv- 
ices to meet the new needs that have 
come with the unprecedented changes 
in our economic world, plus those cre- 
ated artificially by government, but 
you have found the medium of im- 
pressing the public with the desirabil- 
ity—yes, the very necessity of your 
services to where but few American 
citizens would be willing to confess 
today that they are without either life 
or disability insurance of some form 
and of some amount. 

But despite all you have accom- 
Plished in the past you know that there 
Ils yet more to do in the months and 
years ahead. 

Ihave spoken of the outstanding job 
you have done in the past. You have 
brought the benefits of our services to 
Some 60% of our entire population in- 
cluding the very young and the very 
old. But you well know that despite 
the growth of which we are so prone 
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W.T. Grant Asks Life Agency Officers 
Some Thought-Provoking Questions 


come at its lowest ebb, our policyown- 
ers were protected for an amount 214 
times the entire national income. That 
was enough to project the average in- 
dividual’s earnings for a period of 2% 
years ahead. Today following a series 
of prosperous years we find the out- 
standing insurance only slightly above 
$300 billion compared with a national 
income of approximately that same 
amount. The sum invested in life in- 
surance premiums has increased only 
344 times, while gross national income 
has increased more than seven times 
during this 20-year period. Of course, 
you are already familiar with these 
facts, and are, and should be, con- 
cerned about them. 

We could try to excuse ourselves on 
the grounds that the tax burden has 
prevented our prospects from the 
means of protecting themselves insur- 
ance-wise as well as in 1933. But econ- 
omists tell us that the disposable in- 
come after taxes was greater in 1953 
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than ever before and that the level 
for 1954 is expected to reach $250 bil- 
lion or more, even greater than in 1953. 

So we must look for some reason or 
reasons other than each of our pub- 
lic’s purchasing power. 

You must agree with me that facing 
this situation it is well that you are 
here, not alone to consider any worth- 
while ideas that your program speak- 
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“bee are now some seven hundred companies 
engaged in the legal reserve life insurance industry. 


We are just one of these. 


A man doesn’t have to buy his life insurance from 
us to provide security for his family, nor does an Agent 


have to work for us to be successful. 


But, in either case, it helps. 


THE 


Among the agen- 
cy department ex- 
ecutives at the 
ALC meeting in 
Chicago: from left, 
Harry S. McCona- 
chie, vic e-presi- 
dent and superin- 
tendent of agen- 
cies of American 
Mutual Life; W. R. 
Jenkins, Ist vice- 
president of North- 
western National 
Life; and Sam E. 
Miles, vice-presi- 
dent and secretary 
of Provident Life 
& Accident. 


ers may be fortunate enough to pre- 
sent, but to confer with other company 
officers at every opportunity for the 
exchange of ideas and experiences that 
will make your attendance here as 
profitable as I am sure it will be en- 
jovable. 

We know it cannot be due to any 
lowering of th estandard of our respec- 

(CONTINUED ON PAGE 42) 
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Averting Further Governmental Inroads 
Is Up to Insurers, NAIC Chief Declares 


Proposals for the interference of 
government in the insurance business 
continue to be 
made in the face 
of administration 
policy favoring 


private manage- 
ment, and this 
hazard, a_reflec- 
tion of public 
opinion, can be 


offset cnly by the 
positive perfor- 
mance of the com- 
panies engaged in 
the insurance bus- 
iness, Commission- 
er Knowlton, of New Hampshire, pres- 
ident of the National Assn. of Insur- 
ance Commissioners. said in his ad- 
dress at the annual meeting of the 
American Life Convention in Chicago. 

Emphasizing that there is no need 
for further government activities, Mr. 
Knowlton told the assembled execu- 
tives that the responsibility for avert- 





Donald Knowlton 


ing further government inroads was 
theirs. 
“Opposition alone is futile,” Mr. 


Knowlton said. “While it may tempo- 
rarily postpone the fulfillment of these 
demands, if they are urgent enough, 
measures will eventually be taken to 
satisfy him and thus the solution seems 
to be that the insurance business do 
these two things: 

1. Remove the cause of the com- 
plaints which stimulate these demands. 

2. Explore every possibility of fur- 
nishing through private industry the 
protection which the people want. 

Mr. Knowlton pointed out that con- 


siderable ill-will may develop from 
a handful of companies not living up 
to the high standards of the business. 
He said that he was recently informed 
that 900,000 people a year have their 
A&H policies cancelled or are unable 
to get them renewed for reasons which 
they cannot understand, some of them 
having paid premiums for years with- 
out a claim. 

“If all of these people are dissatis- 
fied.” he said, “then it only takes 10 
years to get 900,000 dissatisfied peo- 
ple.” It was his contention that such 
instances, duplicated in other chan- 
nels, create the ill-will that produces 
the demands for legislation. 

“If you add to the number of peo- 
ple who feel that freedom from want 
should be supplied to them by their 
government, those people who are dis- 
satisfied with the protection provided, 
then you have a huge mass of humani- 
ty which is constantly bringing pres- 
sure on its representatives in Congress 
on its political parties and on its ad- 
ministrators in government to provide 
the security sought and wipe out the 
causes of dissatisfaction,’ Mr. Knowl- 
ton said. “The pressure is irrestible. 
Over the years, in a democratic form 
of government, the public has always 
been successful in getting demands of 
this nature satisfied, particularly those 
having political appeal.” : 

Urging sincere, energetic, coopera- 
tive effort, intensive research and 
planning and courageous experimenta- 
tion, Mr. Knowlton said: “If these 
things are done. I am confident that 
the demand of humanity for security 
and protection can be satisfied with- 
out government intervention.” 
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At the ALC Legal Section meeting at the Edgewater Beach hotel, Chicago: 
Irving V. Brunstrom, assistant general counsel of ALC; Arch Northington, in. 
surance commissioner of Tennessee; and Dudley Porter, Jr., general counsel of 


Provident Life & Accident. 
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Discusses Lifetime 
Agency Contracts 
As Subject of Suit 


Phineas M. Henry, vice-president 
and general counsel of Equitable Life 
of Iowa, delivered 
a paper on “Life- 
time Agency Con- 
tracts” at the Legal 
Section of the 
American Life 
Convention. He 
dealt principally 
with the case of 
Lewis vs. Minne- 
sota Mutual Life 
decided by the su- 
preme court of 
Iowa in 1949 and 
reported in 240 
Iowa 1249, 37 N.W. 
2d 316. 


In that case the plantiff contended 
he had been orally given a lifetime 
contract of agency by the general agent 
of the company and its agency vice- 
president. Upon its termination he 
sued for damages in the sum of $122,- 
900, claiming the present value of his 
renewals, loss of future profits, etc.. 
and punitive damages. A jury awarded 
him a verdict of $20,000 for loss of 
future profits, but this was set aside 
by the trial court and on appeal the 
action of the trial court was affirmed. 

e eo e 

The paper discussed the questions of 
law which were disposed of by the 
Iowa supreme court in its opinion. 
These were: (1) the sufficiency of 
proof of a lifetime contract; (2) the 
necessity of a consideration additional 
to the services to be rendered by the 
agent in order to make the alleged 
lifetime contract any more than an in- 
definite general hiring terminable at 
will; (3) the validity of an alleged life- 
time contract where one party is not 
bound to the performance thereof and 
is not liable to the other for failure to 
perform; and (4) the power of cor- 
porate officers to make lifetime con- 
tracts in the absence of express author- 
ity from the articles of incorporation 
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Campus Courses 
Help Agent Sell 
More. Last Longer 


A definite school course in life in- 
surance selling is an aid and stimulant 
to production, A. R. Jaqua, director of 
the Southern Methodist university 
course, said at the Agency Section meet 
ing of the American Life Convention 
in Chicago. 

Checks on the students at that uni- 
versity have shown that the student 
sells more life insurance than he would 
otherwise, even with eight to 12 weeks 
out for school. 

Previous studies have shown, Mr. 
Jaqua said, that the student agents in- 
creased production by 40% after basic 
training and still more after senior 
training. It was also found that the 
average size of policy sold rose ma- 
terially after the training. 

Graduates of the school have als 
shown a high rate of remaining in the 
business. Mr. Jaqua reviewed the his- 
tory of all students for the past six 
years and said that better than 80% 
are still in the business after six years 

Citing some of the other advantage 
of such training, Mr. Jaqua said he ex 
pected a lower lapse rate from grad: 
uates of such training, the develop- 
ment of good managerial material am 
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cost of campus training is less per stu- 
dent hour than would be possible it 
any home office training operation. 
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or by resolution of the board of d- 
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The question of damages for th 
breach of a lifetime contract was nd 


covered by the opinion of the Iowj. 


court in view of its decision that m0 
lifetime contract was proved. The papé 
dealt with this question at length al 
Mr. Henry advanced the conclusi0 
that because of the very nature of th 
life insurance business an agent with 
out exclusive territory who could ¢ 
vote as much or as little time as ! 
chose to the soliciting of applicatia 
would in no event be able to prove # 
future profits with the reasonable céf 
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Urges Resistance to 
Beneficiary Payment 
Behind Iron Curtain 


To make payments to beneficiaries 
living in countries behind the Iron 
Curtain “is a de- 
fault in our obli- 
gations to our in- 
sureds, renders aid 
and comfort to our 
enemies, and_ is 
against the public 
policy of the 
United States,” 
said Daniel J. Rei- 
dy, general counsel 
Guardian Life, in 
his address on “In- 
surance Dollars— 
Should They Be 
Sent Behind the Iron Curtain?” to the 
Legal Section of the American Life 
Convention’s annual meeting in Chi- 
cago. 

Basing his argument on a complete 
history of international litigation, he 
pointed out that although property may 
be transferred internationally through 
the consul of a foreign country, we 
must be sure that the beneficiary can 
use, control, and enjoy the money 
turned over to the consul. This is not 
demonstrably true in the case of Iron 
Curtain countries and for that reason 
alone we must take what precautions 
we can to prevent American dollars 
from getting into the hands of the 
Soviet Union. 

The basis upon which the consul of 
a foreign nation can become the re- 
presentative of his own nationals is 
a power of attorney procured from the 
national and with it the right to act for 
him and receive money for him. Mr. 
Reidy then described how, to his 





Daniel J. Reidy 


knowledge, powers of attorney had 


been obtained from beneficiaries by 
means other than free choice with the 
result that the individual lost all con- 
trol over his legacy. 

e e e 

Giving as an example a case which 
involved a beneficiary living in the 
part of Germany now behind the Iron 
Curtain, Mr. Reidy said that the insur- 
ance company had received word from 
the individual that because of the 
trouble involved he wanted to let the 
money remain in the United States. 
After that time inquiries were made by 
a foreign consular official about the in- 
surance and about the necessary forms 
to fill out. Some time later the consul 
appeared with the necessary documents 
appointing the consul as the attorney 
in fact. The documents were not hon- 
ored. 

Subsequently, the beneficiary got 
word to the company that there had 
been no intention of asking for the 
money, because he wanted the money 
toremain in America until he was “old 
and weak.” But one day, the local 
authorities required that the proper 
forms be filled out and apparently de- 
cided what should be done with the 
Money. The company maintains its 
stand that the power of attorney was 
illegal since there was “ground for 
suspicion regarding the power or its 
manner of procurement.” 

Defining Iron Curtain countries as 


Albania, Bulgaria, Communist-control- 
led China, Czechoslovakia, Esthonia, 


Hungary, North Korea, Latvia, Lith- 


Uania, Poland, Rumania, ,the Soviet 
union and the Russian occupation zones 


inGermany, he warned that they must 


all be treated alike. 


He told how the Soviet union in 





The picture-in-a-minute camera gives the victims a chance to ask for a re- 


take, which they did after looking at the first try: from left, Karl Ljung, agency 
vice-president of Jefferson Standard Life; William P. Worthington, president 
of Home Life of New York; and Harry S. Redeker, general counsel of Fidelity 


Mutual Life. 








particular takes the money deposited to 
the consular official ang transfers the 
money to the Vneshtorg Bank (Bank 
of the Commissariat for Foreign Trade) 
which has an account in a New York 
bank through which it issues payments 
of American dollars to people in this 
country. The big problem is to keep 
American dollars out of the hands of 
the Soviet union but to see that it does 
in fact get to the intended beneficiary. 

Mr. Reidy then reviewed the laws 
and policies now in effect which have 
to do with the problem. 

The right of a foreign nation to sue 
in our courts is based on an effective 
treaty affecting usual friendly interna- 
tional relations, or comity, with an- 
other country. Mr. Reidy pointed out 
that the United States does not have 
such a treaty in effect with the Soviet 
union and that therefore, no such right 
to use our courts exists. 
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Assets over $59,000,000 © Insurance in Force over $260,000,000 


Even should comity be established, 
the speaker showed that public policy 
is a superior consideration and “in this 
instance, involving a matter not only 
of state, but of national concern, we 
should search for the public policy on 
the national level.” 

Citing government statements of 
policy and regulation applying to such 
transactions as the delivery of checks, 
Mr. Reidy pointed out the preponder- 
ence of official opinion that it is not 
public policy to permit funds to go into 
iron curtain countries. 

New York law was also cited to show 
that state established procedure for the 
impounding of funds in cases where 
“transmission or payment to a bene- 
ficiary, legatee, or other person resi- 
dent in a foreign country might be 
circumvented by confiscation in whole 
or part.” Similar legislation has been 
adopted in other states. 
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COMPANY 


Western Life has been growing with the West since 1910 and in that time has developed 
an enviable reputation for its way of doing business. Our Company is strong, ably managed, 
friendly and comes well recommended (‘see Best’s). Our record with Policyholders and 
Fieldmen is as good as they come. 


We're proud of our record; our type of Company has a lot to offer men of proven production 
ability. If you think you should be making more money for your efforts. write and tell us. 
We're looking for men of initiative to share our prosperity as we grow. A few openings for 
Associate General Agents and Generab Agents—your Manager’s recommendation will help. 
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Tells Widespread 
Effects of New 
Pennsylvania Law 


The new uniform commercial code 
which became effective in Pennsylva- 
nia July 1 of this 
year will affect 
business law of all 
kinds in all states, 
according to Rob- 
ert Dechert. gen- 
eral counsel of 
Penn Mutual Life. 

Addressing the 
annual meeting of 
the American Life 
Convention Legal 





Section in Chica- 
go, Mr. Dechert 
pointed out that Robert Dechert 


this uniform code is already in effect 
in the one state and has been intro- 
duced or is under study in 17 other 
states, with early adoption possible in 
several. 

Furthermore, he said, almost any 
contact with Pennsylvania will make 
the code the law governing the trans- 
actions, at least in Pennsylvania courts. 

“Every practicing lawyer should, 
therefore, at least know of the exist- 
ence of the code and have, as part of 
his professional background, some gen- 
eral acquaintance with the area cov- 
ered by the code.”’ Mr. Dechert said. 

e e e 

The code was analyzed by him as it 
relates to life insurance operations and 
he concluded that “it will not have a 
major direct impact on the life insur- 
ance business, but on the other hand. 
the activities of life insurance are so 
vast that they will necessarily be af- 
fected by a statute of such importance 
to the business and financial commu- 
nity.” 

Both the insurance operations and 
investment transactions of the life 
companies are affected by the new 
code, according to Mr. Dechert. 

@ e ® 

One of the most revolutionary parts 
of the new code, he said, is the sec- 
tion dealing with financing of all types 
in which personal property is used as 
security. The revised procedures in 
this connection materially affect cer- 
tain investment practices in the mort- 
gage field. 
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Policyholders Affected by Several Thousand 
Sections in New Tax Law, Says Attorney 


A whole new body of tax law is set 
up in the new revenue bill adopted by 
the last session of Congress, with 
several thousand sections affecting in 
some way almost all holders of life 
insurance or disability insurance poli- 
cies. 

This was emphasized in a detailed 
review of the new tax provisions made 
by Stuart A. McCarthy, associate coun- 
sel of Equitable Society at the Amer- 
ican ‘Life Convention Legal Section 
meeting. 

“Although some of the new code’s 
provisions have already been amended, 
it is likely that for many years to come 
most issues of federal tax liability will 
depend on the meaning of its several 
thousand sections,” Mr. McCarthy 
said. 

While the act was designed to clear 
up long-standing questions, remove in- 
equities and simplify tax procedures, 
there is need for those in the life in- 
surance business and their policyhold- 
ers to become aware of just how the 
new law applies to their policies, he 
said. 

One of the important changes men- 
tioned by Mr. McCarthy is the re- 
quirement for reporting by life com- 
panies of all payments of $600 or more 
in a taxable year. While the basic 
requirement was relatively unchanged, 
the effect is materially changed by oth- 
er changes which bring under this pro- 
vision for the first time installment 
settlements of death benefits under 
life policies and group accident and 
weekly indemnity benefits. The with- 
holding at the source on payments to 


non-resident aliens is similarly af- 
fected. 

The changes in law which affect an- 
nuity payments are designed to make 
it possible for annuitants as a class 
really to recover their capital tax-free 
and to spread the excludable portion 
of the payments evenly over the life- 
time of the annuitant. 

Employe annuities are _ specially 
treated, Mr. McCarthy pointed out, 
with tax benefits depending on the re- 
lation of the employe contributions. He 
reviewed the tax provisions applying 
to all annuity and pension plans, life 
insurance proceeds, disability plans 
and general procedures and _ then 
pointed out that as yet no regulations 
dealing with the new code have been 
published, even in tentative form, and 
it is expected that uncertainties en- 
countered will be answered by the 
regulations to be: issued. 


Avoid Defense That 
Bars Determination 
of Claim on Merits 


Life insurance companies’ should 
avoid technical defenses which pro- 
hibit a determination of a claim on its 
merits, said Rowland H. Long, general 
counsel of Massachusetts Mutual Life, 
in his talk at the Legal Section of the 
American Life Convention annual 
meeting at Chicago. He said that in 
the long run technical defenses are bad 
public relations. 

For example, he said, when a com- 
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At the annual meeting of the ALC in Chicago: Mrs. Marcelle Pfaender, sec- 
retary to General Counsel Ralph Kastner; John V. Bloys, assistant general 
counsel Life Insurance Assn. of America; Orville Grahame, vice-president and 
general counsel of Paul Revere Life, new president of Insurance Economics 
Society; and J. E. Taylor, associate actuary of National Life & Accident. 











pany’s right of autopsy conflicts with 
the religious beliefs of the beneficiary 
and there is no reasonable doubt that 
sustained injuries resulted in death, 
the right of autopsy should not be used 
as a technical defense. 

From his long experience as a trial 
and appellate counsel representing life 
insurance and other business enter- 
prises and by reason of his membership 
on the faculty of St. John’s university 
law school before joining Massachu- 
' setts Mutual, Mr. 
Long was able to 
speak with author- 
ity as he address- 
ed the group on 
“Experience in 
Trying Our Own 
Cases.” 

In defining pub- 
lic relations as 
“Doing more of 

, , what people like 
R. H. Long and less of what 
they don’t like,” he pointed out that 
the first precaution is to refrain from 
litigating claims unless they tend to 
sustain a motion for a directed verdict, 
or at least will entitle the defendant 
to have the issue passed upon by a 
jury. 

He also pointed out that although 
contractual or statutory limitations are 
not technical defenses, they can be 
used in a technical wav. and suggested 
that this kind of defense is not good 
public relations. 

Once litigation has been decided up- 
on. Mr. Long declared that the case 
should be vigorouslv defended. because 
it is fine public relations to win the 
case and, even if the case is lost, it is 
good public relations if the defense is 
based on an appeal to the public’s 
sense of fair play. 

On the nositive side. he urged that 
counsel make early and thorough vre- 
paration. that the facts be examined 
as soon as possible and that trial coun- 
sel be consulted while the loss is still 
in the claim stage. He pointed out 
the necessity for taking the proper de- 
positions promptly and. in the case of 
suicide. setting an order imvounding 
suicide’ notes, and’ tethal weapons ‘ex- 
parte. 





Attributes Success 
to Treating People 
Like Human Beings 


Addressing the Agency Section of 
the American Life Convention at Chi- 
cago, Karl Ljung, 
vice-president — in 
charge of agency 
operations of Jef- 
ferson Standard 
Life, said a large 
measure of what- 
ever success the 
Jefferson Standard 
may have achiev- 
ed “is the result of 
a conscientious ef- 
fort to remember 
that our staff, both 
home office and 
field, are human beings as well a 
workers—that they are individual 
with well developed egos, with hopes 
ambitions and a desire to do their par 
well. And perhaps even more import 
ant, each needs to gain recognitjo 
for having done his part well.” 

e e e 

Mr. Ljung paid special tribute to 
Miss Mary Taylor, Jefferson Stand- 
ard’s agency relations director, who 
has been with the company since it 
organization 47 years ago and who has 
been totally blind for more than # 
years. “She is deep in the hearts of al 
Jeffersonians—she has moved 
strengthened many men to have mot 
confidence in their own abilities,” he 
said. “The results of the letters she 
writes and the help she gives manages 
in their sales campaigns show up evel 
day in a very tangible way, in the pre 
duction columns!” 

The functions of the agency depatt 
ment staff, the company’s relatia 
with its agents and its agent educatitt 
program, its managerial training 
tem, and its home office inter-depatt 
ment relationships were discussed 4 
length by Mr. Ljung. “We simply } 
lieve,” he concluded, “that the hum# 
equation is. the most .important .¢ 
ment in management today.” 





Karl Lijung 
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r.W Hubbell Elected 
New President of ALC 


(CONTINUED FROM PAGE 33) 

at reduced rates has caused plenty of 
discussion. Some fear that one result 
may be to make the public think the 
companies have been overcharging the 
plic for years. Others feel that when 
the whole process has settled down the 
net result will be that companies will 
just be operating on narrower margins 
out of which to pay for sales and pol- 
jeyholder service. On the other hand, 
defenders of the new competitiveness 
say it’s a good thing, good for the pub- 
lic, as long as it doesn’t become a de- 
structive type of “loss leader” mer- 
chandising. 


















Attendance as of late Wednesday 
according to registrations was 732, ex- 
clusive of wives. 

There was a full-packed program, 
starting with committee meetings on 
Monday. 

Tuesday was devoted to all-day 
meetings of the Agency Section and 
the Legal Section. The luncheon Tues- 
day, sponsored by the Legal Section 
had as its speaker Dean Joseph 
O'Meara of the Notre Dame law school, 
who talked on legal education. He is 
a former chairman of the Legal Sec- 
tion. The Legal Section members 
heard talks by six speakers and the 
annual report of General Counsel 
Ralph H. Kastner on legislation and 
litigation of the past year. All are re- 
ported elsewhere in this issue. Ray B. 
Lucas, Kansas City Life, section chair- 
man, presided. 

The Agency Section featured a talk 
by W. T. Grant, chairman of Business 
Men’s Assurance, and a panel on 
agents’ education at the morning ses- 
sion, and talks by Vice-president Karl 
Ljung of Jefferson Standard Life and 
Dr. William H. Alexander. pasto of 
the First Christian Church of Oklaho- 
s of Jef-§ ma City, in the afternoon. C. W. Ar- 
Standard§ nold, Kansas City Life, section chair- 
1 a largef man. presided. Except for Dr. Alex- 
of what-§ ander’s talk, the speeches are reported 
cess thef elsewhere in this issue. 

. Standard ° e e 
e achiev-— The first general session opened 
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> result off Wednesday morning with ALC Presi- 
ntious ef- 


dent Ralph R. Lounsbury, president 
remember} of Bankers National Life, presiding. 
staff, both} Following the invocation by the Rev. 
ffice and 






Fred E. Luchs, minister of the First 
Congregational Church of Evanston, 
Ill., Mr. Lounsbury gave his presiden- 
tial address, which is reported else- 
where in this issue, as is the report 
of Executive Vice-president Claris 
Adams, which followed Mr. Louns- 
bury’s talk. 
e o e 

There followed the talk of Commis- 
sioner Knowlton of New Hampshire, 
president of the National Assn. of 
Insurance Commissioners, which is re- 
ported elsewhere. 

The freedom with which Canadian 
companies write life insurance in the 
United States and with which U. S. 
life companies do business in Canada 
could well serve as a model for a less- 
ening of trade restrictions in other 
types of commerce between the two 
countries, said Rhys M. Sale. president 
of the Ford Motor Co. of Canada, at 
the Wednesday morning session. 

Mr. Sale urged a lessening of tariff 
barriers generally between the United 
States and other countries. He said if 
this is not done there is danger of 
reimposition of trade barriers and the 
adoption of other defensive measures 
among the non-dollar countries, which 
have been improving their positions 
and “are now prepared, not only eco- 
nomically but psycholegically, for a 
freer system of international trade and 
payments.” 

s * 

If Americans and Canadians fail to 
supply the economic leadership that 
will insure continuance of the favor- 
able trend. the train of events might 
well remove any hope of substantial 
progress toward a more healthy world 
economic condition, Mr. Sale warned. 

The speaker emphasized Canada’s 
astonishing post-war growth and the 
untrammeled opportunities for the in- 
vestment of funds from the United 
States and other countries on the same 
basis as domestic investors and with 
no restrictions on getting the money 
out. 

Departing from the long-standing 
custom of having a dinner meeting of 
the Combination Companies Section, 
the section met at luncheon Wednes- 
day. The speaker was President Paul 
F. Clark of John Hancock, who talked 
on “Management Faces a Changing 
America.” His talk is reported else- 
where in this issue. Vice-president W. 

(CONTINUED ON PAGE 48) 
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luncheon session. 












~At the Combination Companies Section luncheon during the ALC annual 
meeting at Chicago: from left, Frank B. Maher, vice-president of John Han- 
cock, incoming chairman of the section; W. J. Williams, vice-president of 
rn & Southern, outgoing chairman; Robert L. Walker, Peninsular Life, 
Orlando, Fla.; new president of National Assn. of Life Underwriters; and 
Paul F. Clark, president. of John Hancock and the speaker at the section’s 





ANNUAL REPORT IS ALC MEET FEATURE 





Kasiner Reviews Busy Legislative Year 


It appears that death and taxes are 
not only matters from which there is 
no escape, because legislation contin- 
ues to be a matter constantly before the 
American people, Ralph H. Kastner, 
general counsel of American Life Con- 
vention, stated in his “Review of Leg- 
islation and Litigation in 1954” at the 
meeting of the Legal Section of ALC 
in Chicago. 

Even in what Mr. Kastner termed an 
“off year,” since the last meeting of the 
Legal Section, not only Congress but 
14 states held regular legislative ses- 
sions and special sessions were held in 
14 states and Hawaii. 

Not all of the many bills reviewed 
by the headquarters of the ALC and 
those of the Life Insurance Associa- 
tion related to life insurance, but those 
that were of interest to the industry or 
of any possible application to the bus- 
iness were reported to the member 
companies of the ALC and LIA through 
the medium of 40 joint legislative bul- 
letins, Mr. Kastner said. He brought 
out that the closest cooperation exists 
between the two organizations in var- 
ious matters and particularly in keep- 


ing their members advised as to pend- 
ing legislation, and he also expressed 
his sincere thanks to the officers and 
counsel of member companies who con- 
tribute so generously of their time and 
talents in the common cause, looking 
toward avoidance of adverse laws. 
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Attending the ALC annual meeting: 
Nellis P. Parkinson, United of Chica- 
g9, former Illinois insurance commis- 
sioner; and Deputy Commissioner 
Mashburn of Tennessee. 





Woodmen Accident 


Builds For The Future 


The continuing growth of Woodmen Accident and As- 
sociated Companies is reflected in the construction of a 
new home office building that will be completed in mid- 
summer, 1955. While designed to be an efficient work- 
shop, the new building will symbolize the strength and 
security that the Woodmen Companies mean to thousands 


of insureds. 


A pioneer in personal insurance since 1890, the 
Woodmen Companies are proud to be a part of the great 
institution of life, health and accident insurance. No other 
field of endeavor has contributed so much to the stability, 
security and peace of mind of the American people. 


E. J. Faulkner, President dou 
R. L. Spangler, Exec. Vice President.& See’y.: 





ALL FORMS OF LEGAL RESERVE LIFE, 
HEALTH, ACCIDENT AND HOSPITAL INSURANCE 


WOODMEN 


ACCIDENT & LIFE CO. 
CENTRAL ASSURANCE CO. 
CENTRAL LIFE INSURANCE CO. 


Old line legal reserve companies — Established 1890 


LINCOLN, NEBRASKA 
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Grant Asks Agency Officers 
Thought-Provoking Question 


(CONTINUED FROM PAGE 37) 

tive sales organizations. For with a 
growing sense of responsibility to our 
present and potential policyowners we 
are more selective than ever before in 
the qualifications of our field forces. 
Does it not seem to you, therefore, 
that, successful in elevating the field 
standard of our sales personnel, we 
have failed to make the job appear so 
attractive, both from the standpoint 
of a stable and satisfying income, but 
also from an association with under- 
standing, sympathetic and _ inspiring 
associates. 

You remember Will Rogers’ saying: 
“All I know is what I read in the pa- 
pers.” Well, I can say, “Most all I 
know is what I have learned through 
experience with my own company.” 
This experience has been almost en- 
tirely in dealing with full time B.M.A. 
salesmen. Since we operate on the 
branch office plan it has been with 
branch managers—not with general 
agents. As I refer to managers here- 
after, please understand I mean gen- 
eral agents as well. So with this back- 
ground, instead of attempting to tell 
you how you may increase the size, 
the capacity, the loyalty, and the pro- 
duction of your sales force, I will 
ask you a lot of questions about what 
vou do or don’t do in your relations 
with your managers. In limiting these 
questions largely to managers, I in- 
tend for you to understand, that as you 
deal with them, to win their loyalty 
and add to their success, they in turn 
will be most certain to adopt the same 
principles and practices in their rela- 
tions with their own salesmen. 

So, now for some rather 
questions: 


simple 


1. If you are your company’s chief 
agency officer may it be because you 
just have an enthusiasm about life 
insurance amounting to a_ religious 
fervor? 

2. Is it because you love to know 
and work with other people and find 
your greatest joy and satisfaction in 
helping them attain success? 

3. Is it because no matter how suc- 
cessful you or those whom you direct 
have been you are still unsatisfied and 
determined that both you and they 
can and must undertake and achieve 
still more? 

4. Is it because you have had a suc- 
cessful sales experience or perhaps 
were successful both as a salesman 
and manager of salesmen? 

5. If you have had no field sales 
experience, is it because you have 
filled other positions so successfully 
that your ability to assume your pres- 
ent responsibility has been recognized? 

6. Is it not likely that a combination 
of two or more of these qualifications 
is responsible for your being here— 
unless, of course, you are president or 
owner of your company and have 
elected yourself to your present posi- 
tion? 

7. Whatever the reason for your be- 
ing here, may we assume that you 
recognize your responsibility for the 
healthy growth of your sales forces 
with both a continuous recruiting cam- 
paign for new salesmen plus a con- 
stant educational and _ inspirational 
program to assure the steadily in- 
creasing success of the older ones. 

8. As chief agency officer, do you 
select and appoint managers primar- 
ily on your own judgment? 

9. Do you try to develop new man- 
agers through the development of su- 
pervisors among vour own successful 
salesmen? 
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PAN-AMERICAN’S 
CAREER CONTRACT, 


which stresses the com- 
pany’s philosophy of help- 
ing the best men make 
more money. To do this 
job, we furnish ample 
training, top-notch sales 
aids and_ individualized 
policies to meet individual 
needs. 
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EDWARD G. SIMMONS 
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KENNETH D. HAMER 
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10. Are you as alert in being on the 
constant outlook for new and capable 
managers as you expect them to be in 
recruiting new and promising sales- 
men? 

11. Do you arrange and attend meet- 
ings of all or groups of your mana- 
gers at more or less frequent intervals 
where they may exchange ideas just 
as you are doing here, and where the 
methods of the most successful are 
made available to all attending? And 
do you include their wives, visit them 
in their homes when invited to do so, 
and by your sincere friendly interest 
make them feel fortunate in having the 
good luck to become associated with 
you? 

12. Do you invite them to visit the 
home office at convenient intervals 
so that they may personally know the 
various officers and department heads? 
And do you invite them and their 
wives, when they accompany them, 
to visit you and your wife and family 
at your own home, for dinner when 
convenient, or if not for refreshments, 
so that they in turn may know your 
wife and family? Are you fortunate 
enough to have a wife like mine who 
was never surprised and never com- 
plained when I would telephone an 
hour or so before dinner that I was 
bringing one or two or three of our 
visiting managers or salesmen home 
to dinner? For I learned long ago 
that to be invited to the boss’ home 
was much more appreciated than be- 
ing taken to the most luxurious hotel 
or club. 

13. Do you earnestly urge them to 
continue to improve their knowledge 
of insurance principles and skill in 
salesmanship through your own train- 
ing courses and such other facilities 
as SMU, Purdue, LUTC, CLU, Dia- 
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On hand at ALC gathering in Chi- 
cago from Institute of Life Insurance 
were Harlan B. Miller, director of the 
educational division, and Arthur C. 
Daniels, vice-president. 





mond Life, and R & R, and LI 
managers’ schools or other means 
preparing themselves to, in turn, ed 
cate and direct their own sales force’ 
And here let me place special empha 
sis on the managers’ training schoo 
under the exceptionally able directi 
of that good friend of yours and min 
—Charlie Zimmerman. 

14. Do you urge, almost to the point 
of insistence, that they fulfill ther 
community obligations by participa. 
tion in worthwhile civic campaigns 
and of no less importance they main. 
tain an active membership in ther 
local underwriters association? 

15. Do you capitalize on that primar 
human instinct—the spirit of competi- 
tion—the spirit without which golf 
football, baseball and all other ath. 
letics would lose so much of their ap- 
peal? This same spirit is found in 
salesmanship as so well proven by the 
results of sales contests and campaigns. 

16. Do you issue a monthly mana- 
gers’ bulletin in which each manager 
is confronted with his own record for 
the year to date and figures showing 
his progress or lack of progress in 
comparison with other managers? 

17. Do you when providing these fig- 
ures analyze each manager’s results— 
complimenting those whose production 
has been good, encouraging and coun- 
seling those whose production has not 
been good—but in all cases never per- 
mitting them to doubt your sincere in- 
terest in their progress and _ succes 
and your complete knowledge of their 
situation? 


18. Do you, at the beginning of each 
year, after thorough analysis of the 
manager’s past and potential produc- 
tion invite him to suggest a proper goa! 
for the new year? A goal not only in- 
cluding total new business to be ob- 
tained but also a reasonable increas 
in average sales of his present sales 
men and the number of newer one 
he should add and train during the 
current year? 


19. Do you appreciate the value of 
new ideas and suggestions from you 
managers who through their contact 
with their own salesmen, policyowt- 
ers and prospective ones, are so well 
able to understand changes in the 
public’s desire for protection against 
all the hazards that would impair 
destroy their income? 

20. Do you when having decided 
that it is timely to devise some new 
form of protection, or to meet somt 
competition or demand, submit you 
ideas to your managers for construct 
tive criticism or additional suggestions 
so that when adopted they have the 
satisfaction of having participated it 
your final decisions? 
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20A. Does this same practice ap- 
ply to new important types of sales 
literature—realizing that by inviting 
them to share in the responsibility for 
the new material they are all the more 
certain to recommend it enthusiastic- 
ally to their own salesmen? 

21. Do you write each manager on 
contract anniversary date an analysis 
of his experience since assuming the 
responsibilities of manager—compli- 
menting him or counseling with him 
as his success or lack of success justi- 
fies? 

22. Do you see to it that appropriate 
greetings are sent the manager on 
pirthday anniversaries of himself, wife 
or children? And do you send an ap- 
propriate gift upon the arrival of each 
new baby? 

23. Do you send greetings—and per- 
haps roses—to the wife on each wed- 
ding anniversary? 

24. Do you provide each of them 
with a managers’ manual in which you 
have added ideas from your own ex- 
perience plus those proven successful 
from your own managers with due 
credit given to all those whose ideas 
have been included? 


6 oe @ 

25. Does this manual remind them 
of their multiple responsibilities—of 
recruiting, training, coaching, super- 
vising and inspiring—and that the 
proportion of time devoted to each of 
these duties must be adjusted accord- 
ing to the age and experience and 
number of their sales force? 

26. Does it outline the experience of 
other managers in recruiting salesmen 
from specific occupations and time of 
year most favorable for interesting 
those in various occupations or pro- 
fessions? 

27. Does it remind them that in ad- 
dition to their own personal recruiting 
activity, they must enlist the enthusi- 
astic aid of their own successful sales- 
man who, in turn, must be suitably 
compensated for successful men re- 
cruited? 

28. Does it provide him with current 
data showing the average earnings of 
top groups of your over-all sales force 
so that the prospective salesman may 
have a clear picture of the opportunity 
afforded by your company, based upon 
actual examples rather than abstract 
theory? 


29. Does it remind them that good 
working habits are as vital to their 
own salesmen, and does it give them 
a blue print based upon the practices 
of your most successful managers, to 
help them adopt and adhere to a work 
schedule designed to guide them in 
the allocation of their time? 

30. Does it outline the experience 
of other managers who have devel- 
oped the most practical and successful 
formulas for financing the new re- 
cruit when that appears to be neces- 
sary or desirble. But better still, a 
formula that if followed faithfully may 
enable him to finance himself from 
the beginning of his service? 

31. You will suspect by now that I 
consider a managers’ manual with 
most of the items mentioned and many 
others as an important aid to the man- 
ager’s success. I’l] go further than that 
—I consider it, by whatever name you 
chose to give it, as vital to the mana- 
ger’s potential success as a sales train- 
ing or a daily plan schedule to the 
salesman’s success. 

32. How important do you believe it 
to be to keep your managers informed 
of the purposes and activities of this 
convention? With the several major 
sections—of which this is one of the 
most important—they bring together 


Viena 


in various groups, like the one in this 
room, those officers who are particu- 
larly interested in some specific phase 
of their company service. 

32A. Fortunate indeed were we when 
our good friend, Bob Hogg, was per- 
suaded to become vice-president of the 
great Equitable of New York, to be 
able to again obtain the service of 
Claris Adams to become the executive 
head of the convention. Under his dy- 
namic leadership his efficient and loy- 
al staff, together with the various com- 
mittees, the convention is ever alert 
to serve the interests and welfare of 
our more than 90 million policyown- 
ers and beneficiaries. Were it not for 
its constant alertness, working in co- 
operation with other trade organiza- 
tions, the income taxes imposed upon 
the savings of policyowners would be 
even greater than they are. That except 
for their cooperative intelligent aid to 
Congress the social security taxes 
would be levied upon an even higher 
portion of individual incomes and with 
still further invasion of the field of 
private enterprise than provided under 
the law enacted by the recent Con- 
gress. And that brings me to the very 
interesting and disturbing story of so- 
cial security. 

33. The position of life insurance 
management has been to accept the 
principle of social security, but to con- 
fine it to its original purpose, viz to 
provide a floor of protection for those 
who either through negligence or fi- 
nancial or physical inability had failed 
to provide such protection by volun- 
tary means. For social security is not 
voluntary but compulsory for those 
coming within its scope. 


34. I have chosen from its inception 
to term social security compulsory in- 
surance. And I have credited whoever 
was smart enough to think up its ap- 
pealing title as being very wise and 
very understanding of human nature. 
For I do not believe that any Congress 
would have dared enact a law that by 
its very name suggested the idea of 
compulsory insurance upon a group of 
American citizens. 

36. So you will note that Lord Bev- 
eridge not only uses the term “com- 
pulsory insurance” but also warns that 
when more than is needed for sub- 
sistence, it is an unnecessary inter- 
ference with individual responsibil- 
ities. In my book it is still compulsory 
insurance. 

37. How disturbed are you about 
what I deliverately term government 
invasion of the field of voluntary life 
insurance? For, of course, you are 
keenly aware of the extent to which 
the new law provides still larger ben- 
efits for and imposes still heavier tax 
upon the individual. 

38. Let me give you an example and 
ask whether you believe the number 
of prospects for voluntary insurance 
has been narrowed by this new law. 
Let’s remember that the layman will 
not bother to differentiate between 
what we might term welfare benefits 
and insurance. 

oe e e 

39. Imagine for the moment that you 
are calling on a young husband and 
father to convince him of the neces- 
sity of providing through insurance in 
your company an income to replace 
his earnings in case of premature 
death. He is the average young man of 
25 or 30, obligated to make monthly 
payments on a home, a car, television 
set and others common to one in his 
situation. In the midst of your elo- 
quent appeal to provide insurance for 
his wife to carry on, he stops you with 
the statement that he already has fam- 





Distinguished guests at the ALC meeting in Chicago: from left, Robert L. 
Walker, Peninsular Life, Orlando, Fla., newly elected president of National 
Assn. of Life Underwriters; Davis W. Gregg, new president of the American 
College; and Loran Powell, managing director of Life Underwriter Training 
Council. . 
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ily protection that could reach an 
equivalent of more than $35,000 of in- 
surance in your company. 

40. For this young man has learned 
that under the newly amended law 
his monthly earnings of $350 will en- 
title his widow and two young chil- 
dren to an income of $200 per month 
until the oldest child becomes 18, and 
a slightly less amount until the second 
one is 18. And besides there will be a 


lump sum benefit payment of $255 
plus the possibility of the widow again 
becoming eligible for widow’s benefit 
if she has not remarried before 65. 
41. Do you believe this young man 
will care whether you call the pro- 
tection he has life insurance, or by 
some other name? Do you believe that 
here the social security enthusiasts 
have done the very thing Lord Bev- 
eridge warned  against—‘provided 
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moré than needed for subsistence and 
interferred with individual responsi- 
bilities”? 

42. What effect do you expect these 
increased allowances to have upon the 
persistency of business your salesmen 
have already placed in force and upon 
their renewal income on that business 
when certain of their policyowners 
find it necessary to curtail expendi- 
tures for one cause or another? 

43. We are being constantly admon- 
ished by government and state insur- 
ance departments to make sure that 
our policyowners are told of and un- 
derstand all the provisions in our pol- 
icies. They especially insist that any 
provisions that the policyowner might 
not like be explained and emphasized. 
We are all in full accord with this 
theory. 


44. But have you during 17 years of 
social security ever heard, in one of 
their many radio broadcasts or in any 
political campaign talk, any reference 
to the “fine print” so often referred 
to by insurance critics? Is it not as 
important that the taxpayer knows 
what is in what we might well call 
the “fine print” in the social security 
law, as in our insurance contracts? 

45. In describing the benefits do its 
spokesmen make it clearly understood: 
(a) That social security is compulsory 
and not voluntary; (b) That unlike 
private company, or even war risk or 
National Service government insur- 
ance, there is no contractual obliga- 
tion; (c) That it is subject to change 
at the will of Congress and has already 
been changed six times since 1937; (d) 
That the tax rate (or premium rate) 
has already been increased 3314% 
and under present law will increase 
four times more, up to 200% of the 
present and 26624 % of the former rate; 
(e) That benefits in proportion to 
taxes have seemed so generous that 
the whole pressure upon Congress has 
been to enlarge them still further. But 
that if maximum rates in the law had 
been effective in 1953—with the mod- 
est increase in number covered, in- 
stead of the $3,945,000,000 tax it would 
have increased to more than $11 bil- 
lion; (f) That in anticipating the fu- 
ture attitude toward social security we 
must remember that the taxes are 
paid by the producing element of our 
population—that group ranging in age 
roughly from 21 to 65. With the recent 
unprecedented increase in birth rate 
on the one hand and the steadily in- 
creasing number living beyond 65, this 
middle element may some day become 
such a minority group that it will tire 
of its tax burden and rebel. Then the 
pressure on Congress might well be to 
reduce benefits in response to the 
will of those who bear the tax bur- 
den. 

e e es 

45A. My friends, these are only 
samples of the facts about social se- 
curity that but few understand. If our 
policyowners who pay the premiums 
on their insurance are entitled to know 
all the facts about their insurance— 
and they most certainly are—then are 
not the social security tax payers 
equally entitled to be told all about 
the important features of their cover- 
age as well? 

46. If we agree that they should be 
told who can we expect to tell them? 
Based on experience it will certainly 
not be the social security board mem- 
bers or those seeking political office. 
Who else then but the 200,000 life in- 
surance men who in the aggregate 
daily contact more of our population 
than any other single group? 


Does Industrial 
Risk Being Priced 
Out of the Market? 


President Clark of Hancock 
Poses Question at Rally of 
Combination Companies 


“Is it possible that costs have risen 
to the point where we are in danger of 
pricing ourselves 
out of the mar- 
ket?” asked Paul 
F. Clark, president 
of John Hancock, 
in discussing in- 
dustrial insurance 
in the course of his 
talk at the Com- 
bination Compa- 
nies’ Section lun- 
cheon Wednesday 
during the Amer- 
ican Life Conven- 
tion annual meet- 
ing in Chicago. 

“Are we satisfied that our product 
is as salable as it should be?” he con- 
tinued. “Is the burden of cost from 
every direction making it less and less 
acceptable to the insuring public? ‘Are 
we inevitably facing more restrictions 
upon its sale? 

“You may say that the problems in 
a company such as ours are different 
from those of you who do not operate 
in the state of New York, where re- 
strictive legislation has long since been 
on the statute books, but it’s important 
that we not bury our heads in the 
sand. The rising tide of opposition to 
industrial insurance which may have 
originated in New York can very well 
in time be right upon our doorsteps 
regardless of where we operate. 

“It is our duty and our responsibili- 
ty to determine, while we have time, 
whether or not we are performing a 
useful service in the most efficient 
manner and, if we are not, then to do 
something about it. 

“IT commend to all of you a study of 
this problem, for by no means, in my 
opinion, is it confined to those com- 
panies which operate in jurisdictions 
which through legislative bodies or of- 
ficials have been critical of our indus- 
trial business.” 

Mr. Clark said that if a business is 
to adapt its policies and practices to 
a changing America it must be willing 
to accept the risks of new develop- 
ments. In order that the risks may bk 
minimized, however, development 
plans must be based upon an analysis 
of all the pertinent information avail- 
able. The executives responsible should 
be kept informed of the results a 
changes in their field. They must stay 
abreast of developments in labor-man- 
agement relations, in consumer PpSj- 
chology, and in population growth and 
movement, Mr. Clark said. 

“Only by such means can the prob 
able gains of expansion be measure 
against the costs and risks. and a wis 
decision reached,” he said. 


Paul F. Clark 
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(CONTINUED FROM PAGE 34) 
was related to uncovered as well as 
covered employment. However, the 
permissible level of earnings after re- 
tirement before losing social security 
penefits was increased and even in the 
event of earnings over the minimum 
standard, benefits were payable on a 
graduated scale instead of being denied 
in toto. 

Life insurance companies made a 
strong presentation through Mr. Asa 
Call, chairman of our joint committee, 
that the proposed increases violated 
the principal of the floor of protection 
which is supposed to underlie the so- 
cial security philosophy. It was pointed 
out that the wage base of $4,200 was 
greater than the average income of the 
employed population. 

Life insurance companies did not op- 
pose the principle of social security 
when it was enacted nor have they op- 
posed reasonable increases in the wage 
base and benefits from time to time 
as circumstances justified. However, 
when the act is expanded through an 
increase in the wage base and the 
penefit scale at a time when there has 
been no increase in the cost of living, 
a serious threat is posed to personal 
security through private enterprise. If 
social security is to proceed step by 
step beyond minimum necessities, 
where will it stop? What influence 
will it have in the future on the in- 
centive of the populace to save for 
their own security? 

This obviously presents a major 
threat to our business and one which 
we cannot view with equanimity. Few 
things can be more dangerous to the 
future of life insurance, and in my 
opinion to the future of America, than 
a philosophy which implies that per- 
sonal security should be provided pre- 
ponderantly by government instead of 
through individual thrift. In this con- 
nection, a person holding an important 
place in government pointed out to me 
the other day that very liberalizing so- 
cial security statute has carried the 
date of an election year. 

The federal housing bill contained a 
provision for the reactivation and ex- 
pansion of the Federal National Mort- 
gage Assn. to provide a_ secondary 
market for FHA and VA mortgages. 
Mr. Carrol Shanks, chairman of our 
joint economic policy committee, ap- 
pearing before the banking and cur- 
tency committee of the House of Rep- 
resentatives, argued strongly that such 
action was unwise and unneccessary. 
His thesis was that there was a plenti- 
tude of capital in the United States 
seeking mortgage loans fully equal to 
sound demand. However, recognizing 
the fact that there might be specific 
communities, substandard areas, and 
minority segments of the populace in 
which and to which capital might not 


he suggested the creation of a volun- 
tary mortgage credit program which 
would undertake the responsibility of 
assisting in the channelling of funds to 
such areas and such persons where 
funds are not adequate. 

This mechanism was suggested by 
Mr. Shanks as an alternative to the re- 
activation and expansion of FNMA. 
The House committee seemed impress- 
ed with the proposal but instead of 
adopting it as a substitute authorized 
it as an alternative. In the Senate 
banking and currency committee, Sen- 
ator Bricker of Ohio moved that FNMA 
be eliminated except upon a stand-by 
basis and that the voluntary credit 
proposal be substituted. The motion 
carried in the committee and the bill 
containing this provision passed the 
Senate. However, in conference, the 
House provision was reinserted and 
the bill as actually passed included 
both authorizations. 

The voluntary credit program is now 
in process of organization. A national 
committee has been created represent- 
ing various principal lenders of the 
nation of which Mr. Vieser of the Mu- 
tual Benefit Life and Mr. Carpenter of 
the Metropolitan are the life insurance 
company representatives. Regional 
committees are now being organized 
upon each of which there will be life 
insurance company _ representatives. 
The personnel of these committees 
have been recommended by joint ac- 
tion of the convention and association 
and I am happy to say that life insur- 
ance men have responded almost 
unanimously to the invitation to per- 
form this public service. 

If successfully operated, this organi- 
zation may be very influential in turn- 
ing back the tide of governmental inter- 
vention in the mortgage investment 
field. At least, a constructive step has 
been taken to demonstrate that under 
normal circumstances private lending 
institutions can take care of the finan- 
cial needs of the American economy. 

One of the most encouraging de- 
velopments of the year was the fact 
that the government chose private in- 


surance as a vehicle for providing - 


group coverage to federal employes. 
This project originated in the White 
House itself. In conformity with his 
general philosophy favoring private 
enterprise, the President determined 
that group insurance on government 
employes should be carried by private 
companies. By invitation, a joint com- 
mittee of the convention and associa- 
tion was appointed to work on the de- 
tails of the plan. Under the chairman- 
ship of Mr. Frazar B. Wilde, the pro- 
ject was carried to a successful conclu- 
sion. Under the provisions of the law, 
civilian employes of the federal gov- 
ernment are offered insurance equal 
to one year’s salary. The premium is 
to be paid approximately one-third by 
government and two-thirds by the em- 
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ployes. As finally worked out, one life 
insurance company is to be the princi- 
pal insurer but reinsurance is to be 
effected through all companies desir- 
ing to participate therein according to 
a formula which distributes the volume 
in inverse proportion to the size of 
the company. Furthermore, conversions 
are to be available generally with cer- 
tain practical restrictions and limita- 
tions. 


Another measure of major interest 
to the business was the so-called Hob- 
by reinsurance bill. The President in 
his campaign had taken a strong posi- 
tion against socialized medicine and 
implicitly against compulsory health 
insurance. However, the problem of 
adequate medical care at a cost within 
reach of the average man is one of the 
great popular issues of the day. This 
has been greatly aggravated by in- 
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program of sales promotional assistance, and the 
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creasing medical costs. The Wolverton 
bill and the Ives-Flanders bill intro- 
duced by important majority members 
of Congress approached the problem 
by offering subsidies to voluntary non- 
profit organizations providing prepaid 
medical care. 

The President rejected the idea of 
subsidy. He believed that the first ap- 
proach should be in the form of en- 
couragement to the expansion of pri- 
vate insurance in the field of medical 
care. Recognizing that there is a resi- 
due of indigent who cannot be served 
by this method, he believed that such 
area should be reduced to a practical 
minimum. Therefore, to encourage the 
expansion of private insurance in the 
health field, both in the number of per- 
sons insured and the type of coverage 
offered, he suggested a mechanism 
whereby the government would share 
the rise of private insurers occasioned 
by such expansion. Specifically, the 
bill provided that to those companies 


which voluntarily agree to experiment 
in extending their present limits, pre- 
sumably as to age, standards of risk, 
elimination of exclusion, etc., the gov- 
ernment would reinsure such risks for 
an agreed premium to the extent of 
three-quarters of their losses. The pur- 
pose of this bill was to accelerate the 
already great advance both in num- 
bers of insured and the type of cover- 
age offered. 

A substantial difference of opinion 
developed within and without the life 
insurance business on the merits of this 
proposal. Many doubted its effective- 
ness. Some life insurance officials be- 
lieved that it was the first step toward 
governmental control. Even after 
amendments had been agreed to which 
greatly restricted the prerogatives of 
government, a number of insurance 
men were not satisfied. The United 
States Chamber of Commerce, the Am- 
erican Medical Assn., and the labor 
unions took a strong position in opposi- 
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tion. The labor unions opposed be- 
cause they were in favor of compulsory 
health insurance. 

Many liberals opposed it because 
they believed that subsidization is the 
only solution. The chamber of com- 
merce, the American Medical Assn. 
and a number of insurance executives 
opposed it on the grounds that is was 
an encroachment upon private enter- 
prise. As a result of this opposition, 
the bill failed. The liberals in Congress, 
to a man, voted against it because it 
did not go far enough. A substantial 
number of conservatives voted against 
it because it went too far. 

The representative of our joint com- 
mittee testified that the objectives of 
the bill were laudable but that the pro- 
visions were vague and that the dan- 
gers of encroachment upon state super- 
vision were not sufficiently guarded 
against; therefore we felt that we were 
not in position to give it official support. 
However, there were those in the busi- 
ness who felt that the problem is so 
urgent and alternative solutions are so 
much more dangerous that we should 
have supported the administration in 
any reasonable effort to reach a solu- 
tion through private enterprise, par- 
ticularly since this was the only con- 
crete proposal which attempted a solu- 
tion of this character. 

It is certain that the issue did not 
die with the defeat of the bill. Of this 
there can be no doubt; the President 
and his Secretary of Health, Education, 
and Welfare are not only sincere in 
their belief that this program presents 
an important partial solution to a very 
pressing public problem but they are 
determined to secure its passage if pos- 
sible. None of us who heard the Presi- 
dent and Mrs. Hobby make their pre- 
sentation in support of the measure 
could fail to be impressed both with 
their sincerity and their determination. 
The President’s reaction when it failed 
in passage is significant in this respect. 
He said, “The losers are the American 
people”. The press reaction was over- 
whelmingly in favor of his position. It 
is certain that it will reappear in some 
form in the next session. 

During the year, the accident and 
health segment of our business has 
been under fire on several fronts. A 
major newspaper chain ran a series of 
feature articles severely criticizing 
policy contracts, sales methods, and the 
claim practices of certain companies 
operating in this field. Both federal 
and state authorities reported serious 
complaints from policyholders. The 
Senate judiciary committee began an 
inquiry, which has not been completed, 
into the operations of mail order com- 
panies. The federal trade commission 
has been investigating the advertising 
practices of accident and health com- 
panies for several months. A large 
number of complaints have been ex- 
amined and the advertising material of 
many companies has been studied as a 
possible basis for action founded upon 
alleged misrepresentations. The NAIC, 
as a result of public pressure, is con- 
sidering stronger statutory regulations 
or supervisory procedures. 

No company of the American Life 
Convention condones fraud or sharp 
practice in this or any other field of 
insurance operations. We are wholly 
in favor of the strictest type of sound 
regulation either by state statute or 
supervisory process which may be nec- 
essary to maintain high standards of 
integrity and proper practices. 

Without denying that there is some 
valid ground for criticism, we cannot 
believe that fraud is widespread or 
improper practices are general in this 
field. Much of the criticism levelled 


against the companies is uninformed 


























Octob 


———— 


ation. 







































and unwarranted. This phase of the fresenti! 
insurance business has had an amazing fpanies, 
growth and development in ‘the last {conver 
decade. It offers an important form of f,]1 con 
personal protection of which the pub- fyminin; 
lic is greatly in need. Upon balance, it §onstitu 
has rendered an outstanding service to may be 
the American people. er stat 
However, wisdom requires that criti- ftion to 
cism be made the basis of self-examin- possible 
cism. 
] This 
an evid 
tee is h 
ry — 
courage 
their la 
tive Cor 
stitutior 
LI F F holders. 
Anotl 
way st 
URANCE COMPANY || fics. 
INS funds. 
firemen 
e Taf 
erefor 
brought 
e estigat 
ing sen’ 
mittee — 
outline 
commis: 
fe 
Life such ins 
‘ Union 
e ® 
Hospitalization magnitu 
have be 
@ e 
Special Disease form of 
is likely 
already 
Insurance siting 
insuranc 
ing supe 
This pre 
insuranc 
‘to take | 
e | The c 
nion w 
ar to in 
it is apy 
ee ision 1 
Home Office: Rockford, Illinois [] Fronts 
to be sur 
insured 
cluded? 
ment the 
tory aut 
STATEMENT OF THE OWNERSHIP, MANAGEMENT, This is 
AND CIRCULATION REQUIRED BY iHE ACT OF r " 
CONGRESS OF AUGUST ~: 1912, as AMuNDED BY ition for 
THE ACIS OF MARCH 3, 1933, ‘AND SULY 2, 1986 ill th 
(Title 39. United States Code, Section 233) of The pV the 
Nationa: Underwriter Life y gg _— published Bnartmen’ 
= at Chicago, Ill., for Oct. 
1. the names es and addresses "of the ; eabiiehen. editor, Bothers d 
aging editor, and business manager are: 
Pub isher, The National Underwriter Co., Chicago, D1. gpact upc 
Editor, R. B. Mitcheil, Ridgewood, N. J. if the i 
Managing Editor, None. 
Business Manager, rR. ‘J. O'Brien. Chicago, Il. tions. in] 
2. The owner is: (If owned by a corporatio 
pena are sic gig oS ml 
ereunder the names ani resses of 5! 
owning or holding 1 percent or more of tota) amount if bills a 
of stock. If not owned by a corporation, the nam §sion to r 
and addresses of the individual owners must be 
given, If owned by a partnership or other unincorpo- fthe fede: 
rated firm, its name and address, as well as that of l 
each individual member, must be given.) e long 
The National Underwriter Co., Chicago, New York Epolicy ur 
Cincinnati; John Z. Herschede and Elizabeth W. Her- 
te rene oC Ce Gaetan “toa Rate Probie 
wrig. stee for C. 5 artwrig. an 
Cartwright, Evanston, ill.; H. J. Burridge, Cincinnati, gProblems 
Ohio; Levering Cartwright, Evanston, Ml.; Rvssell in the fo: 
Cartwright, Evanston, Ill.; Ruth Cartwright, Evan- 
ston, Ill.; Lessie K. Wadsworth, Chicago, 1.; R. B. fal policy 
Richman, — oe, N. J.; George W. Wads- 
os Chicago. Co., Chicago, Il. 

The kno' own ron vctaad mortgagees, and other A fed 
mea holders owning or holding 1 percent or more € 
of total amount of bonds, mortgages or — securl- being co 
ties are: (If there are none, so state.) : 

4. Paragraphs 2 and 3 include, in one ~~ the gta cor 
stockholder or security holder appears upon. the books 


of the company as trustee or in any other fiduciary 
re’ation, the name of the person or corporation 
whom such trustee is acting: a’so the statements {n 
the two paregraghe show the affiants full knowledge 
and belief as to the circumstances and conditions 
under which stockho'ders and security ho!ders 
do not appear upon the books of the company 8 
trustees. ho'd stock and securities in a capacity other 
= that of a bona fide owner. 

The average number of copies of each issue of 
this publication so'd or distributed, throvgh thé 
or otherwise, to paid subscribers during the 12 months 
preceding the date shown above was: (This informa- 
tion is required from daily, weekly, semiweekly, 
triweekly newspapers only.) 7,605. 


R.J 
Sworn to ona subscribed before me this goth Pay of 


September, 1 
H. E. LISTUG. 
(Seal) 
My commission expires Aug. 18, 1957. 















r 8, 1954 








informed 
se of the 
1 amazing 

the last 
it form of 
the pub- 
valance, it 
service to 


that criti- 
‘-examin- 





llinois 








cago, Ill. 


on. the books 
her fiduciary 
poration for 
tatements in 
toon 
d con 
ho!ders = 
company 
upacity other 


his informa- 
iweekly, and 


J. O'Brien. 
; 30th day of 


. LISTUG. 















October 8, 1954 





LIFE INSURANCE EDITION 


A.L.C. ANNUAL MEETING 47 

















—— 





enting accident and health com- 





Convention, have set up a joint over- 
all committee for the purpose of ex- 
amining policies and practices of their 
constituent companies to consider what 
may be necessary in the form of furth- 
er state regulation and self-regula- 
tion to eliminate, so far as humanly 
possible, the source of present criti- 
he. 

<— is a statesmanlike approach to 
an evident responsibility. The commit- 
tee is headed by leaders of the indus- 
— men of vision, character, and 
courage—and we have great faith that 
their labors will result in a construc- 
tive contribution to the good of the in- 
stitution and the benefit of our policy- 


holders. 



















e e e 
Another investigation now under 
way stems from recently exposed 
andals in the field of union welfare 
funds. In a minority of such cases, re- 
irement benefits bargained for under 
e Taft-Hartley law are insured and 
insurance has been 












estigation. Questionnaires are now be- 
ing sent out by a congressional com- 
mittee to companies asking them to 
outline their policies, practices, rates, 
commission scales, etc., in relation to 
such insured funds. 

Union welfare funds have reached a 
magnitude and the abuses uncovered 
have been of such character that some 
form of audit and possibly regulation 
is likely to eventuate. New York has 
already placed the responsibility of 
auditing such funds upon the state 
insurance department and a bill add- 
ing supervisory powers is in prospect. 
This presents an issue upon which the 
insurance business will be compelled 
to take a position. 
| The questions raised are: (1) Are 

nion welfare funds sufficiently simi- 
lar to insurance in their operation that 
it is appropriate to place their super- 

sion under the insurance depart- 
ment? (2) If union welfare funds are 
to be supervised, should not private un- 
insured retirement funds also be in- 
cluded? (3) Is the insurance depart- 
ment the proper or appropriate regula- 
tory authority? 
| This is certainly a proper determina- 
ion for the individual states. What 
will the situation be if some state de- 
partments overate in this field and 
others do not? What will be the im- 
pact upon the regulation of insurance 
if the inevitable political considera- 
tions: inherent in the supervision of 
union activities are brought into play? 
If bills are introduced in the next ses- 
sion to place the regulatory powers in 
the federal government, what will be 

e long-term implications of such a 
policy uvon life insurance supervision? 
The whole subject poses practical 
Problems which require serious thought 
in the formulation of sound institution- 
al policy. 
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A federal investigation is currently 
being conducted by the Senate judi- 
lary committee under the chairman- 
Ship of Senator Langer into certain 
pe of credit insurance. Federal 
urisdiction in this field of inquiry is 
Me ed upon the possibility of a viola- 
on of the anti-trust laws. Apparent- 
the question revolves about the 
matter of compulsory “tie-ins” between 
loans and life insurance and the ques- 
Hon of a so-called captive market. 
} Owever, the implications of this in- 
estigation may reach much beyond 
edit insurance in the small personal 





lation. Therefore the organizations rep- 


including the American Life 





loan area into wider fields of selling 
procedures. 

Nineteen hundred and fifty-four was 
an off year in the state legislative field. 
I am happy to say that no serious ad- 
verse legislation was passed. In a few 
of the states for which the government 
takes primary responsibility in legis- 
lative matters, threatened difficulties 
were avoided through the help of local 
member companies and the effective 
work of the convention staff. 

The convention maintains close con- 
tact with the insurance commissioners 
both individually and through their 
organization. I do not hesitate to say 
that the American Life Convention is 
held in high regard by the insurance 
supervisory authorities of the nation. 
They welcome consultation upon insur- 
ance problems and receive our opin- 
ions with respect. I am particularly 
impressed with the close acquaintance 
of Ralph Kastner, Al Guertin, Lee 
Shield, and Bob Crichton among the 
commissioners and with the evident 
esteem in which they are held. I think 
in no area can the convention provide 
more effective service than in present- 
ing the legitimate interests of our busi- 
ness to the consideration of the state 
supervisory authorities. On the other 
hand, we should at all times and in 
all ways possible support the highest 
standards of supervision in every jur- 
isdiction because in the long run, the 
future of state regulation of life insur- 
ance depends upon the quality of such 
regulation. 


Nineteen hundred and fifty-four has 
been an important and successful year 
for the convention itself. The regional 
meetings held in Jacksonyille, Fla., 
Cincinnati, O., and Denver, Colo., were 
well attended, splendidly conducted by 
President Lounsbury and I am sure 
were a source of great benefit to thosr 
who attended. In smaller group meet- 
ings of ‘this character it is possible to 
have brass tacks discussions of a num- 
ber of current problems of pressing in- 
terest with wide membership partici- 
pation. The informality, the spontanei- 
ty, and deep interest engendered are 
the outstanding characteristics of such 
gatherings. The continued interest de- 
veloped over the years in these meet- 
ings demonstrates their value to the 
convention membership. 

The investment seminar held at Be- 
loit, Wis., a unique activity of the con- 
vention, had its largest and most suc- 











Two past pres- 
idents of the ALC 
attending the an- 
nual meeting in 
Chicago: W. E. 
Bixby (left) pres- 
ident of Kansas 
City Life; and Cla- 
ris Adams, execu- 
tive vice-president 
of ALC. 








sued by the Treasury to implement the 
provisions of the bill as it affects life come taxation of life insurance com- 
insurance. 


The joint committee on federal in- 


panies has had numerous meetings in 















cessful meeting. The program ar- 
ranged by the chairman of our invest- 
ment section, Mr. George Conklin 
brought to the seminar some of the out- 
standing leaders of economic though‘ 
and business activity in America. Tha‘ 
91 convention companies sent 108 in- 
vestment men to take advantage of this 
distinctive convention service tells its 
own story as to the high regard in 
which the seminar is held by those 
familiar with its operations. 

It has been a busy year for the joint 
committees of the convention and 
association. I cannot emphasize too 
strongly the institutional value of the 
work of these bodies. The members 
contribute an inordinate amount of 
their time to the common problems of 
the fields of great importance. Our 
joint legislative committee meets each 
month except in the vacation period 
alternating its meetings between New 
York and Chicago. The members con- 
sider a vast volume of legislative pro- 
posals arising in all jurisdictions. A 
subcommittee on federal taxation made 





an exhaustive study of the voluminous 


Other reasons why 
agents choose a career 
with Standard 
Insurance Company 


~~ 


Standard is a “‘low net cost 
company,” and constantly 
strives to maintain and im- 
prove that position. This, 
together with complete life 
and accident and sickness 
coverage, puts Standard’s 
agents in an enviable posi- 
tion. Promotion from the 
ranks is customary. These 
and many other reasons 
help to explain why Stand- 
ard Insurance Company 
agents are so loyal—and 
so successful. 





tax recodification bill and is now giv- 
ing attention to the important matter 
of the numerous regulations to be is- 


Home Office, Portland, Oregon 













STANDARD 


INSURANCE COMPANY’S 
“Agents Quality 


Contract” 


provides 


. Extra first year commission for 
quality business. 


. Liberal year-end bonus for 
quality and quantity pro- 
duction. 


. Liberal vesting provisions with- 
out penalty. 


4. Group life insurance. 
5. Non-contributory pension. 


. Outstanding hospital and surgi- 
cal coverage for self and de- 
pendents. 


7. Weekly indemnity in event of 
accident or sickness. 


Standard 


INSURANCE COMPANY 
serving the West since 1906 


LIFE * ACCIDENT « SICKNESS 
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attempting to resolve the amazingly 
complex and difficult problem of ar- 
riving at a_ satisfactory permanent 
formula for the taxation of the com- 
panies. A program was formulated 
after long and arduous labor which 
was submitted to and approved by the 
convention by a substantial vote. The 
responsibility of this committee under 
the able chairmanship of Robert L. 
Hogg will continue through legislative 
hearings on this subject and subsequent 
progress of such legislation through 
Congress at the next session 


Hubbell Elected Presidnt 
of ALC at Chicago 


(CONTINUED FROM PAGE 41) 
J. Williams of Western & Southern, 
section chairman, presided. 

The executive session was held 
Wednesday afternoon, with President 
Lounsbury presiding. 

Lee Parker, president of American 
Service Bureau, ALC’s inspection affi- 
liate, reported the bureau to be in 
sound financia! condition with no in- 
debtedness. It has 45 branch offices, 
one having been added during the year. 
It had a 10% increase in revenue in 
the last year. 

V. H. Smith, vice-president and ac- 
tuary of Beneficial Life, reported as 
chairman of the committee on conven- 
tion meetings that the week of Oct. 9 
has been selected for the 1955 meeting 
and the week of Oct. 7 for 1956, both 
meetings to be held at the Edgewater 
Beach hotel, Chicago. 

Frank J. Travers, vice-president 
American United Life, chairman of the 
committee on investment problems, 
said his committee had had an un- 
eventful year and that no investment 
problems of magnitude had arisen. 

Reporting for Carrol M. Shanks, 
president of Prudential, who is chair- 
man of the joint economic policy com- 
mittee, President O. Kelley Anderson 
of New England Mutual said that the 
committee had had several meetings 
with the Secretary of the Treasury on 
the possibility of the life companies 
absorbing Treasury offerings but that 
the prevailing rate of interest on 
Treasury bonds is not high enough to 
meet policy requirements and the com- 
mittee gave the Treasury department 
that explanation of why the life com- 
panies would not be substantial buyers 
of long-term bonds. 

Robert L. Hogg, senior vice-presi- 
dent and advisory counsel of Equi- 
table Society, reporting as chairman of 





the federal income tax committee, re- 
viewed the various proposals that have 
been advanced for a permanent income 
tax formula to supersede the present 
614% stop-gap formula for taxing the 
companies. Hearings are to be held in 
Washington starting Dec. 13. 

Memorial resolutions were adopted 
honoring those members who have died 
since the last annual meeting. 

President Lounsbury said he was 
delaying the announcement of the state 
vice-presidents’ roster, as the list was 
not yet complete. 

William J. Cameron, retired chair- 
man of Home Life of New York, chair- 
man of committee on section 213 of the 
New York law, was not on hand so 
Robert E. Slater, vice-president and 
controller of John Hancock, read the 
report. He explained the changes that 
had been made in the law, and said 
that the main thing to remember is 
that the cost of life insurance should 
not be affected adversely by the 
changes that had been agreed upon. 

Reporting for the joint committee on 
social security, headed by President 
Asa V. Call of Pacific Mutual, Millard 
Bartels, vice-president and general 
counsel of Travelers, said the recent 
liberalizations in the social security 
law, while providing more in individu- 
al cases, should not cause pessisism 
among life companies. 
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C. Manton Eddy, vice-president and 
secretary of Connecticut General Life, 
reported for the committee on group 
insurance for federal civilian employes, 
chairman of which is president Frazar 
B. Wilde of Connecticut General. Mr. 
Eddy said there had been 95% accept- 
ance by eligible employes. He said as 
a conservative estimate there will be 
$8 billion of this business written by 
the 120 companies which will partici- 
page in the program, 94 of which have 
indicated a wish to participate in group 
conversions. 

Mr. Eddy said that for a variety of 
reasons such conversions may not prove 
to be altogether attractive. 

Richard Boissard, president of Na- 
tional Guardian, chairman of the com- 
mittee on amendments to the constitu- 
tion, offered two amendments, both 
of which were passed. One had to do 
with admission to and termination of 
membership in ALC and the other 
with changing article 10. 

Thursday morning the opening 
speaker was Edmund Fitzgerald, pres- 
ident of Northwestern Mutual Life, 
whose talk is reported elsewhere. Other 








Host and Honor Guest at Traditional Breakfast 





W. T. Grant 
(left), chairman 
of Business Men’s 
Assurance, who 
was host at the 
traditional B.- 
M.A. breakfast at 
the annual meet- 
ing of the ALC in 
Chicago, with the 
guest of honor, 
Robert L. Walker, 
Peninsular Life, 
Orlando, Fla., the 
newly elected 
president of Na- 
tion! Assn. of Life 
Underwriters. Be- 
sides Mr. Walker, 
who made a brief 
talk, Mr. Grant in- 
troduced the head 
table dignataries 
and many of the 
other guests. 





Retiring and New ALC Legal Section Chiefs 





Ray B. Lucy 
(left), vice-presj. 
dent and genera 
counsel Kansy 
City Life, retiring 
chairman of th 
i ALC Legal See. 
— tion, and his sue. 
cessor as_ chair. 
man, Willis H. Sat. 
terthwaite, coun. 
sel of Penn Mutual 
Life. Succeedin 
Mr. Satterthwaih 
as section secre. 
tary is CL 
Peterson, vice. 
president and gen. 
eral counsel 
Ohio State Life. 








Thursday morning speakers were Sec- 
retary Oveta Culp Hobby of the De- 
partment of Health, Education and 
Welfare, and Chairman John J. Mc- 
Cloy of the Chase National Bank of 
New York City. 

Thursday afternoon there was a 
panel discussion on “My No. 1 Prob- 
lem” by the chief actuarial, agency, 
executive, financial, legal, and under- 
writing officers of six life companies. 

The procedure that was followed 
was for each of the six principals to 
state his No. 1 problem, discuss it a 
little, and let the audience get into the 
discussion, too. President R. R. Louns- 
bury of the ALC acted as moderator. 

Henry F. Rood, vice-president and 
actuary of Lincoln National Life, said 
his particular problem is the special 
policy, the $10,000 minimum policy 
with the large size and the lower cost. 
He wondered whether this might not 
be what a department store refers to 
as a “loss leader.” What happens to 
the temporary company gains? he 
asked. What should be done about 
agents’ commissions? 

President Travis T. Wallace of 
Great American Reserve, speaking as 
a chief agency officer, said his main 
problem is the education of agents. 

“We have built up many techniques 
of imparting knowledge but we are 
not doing as good a job on imparting 
the skill to use all the knowledge,” he 
said. “True, it’s easy to transfer know- 
ledge from one man to another but I 
find that agents need more than an- 
other course, to give them skill.” 

Speaking as a chief executive of- 
ficer, Rolland E. Irish, president of 
Union Mutual Life of Maine, said that 
in planning a new building he has 
problems to deal with aside from the 
relatively simple matter of the bricks 
and mortar. 

“It has forced me to look at all of 
our departments and decide what to 
do with our men and methods,” he 
said. “My problems were those of 
reorganization and they came about 
when we had to consider the problem 
of space.” 

G. D. Brooks, vice-president and 
treasurer of National Life & Acci- 
dent, speaking as a chief financial of- 
ficer, said his most pressing problem 
is the handling of forward commit- 
ments of large amounts of money 
on transactions that are to be closed 
at an indefinite future date. This is 
the problem of programming the 
money, perhaps of making use of 
banking facilities in order to keep 
money active. 

From the viewpoint of the chief 
legal officer of a company, Clarence 
L. Peterson, vice-president and gen- 





eral counsel of Ohio State Life, said 
that lately he had been analyzing con. 
tracts and comparing them and hai 
found that there are differences in the 
contracts written on A&H and life 
policies even within one company, 
The biggest problems, he said, come 
from double indemnity and exclusions 
in the policies, and perhaps the in. 
contestable clause. 

“What we should be doing is exam. 
ining our contracts with a view t 
modernizing and liberalizing them’ 
he declared. 

The discussion will be more fully 
reported in next week’s issue of Tm 
NATIONAL UNDERWRITER. 

The annual dinner dance took place 
Thursday evening. 

Final event on the program is the 
Financial Section meeting Friday 
morning and afternoon. It will be re- 





ported in next week’s issue. 





F.L. Barnes Agency | 
Section Head; 
Ljung. Secretary 


Frank L. Barnes, 1st vice-president 
and agency director of Ohio State Life, 
was elected chairman of the Agency 
Section of American Life Convention 
at the annual meeting in Chicago. H 
succeeds C. W. Arnold, vice-president 
and superintendent of agencies of Kan- 
sas City Life. 

The new secretary, succeeding Le 
Cannon, agency vice-president 
Western Life of Montana, is Kar! 
Ljung, vice-president in charge 
agency operation of Jefferson Standar( 
Life. : 


Maher Combination 
Insurers Chairman, 
Johnson Secretary 


Frank B. Maher, vice-president 4 
John Hancock, was advanced from sec’ 
retary to chairman of the ALC com: 
bination Companies Section, succeet' 
ing W. J. Williams, vice-president ¢ 
Western & Southern, at the annuj 
meeting of the ALC in Chicago. 

Succeeding Mr. Maher as secretat! 
is David F. S. Johnson, vice-presidet 
and agency manager of Interstate Lif 
& Accident. 


Griffin, Nash Publicity Aids 

On hand to help with the ALC pub 
licity are Richard Griffin, vice-pres 
dent of Institute of Life Insurant 
and Chester Nash, its press di 
sion’s director of life insurance ini 
mation. 
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life insurance in force exceeds 


aan | $590,000,000.00 | 








] 

B. Luca 

rice-presi. 

1 genera 
Kansy 


























»» Fetiring 

at See Group | 

Ss chair Franchise 

“g va Hospitalization | 

ccceelly Brokerace | PLUS: One of the most advanced agents || «In each case it is the man himself who is to lead his 

—— Reinsurance training programs in the nation... | life after having decided one way or the other.” 
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Low Cost Policy we 


Fidelity’s new low cost policy, the Fidelity Special, 
has created a remarkable sales record since 
its introduction several months ago. 
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This policy, written $15,000 minimum, carries a very 
_ low cost with low premiums, substantial 
dividends and high cash values. 


It has raised a large number of normally $10,000 sales 
to $15,000 or more. Thus far, $23,400 has been 
the average . . . combined with Term Riders, the 
average has been much higher. Written sub-standard 


as well as standard . . . commissio tes th H 
same as for the di enan’s os Cedinees Life. New home for a growing company 
Efficient t plus carefully chosen 
pany ety ae Selwenaheend to main- bag PnP pt y sooner 
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SIR PLUS 


Rides to the rescue of surplus writers 
who need complete flexibility 
in business and personal life insurance 


Since 1940 the Connecticut Mutual’s policy has been so designed that it can 

be used either for business insurance or personal insurance. Therefore, there’s no 
need for the agent to familiarize himself with special forms in order 

to write business insurance. 





On the front of every Connecticut Mutual policy is a simple “Exercise of 

Privileges” clause defining who may elect each right or option. You don’t have to 
read the entire policy to find out who may exercise the policy privileges. This 

clause permits the original owner to modify or transfer ownership by means of 
standard easily-completed forms available at all our general agencies. It results in 
complete flexibility whether the policy was originally purchased as 

business Gr as personal life insurance. 








Income settlements are available to corporations and partnerships. No 
company consent or complex endorsement is required. 


The flexible “Change of Plan” clause makes easy the adjustments needed in many 
Business Insurance and Profit-Sharing or Pension Plans. 





These are just a few of the reasons so 
many wise surplus writers have for years 
favored Connecticut Mutual. It’s as 
simple as this: the basic policy meets, 
without change, the needs of top-flight 
business insurance underwriters. This 
modern policy doesn’t create problems; 
it solves them. 


(Connecticut \lutual 


LIFE INSURANCE COMPANY - HARTFORD 














| Facts, figures and proposals will be gladly 
:@ furnished to fit any surplus need in business 
insurance or pension or profit-sharing plan. 



































